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An economical hydraulic fluid 
that actually snuffs out fire! 
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| 
WuerEvER a fire hazard exists near 
a hydraulic system, you can greatly 


reduce this hazard without excessive 


costs by specifying Shell Irus Fluid 
902. This new hydraulic fluid is a 


when the changeover is made. And 
they obtain performance which is un- 
surpassed by much higher priced fire- 
resistant fluids. 

For complete information on Shell 








“snuffer”’ type fluid with water dis- — [ypys Fluid 902 write to Shell Oil if 

persed in oil. ; Company, 50 West 50th Street, New y 

Because Irus* Fluid 902 is economi- York 20, N. Y., or 100 Bush Street, e 

cal, many plant operators have found _—_ San Francisco 6, California. n 

they save thousands of dollars yearly — «Trademark A 
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Nation-wide service... another plus-value 


Fast service, precise application engineering! You and motors, 1/20 to 400 HP. More reasons why your best 
your customers have to be sure of getting them, when- motor investment is Century. Call your local Century 
ever and wherever they’re needed. Century has them man or Authorized Century Distributor now. 

mapped out, right where they'll do the most good. 


A nation-wide network of sales offices, distributors, 

stock points, service stations. Locations strategically 

pegged to your requirements ...as are Century motor MOTORS 
representatives in almost every foreign country. 


Put this plus-value together with Century’s acceptance CENTURY ELECTRIC COMPANY 


through performance, and Century’s complete line of St. Lovis 3, Missouri * Offices and Stock Points in Principal Cities 





For 
spring 
life 
ever/asting... 


NILCOR* 
ALLOY! 


Nilcor alloy is not a steel! 
It is truly unique. It is be- 
lieved to have no equal, for 
example, for continuous life 
in miniature springs. Fur- 
ther, it is non-magnetic and 
far outdistances steel or any 
known alloy in resistance to 
“set’’, fatigue and corrosion 

..even at high tempera- 
tures. 

Major use to date is for 
non-breakable power springs 
in fine watches. But more 
and more Nilcor alloy is and 
will be furnished for the most 
critical requirements in in- 
strumentation, control de- 
vices and equipment of many 
types ... wherever extreme 
spring life and precise be- 
havior are vital. ‘ 

Perhaps National-Stand- 
ard Nilcor alloy holds prom- 
ise for some of your needs. 
We shall certainly be glad 
to cooperate all the way in 
helping you find out. Just 
check with our Athenia Steel 
Div., Clifton, New Jersey. 


*Trade Mark National-Standard Co. 
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NATIONAL |---| STANDARD 


DIVISIONS: NATIONAL - STANDARD, Niles, Mich.; tire wire stainiess. music spring and plated wires +» WORCESTER WIRE WORKS, Worcester, Mass.; music spring, stainiess and plated wires, high and /ow carbon speciatties 


WAGNEP LITHO v.s WN. J.; metal decorating equipment + ATHENIA STEEL, Clifton, N. J.; “al. high carbon spring steels * REYNOLOS WIRE, Dixon, I1.; industrial wire cloth 











...and if we don’t have them in stock* 


ALLMETAL 


STAINLESS ST] q 
FASTENERS ponn~ S 


\ ff. 


TO YOUR ORDER- AW) 





“A 





@ Allmetal specializes @ Batteries of cold headers and @ Now! Headquarters in @ Phone the Allimetal office 
in all types of stainless automatic screw machines the East, Midwest and nearest you — 
steel fasteners; screws, ready to turn out West for fast local service you can receive the 
nuts, bolts, washers, rivets, special fasteners direct from Allmetal. fasteners you need 
pins, ‘AN’ fasteners, etc. to your specifications. the very next day. 





Send now for your copy of Allmetal’s 52 page Stainless Steel Fastener Stock List and Data Book 








ALLMETAL SCREW PRODUCTS COMPANY, INC. 


821 Stewart Avenue, Garden City, L.I., New York 


MIDWEST DIVISION 
5611 West Lake Street, Chicago 44, Illinois 


WEST COAST DIVISION 
2978 Wilshire Boulevard, Los Angeles 5, California 


manufacturers of stainless steel fasteners 
*Highly improbable since Allmetal has the largest stock of stainless steel fasteners in the world. Try us and see. 
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Help yourself to clear profits from fresh air. Graybar will be glad to work 
with you or your electrical contractor in planning a ventilating system using 








standard ILG units that will cut worker fatigue, reduce costly accidents and 
material spoilage and speed production all around. Call Graybar first 


VENTILATION 


-.. your key to lower costs 


Fumes, dust, heat and foul air lower working efficiency and increase your 


plant operating costs. 


Whether the situation calls for portable fans for spot cooling or self- 
cooled propeller fans and universal blowers for large-volume circulation, 
ILG fans and blowers, available from Graybar nationally, are the best- 
built units you can provide. Call your nearest Graybar office for a free 
survey or help on any ventilation problem. We’ll be glad to help you in the 
selection of the ILG equipment best suited for individual requirements 
and to furnish accurate information to assist you or your electrical con- 


tractor in working out practical job time tables. 


Remember, Graybar is your most dependable single source of every- 
thing electrical—over 100,000 electrical items for wiring, lighting, com- 


munication, power as well as ventilation. 





This catalog presents the wide range of ILG 
units available from Graybar. If you are 
located in the U. S. or possessions write us 
for a copy. 


639-328 


-GraybaR ~- @ 


GRAYBAR ELECTRIC COMPANY, INC., 420 LEXINGTON AVENUE, NEW YORK 17, 


NEW YORK, IN OVER 130 PRINCIPAL CITIES 
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GOODYEAR INDUSTRIAL PRODUCTS 
GINBET Stitt 


Industrial Dock Fenders 


Wingtype 
3°10" 0. 0 


Rectangular 
’ Thick x 4-12” Wide 





How to unload an unloading expense 


When 30 tons or more of loaded tractor-trailer smack 
into your loading dock—rig after rig, day after day 
something’s got to give. And you have to keep giving 
—just as long as repair bills for splintered, shattered 
dock edges and bent trailer doors pile up. 

With many operators, though, these expenses are now 
a thing of the past. They’re men who’ve taken the 
advice of the G.T.M.—Goodyear Technical Man—and 
installed Goodyear Dock Fenders along dock edges 
and other exposed spots. These husky, tremendously 
resilient rubber sections soak up the incessant bat- 
tering that can damage dock and trucks alike. 


Goodyear Dock Fenders are far more durable, too, 


DOCK FENDERS by 


than other types of shock absorbers. They defy con- 
stant crushing and abrasion. They’re easily installed. 
They require little or no maintenance. In fact, the 
same type of fenders are gentling the berthing’ of 
giant ocean liners—in some installations serving for 
25 years without appreciable wear. 


Wouldn’t it pay you, then, to look into this proved 
way of unloading some of your unloading expenses? 
The G.T.M. will be glad to furnish further facts 
and figures. Contact him through your Goodyear 
Distributor—or by writing: 
Goodyear, Industrial Products Division 
Akron 16, Ohio 
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GOOD, YEAR 
THE GREATEST NAME IN RUBBER . 
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We're Deeper 
In Trouble 


Durable Goods 
Bear the Brunt 


Latest drop of 2 points 
in the FRB production 
index means that the 
current recession is now 


the worst of the postwar 


years. Since August pro- 
duction has fallen off 
11.7 per cent. 


Aprit 28, 1958 
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Pulse of Business 








ly MIGHT as well not be spring. At least so far as the economic 
indicators are concerned. The March figures show the recession 
is getting worse. The trend will continue in April. 
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Administration talk about how we’re “slowing down more slow- 
ly” is as cheering as a hot cup of water. The fact is that the hoped- 
for spring turning-point is a bust. 


Here’s what’s happening: = ......§©©—D—6—llv—l i———e 

Employment: Rose by 300,000 in March to 62.3 million. This 
is bad. Over the past few years the normal February-March em- 
ployment increase has been between 500,000 and 700,000. 

What makes it worse: the slight gain was mainly in agriculture. 
Manufacturing employment plummeted a much-more-than-sea- 
sonal 200,000. Most of the plunge was in the sore-spot durable 
goods industries. Manufacturing jobs are now down more than 1.5 
million from a year ago. Durable goods have been slugged with 1.2 
million of this loss. 











Unemployment: Here it’s even worse. Up 25,000 from February. 
Normal seasonal adjustment would have meant a decrease in the 
number of unemployed of between 100,000 and 200,000. 


Personal Income: Continued to slump. In March it was at a 
$341.4 billion per year rate. Only seven months ago it hit $347.2 
billion. This $5.8 billion drop is more severe than in the worst 
phases of the "53-54 recession. 


Retail Sales: This was one area of the economy that had been 
holding up fairly well. Now it has hit a grease spot. At $15.9 bil- 


444444 4 J 





lion, it means retailers’ cash registers rang up less in March (de- 
spite an early Easter) than in any month since September 1956. 
On a year-ago comparison—more meaningful with retail sales than 
month-to-month checks—the March ’58 figure is down $400 
million. 


(Please Turn Page) ~S8ee8 
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LUBY TEMA 


How Cincinnati Plant Stops Valve Maintenance Problem 





CRANE Valves End Excessive Shutdowns for Repairs 


About every four months maintenance men 
of Sealtest, Central Division, Cincinnati, 
Ohio, had to replace worn, leaky discs and 
thread-stripped stems of valves used on the 
dairy’s pasteurizing tanks. 

The high cost of down time, labor and 
parts was only a part of this maintenance 
problem. Each time the valves had to be 
repaired, the dairy suffered a drop in pro- 
duction and faced the possible loss of 600 
gallons of milk. 


Upon recommendation, Crane No. 9 


bronze globe valves, with quick-change com- 
position disc, were installed. Today—two 
and one-half years later—these Crane 
valves, opened and closed a dozen times a 
day, have not cost the dairy one cent for 
repairs, or any loss in production or milk. 


Here again is proof that Crane valve 


economy is never measurable in terms of 


first cost. You get it in years of maintenance- 
free service. 

That’s why more prudent buyers specify 
Crane valves for every service. 


LEARN WHY Crane bronze 
valves with composition 
discs are so economical for 
service on steam, hot or 
cold water, oil or gas. Write 
to address below for Cir- 
cular AD-2222. 


CRAN E VALVES & FITTINGS 


PIPE «¢ PLUMBING e« 


KITCHENS. ° 


HEATING e 


AIR CONDITIONING 


Since 1855 — Crane Co., General Offices: Chicago 5, Ill. Branches and Wholesalers Serving All Areas 
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Will the Recession 
Feed Itself? 


The P.A. Is a 
Poor Winner 


APRIL 28, 1958 
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Sharpest production cut- 
backs have been in trans- 
portation equipment, ma- 
chinery and fabricated 
metal products. Rate of 
decline slowed slightly 
in March. 
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ACE 80aRD OF ERNORS OF THE FEDERAL RESERVE SYSTEM 








Consumer Credit: Continued the decline which began in January. 
Some cutback in consumer credit is normal early in the year, but 
the $923 million drop in February was much more than seasonal. 
The decline interrupted an upward trend that has prevailed since 
1954. 


Reason for picking these statistics is this: these are the ones 
that are likely to show whether the recession is beginning to feed 
itself. That’s the biggest danger right now. 

The President and his economic advisers are betting this won't 
happen. That’s the reason he’s quick-chilled tax-cut talk. The Ad- 
ministration still figures inflation is more of a menace than de- 
pression. It’s flip-a-coin as to whether this is the right pitch. 

By and large, P.A.’s seem to go along with Ike. They are be- 
ginning to think inventory cutbacks have reached the level-off 
point; are showing surprising optimism about the short-term 
economic outlook (see p. Ti). 











One reason for P.A. optimism may be this: the P.A. is one of the 
few who in a sense benefits from a recession. However, it’s an 
unwanted benefit. Rather like hitting a bases-loaded homer while 
your team takes a 15-4 drubbing. 

But the fact remains that the P.A. is in a much better position 
to use all his purchasing skills in a down market than in one that’s 
booming. In a boom, the P.A. has to pretty-please. Questions about 
price are likely to send a supplier off in a huff. 

When the downtrend starts, that’s when the P.A. can really 
make himself felt. He’s one of the few positive forces a company 
has working for it. There’s room to negotiate. A chance to line 
up new suppliers. And with less buying to do, there’s more time 
for purchasing research. It’s during slack times that a P.A. can 
start a value analysis program, work on vendor evaluation, stream- 
line paperwork. 





It’s a painful truth, but it’s during a recession that purchasing 





makes its greatest progress. 








“f 


= 


<< >< 


¥ 


CALL YOUR 
WHITMAN & BARNES 
DISTRIBUTOR FOR... 


RELIABLE ENGINEERING SERVICE 


COMPLETE IN-STOCK SELECTION 


PROMPT DELIVERIES 





FREE LITERATURE 
on carbide tools—write today! 


PURCHASING 


CARBIDE DIE DRILL NO. 1500 


CARBIDE DOWEL PIN REAMER NO. 1289 
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Perma-Braze is an advanced process pioneered and perfected by Whitman & 
Barnes that enables carbide tips to be brazed with a specially developed 
high temperature alloy at the same time the high speed bodies are 
hardened. The result is uniform body hardness and carbide tips that will 
not loosen due to braze melting. Your payoff is greatly reduced tip 
failures . . . less machine down-time . . . longer tool life. You get lower 
tooling costs and a more efficient operation. Ask your W&B distributor 


about Perma-Braze carbide tools today! 
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END MILLS @ COUNTERSINKS @ COUNTERBORES @ CARBIDE TOOLS @ SPECIAL TOOLS 


WHITMAN s BARNES 


“MAKERS OF FINE TOOLS SINCE 1848" 


DRILLS ann REAMERS 


40015 PLYMOUTH ROAD e@ PLYMOUTH, MICHIGAN 
NEW YORK CHICAGO LOS ANGELES 
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The P.A.'s Outlook 





e P.A.'s Voice Optimism 
Over The Short Term 


e Believe Inventories 
Have Reached Bottom 


e Some Associations 
Still Report Drops 


| 
ContTINUED OPTIMISM 
about the short-term economic 
outlook is the feeling of the ma- 
jority of purchasing agents 
polled in this month’s Business 
Confidence Survey (see cut). 

The PURCHASING Magazine 
index increased to 65.5, marking 
the third successive rise in this 
sensitive economic barometer. 
In January it stood at 50.8, the 
February point was 60.5 and 
last month, the index was at the 
63.2 level. 


Inventory Cutback Leveling 

The P.A.’s note that inven- 
tories have generally reached 
the bottom for most companies. 
A marked pickup in incoming 
orders, they indicate, should 
come before the end of summer. 

Says the director of purchases 
at one corporation: “With so 
many companies working so 
close to the shelf, the first good 
increase in production schedules 
will cause a temporary mad rush 
for materials. Then things will 
taper off. Business will be about 
15 per cent better in the last 
half of the year than it is now.” 

A metalworking P.A., point- 
ing up one of the problems his 
company faces says: “For us to 
ship seamless steel tubing in ac- 
cordance with our customers’ 
short delivery requirements, we 
must carry a larger mix and 
greater inventory in times of de- 
clining business.” 

Another purchasing agent ad- 
mits “‘we’ve had to increase our 
For More Information Write No. 161 
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BUSINESS CONFIDENCE INDEX 
How P.A.’s feel about the short-term economic outlook. 
70 
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Purchasing Magazine’s Business Confidence Index rose for the third suc- 
cessive month to 65.5 in April, a 2.3 point jump from March. With pur- 


chasing agents voicing such optimism about business conditions in the 
late spring and early summer, a leveling in the 1957-58 recession may 
come in the near future, leading to an upturn around the end of the year. 


inventories as we made too 
severe a cutback in 1957.” While 
other P.A.’s may not be as 
frank, indications are that in- 
ventories are at their low water 
mark at the present time. 


NAPA Less Optimistic 

The reports of the business 
survey committees of the Na- 
tional Association of Purchasing 
Agents and the Chicago, Pitts- 
burgh, Syracuse and Canadian 
associations also pay particular 
attention to inventories. While 
some of these surveys bear out 
this leveling trend, others indi- 
cate still further inventory re- 
ductions. 

For example the N.A.P.A. 
report states “the general trend 
to reduce purchased inventories 
continues, with levels now ap- 
proaching those of mid-1954.” 
About 43 per cent of those 
queried indicate no appreciable 
change in their inventory stocks 
last month. 

The Chicago group reports 50 


.bers 


per cent of its members have 
the same inventories as they did 
the previous month. It points 
out “inventory policies over 
coming months should be regu- 
larly reviewed and_ closely 
watched by all managements.” 

Discussing inventories, the 
Pittsburgh association says 
“many have reached a low be- 
yond the point for which they 
were sighting. At the present 
reading it is no problem to hold 
inventories at a given level.” 

According to the association 
of Syracuse and Central New 
York, 50 per cent of the mem- 
indicate their inventories 
are smaller. “This is probably 
due to the present production 
rate, which for 56 per cent of 
the members is indicated as 
lower,” the report points out. 

About 54 per cent in the Ca- 
nadian P.A. survey say their 
inventories were unchanged last 
month. A month earlier, 44 per 
cent reported that they had the 
same inventory position. 
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eon carbide tools—write today! 
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NEW YORK 
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10 reasons why the Signode SFC 


is the savingest tool for 


Ss With the SFC, one handle does the 
tensioning and the sealing. That’s why one 
hand is free to align the straps and move 
the package. The SFC is the only one-hand 
seal feed tool. But that’s not all. 


s You can put a cartridge of 50 Signode 
seals into the SFC magazine in a few 
.as quickly as placing a loose 
seal on a strap. No seals wasted. 


seconds.. 


S The SFC is the simplest of all seal 
feed tools to learn about and to operate. 
Even our advertising agency man learned 
to use it in about 7 minutes. 


nw 





First in steel strapping 


s The SFC will not operate unless the 
strap is properly aligned. In most seal feed 
tools misalignment wastes strap. It can’t 
happen with the SFC.° 


s Plenty of power...easily. The smooth- 
working SFC has a good long handle... 
straps directly from the dispenser. It’s as 
good on big packages as on small ones. 


Ss The SFC weighs only 6% pounds, 
loaded. It’s the lightest seal feed tool on 
the market, and the most versatile. You 
don’t have to mount it in a fixed position. 
Take it anywhere in the plant. 


strapping 


$ Light weight lets you use the SFC 
as easily on the sides of the package as on 
the top. (Anybody know of an overhead 
strapping application?) 


S The short base and centered balance 
of the SFC makes it easy to use on small 
packages, on cleats or other narrow sur- 
faces, or on the edge of a box. 


Ss The SFC can be used with the strap 
dispenser either in front or behind the 
operator—whichever fits your layout best. 


> With all its advantages, the SFC is the 
lowest cost seal feed tool on the market. 


You will like the SFC. It is a rugged, high-quality tool. See and try it. 
No obligation. Call the Signode man near you, or write: 


SIGNODE STEEL STRAPPING CO. 


2676 N. Western Avenue, Chicago 47, lilinois 


Offices Coast to Coast. Foreign Subsidiaries and Distributors World-Wide 
In Canada: Canadian Steel Strapping Co., Ltd., Montreal « Toronto 
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e See Signs the Durable Goods “Ss 
Decline Is Slowing 2100 
e Advertising Campaign Started —s 
To Battle the Business Slump om 
1700 
ry. 
[HERE HAS been a slight slowing of the de- 1600 
cline in durable goods. Nobody’s throwing his 1500 
hat in the air but the trend is faintly encourag- 1400 
ing. 1300 American tron & Steel Institute 
Durable goods output in March dipped two 1200 
points to 135 (’47-’49 100). But this was a rod — ee oe a ee -s — oe oe 
good showing in contrast to the January- 
February drop of a resounding six points. Bu. $ 
Sharpness of the durable goods decline shows 3.5 
up clearly when contrasted with the overall in- 33 
dustrial slump: Since August, total industrial 31 
output has fallen 11.7 per cent. This‘is enough 29 
to make the current recession the worst in the 
postwar period. However, durable goods have 27 
experienced an even more severe 17.1 per cent 2.5 
drop since August. 23 
Hitting some of the other important eco- 21 
nomic areas, here’s the picture on what is hap- 19 F. W. Dedge Corp 
pening. Though the figures are still down- MAR APR MAY JUN JUL AUG SEP OCT NOV DEC JAN FEB MAR 
trending, a number of economists believe the 1957 aces 
beginning of the end of the recession is in sight. Mil. $ 
‘ ° _ . ° 100 - 
Construction: Contracts for future construc- 90 — SHIPMENTS 
tion in’ February totaled $1.95 billion, a 10 per 80 
cent decrease from the same month a year ago. 70 
Hardest hit was the residential category; off 
17 per cent from a year ago. Bearing out this we 
trend, the government reports housing starts 30 
in March were running at annual rate of 890,- 40 
000. This is considerably below the hoped for 30 
1.1 million starts government officials had pre- 0 eee 
viously predicted for 58. (Please. Turn Page) 10 
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For More 


Bringing two purchasing agents together overa 
friendly lunch resulted in an unusual sale. 

It all started at the plant ofan appliance manufacturer 
where Jack Hammond, an Inland sales representa- 
tive, watched as a12” diameter hole was blanked out of 
a sheet of steel. Noting carts filled with the punched 
out discs, he asked what was done with them. “We 
sell them for scrap,” was the answer. 

A few days later, Jack was in the plant of another 
customer ...a metal specialty fabricator. Here, he 
saw a cup being drawn from steel circles ...and got 
an idea. After cross-checking specifications, he found 
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“Jack, 
you’re the 
‘world’s best 
doughnut-hole 
salesman!” 
= 


J 
;* 





that the scrapped blanks of customer “A” would work 
perfectly for customer “B.” 


Getting these customers together at lunch had this 
happy result: one, now, obtains a much better price for 
his blanks... the other has a steady source of pre- 
shaped steel circles at a price that reduces his produc- 
tion costs over $6,000.00 a year. 


We like to feel that Jack’s action in this instance is 
typical of all Inland sales representatives. We think 
that their interest goes beyond just “selling steel.” We 
hope you do too. 


INLAND STEEL COMPANY 


30 West Monroe Street - Chicago 3, Illinois | Sales Offices: Chicago + Milwaukee - St. Paul - Davenport - St. Louis 


- Kansas City - Indianapolis - Detroit - New York 
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Mil. $ 
2300 
Freight Carloadings: Totaled 2.7 million cars - 2100 
in March. For the same month in ’57 the total 
‘as 3.4 million; in ’56 3.5 milli For the first 1900 
was 5.4 ml ion; in 96 3.9 ml ion. or the firs EXPORTS 
quarter, carloadings are off a little more than 1700 P 


19 per cent from the first three months of ’57. 


Exports: An important segment of our econ- 
omy, it continues to slip. Last year it was one 
of the bulwarks of the economy. Latest month- 
ly report on exports shows volume totaled $1.3 
billion. In the same month last year the total 
was $1.6 billion. So far this year exports are 
13.1 per cent below the early ’57 rate. Imports 
have slipped a little but are relatively steady. 


Bootstrap Program 


In the face of the generally limp economic 
statistics, The Advertising Council (a non-profit 
organization using advertising to promote pub- 
lic service projects) is starting a four-month 
“Confidence in a Growing America” campaign. 
Purpose: to point out the basic strength of our 
economy. Some of the The Council’s selling 
points: 

(1) Though employment is off, there are 15 
million more jobs now than in 1939. By 1975 
there will be 22 million more. 

(2) Family income is at an all-time high of 
$5300, will pass $7000 by 1975. 

(3) At $300 billion, individual savings are at 
their highest level ever. 

(4) With the U.S. spending $10 billion per 
year on research, the pay off will come in more 
jobs, better living, development of new indus- 
tries. 

(5) We have a $500 billion backlog of needs 
for schools, hospitals, highways, homes, dur- 
able equipment. Meeting these needs will create 
new opportunities for everyone. 
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Atco steel, made in small heats to exact 
metallurgical specifications, is your assur- 
ince of high-quality forgings. 








ALco’s regular forgings offer many opportu- 
nities for cost reduction in machine set-up 


>, 7 
and tooling. 


Forgings from ALCO are controlled during every step of 
production to assure uniformity and conformance to 
your specifications. 

In either regular or Hi-Qua-Led® grades in any AISI 
specification, or in stainless steel, ALCO circular and open- 
die forgings offer you unique advantages. They can lower 
your costs in machine set-up and tooling, because you 
are able to standardize procedures and set machining 
speeds for the best overall economy. Yet this extra oppor- 


ALCO 
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HOW ALCO FORGINGS HELP LOWER COSTS 


tunity for profit is obtained with no additional expense. 

ALco’s forged and rolled circular forgings range from 
18 to 145 in. OD; open-die forgings from 500 to 30,000 
lb and 40 ft in length; mandrelled ring forgings to ap- 
proximately 60 in. wide. 

Your inquiries will receive prompt processing. For more 
information, contact your nearest ALCO sales office, or 
write ALCO Products, Inc., Department 157, Schenectady, 
New York. 


ALCO PRODUCTS, INC. 


NEW YORK 


SALES OFFICES IN PRINCIPAL CITIES 


LOCOMOTIVES «+ DIESEL ENGINES - 





NUCLEAR REACTORS + SPRINGS + 


FORGINGS «+ WELOMENTS + OjL FIELD EQUIPMENT 
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Price Trends 





@ Major Commodity Prices 
Still At Yearly Lows 


® Custom Smelter, Lead 
Prices Dropped in April 


Commoprry PRICES CONTINUED at their 
lows of the year this month, with few signs of 
any quick recovery. Reflecting the sharp de- 
cline in industrial production, most metals were 
sluggish and inactive, even at reduced prices. 

Here’s how the price picture shapes up for 
some of the major commodities: 


Copper: On both the producer and custom 
smelter level, demand for the red metal hasn’t 
picked up in April—despite a half cent cut in 
the custom price this month. However, Business 
and Defense Services Administration predicts 
a third quarter upturn, because of: 1) greater 
government spending for defense, highways 
and public construction and 2) replenishment 
of inventories by industry. 


Lead and Zinc: Even though the price of 
lead dropped a cent to 12 cents a pound a few 
weeks ago, demand is spotty and on the quiet 
side. A good indication of the current lead situa- 
tion is the fact that shipments of automotive 
replacement batteries in January and February 
were around 790,000 units less than in the pre- 
vious year. 

Zinc, too, was quiet and unchanged—leading 
to the conclusion that production cutbacks 
would be the best cure for most of its ailments. 


Aluminum: Despite the much ballyhooed two 
cents a pound price cut, the aluminum market 
is still soft. Perhaps the main reason is the 
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“WHEN | NEED PIPE 
| Call L.B, FOSTER CO” 


Sam ye 













ee. 


...and a Foster truckload will be on the way 
immediately. Or a carload...or any quantity.” 


Yes... regardless of how much pipe you need... or what kind of special pipe, 
or unusually-large size . . . it’s a good bet you'll find most of the items in Foster 
warehouse stocks. And it’s also a sure bet you'll get immediate and dependable 
a service. For service is a specialty at L. B. Foster Company . . . especially on 
the hard-to-get items. 
P : When you need pipe—seamless, seamless carbon pressure pipe, seamless alloy, 
| prime tested and structural—in all sizes, 4%” thru 36”—and now aluminum and 
PVC pipe, valves, fittings. Try us today . . . wire or call any of the six Foster 
offices collect. ; 


; | 
GUSTER ROM. FOSTER PIPE - RAILS - STEEL-SHEET PILING - PIPE PILES - H-BEARING PILE - VALVES & FITTINGS 


Ea | SENMAESS BAST SINCE 1901 
WIR WH SWRA Wy - 
(a SILOS TE Ree 


PITTSBURGH - NEW YORK - ATLANTA - CHICAGO * HOUSTON - LOS ANGELES 


For More Information Write No. 165 on Inquiry Card—Page 32 
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industry’s continued high production level. In Zz | 
. . , i 1 
terms of actual production, the first quarter’s 105 T | 
primary output of 403,427 tons was actually | | -_ 
about 1500 tons more than the first quarter 100 = | 
of 1957. Thus, although the first quarter pro- 95 hen oe 
duction was somewhat lower than current : | A y= : 
‘anacitv » j , , , acks ¢ , - } | 
capacity, the highly touted cutbacks and clos he} | } 
ings have really had little effect on the total | | | | 
aluminum production. 85 Jnana . 
| | | | 
| | } | | 
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Tin: A lack of trading interest seemed to 80 nay JUN JUL AUG SEP OCT NOV DEC JAN FED MAR APR MAY 
permeate the tin market in recent weeks. Dur- 1957 1958 
ing the daily trading sessions in London, values 
have been showing only minor changes—indi- c/lb : ‘ 
cating an almost universal watch-and-wait atti- | | | 
tude. In addition, the offering of Russian tin in 40 D3 et ae 
large quantities recently has created many Po} | 
doubts about the tin situation. If Soviet tin con- 
a 35 | 
tinues to come into the market, the economies 


of the tin producing countries and the Inter- 
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national Tin Agreement may be in for some su t -. T 
rough sledding. | 
25 T ds | as 
Steel Scrap: Prices during the month of April | Rew ro | | 
generally declined. With the steel operating pdititititititititidstititititi it ti ily 
rate down so low, the mills are cutting their o> aa aw aan a 
own scrap inventories. It wouldn’t be too sur- 
prising if the scrap price dropped again to the . 


low point of last winter. 


Rubber: Limited but sustained demand by 
Russia has steadied the futures market. Also, 
the war in Indonesia has resulted in a consid- 
erable number of futures sales at somewhat 
higher prices. 


Fuel Oil: Rumors of another cut in No. 6 oil 
in New York have kept trading at a virtual 
standstill. Despite hefty discounts, buyers 





30 





haven’t been coming into the market in force. 
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You find Gates Hose where anything flows 


St. Lawrence Seaway — one of the biggest con- 
struction jobs in the world — employs thousands 
of feet of Gates Type 19B Hose. Shown here is 
Long Sault Dam. 


(PHOTO COURTESY NEW YORK POWER AUTHORITY.) 











Industry has in use today 


) more than 4000 MILES 
of Type 19B° Gates Hose 





. ' 
..and industry all over the world uses equally im- Because Gates Hose is so widely preferred, it is 
pressive amounts of the air, water, steam, suction . quickly available from leading distributors in all 
and many other hoses in the full range of types and industrial centers in the United States, and in 90 
sizes made by Gates. countries throughout the world...and its outstanding 
Back of this world-wide acceptance is a con- performance is guaranteed by the World’s Largest 
tinuing program of specialized hose research at the Maker of V-Belts. 
multi-million dollar Gates Research Center staffed 
by more than 200 chemists, physicists, engineers 
and technicians. *Gates Type 19B Hose carries air, water, coolants, 
It is the aim of this specialized research to in- oils, greases, gasoline, kerosene, or solvents. This pop- 
crease hose utility and life, and to lower industry’s ular hose—one of many in Gates full line—is always 
annual hose costs. available from your nearby Gates Distributor. 


The Mark of Specialized Research Ly The Gates Rubber Company e Denver, Colorado 


TPA 335 
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Gates Industrial Hose 
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e Inventories Finally Drop 
Below Year-Ago Level 


For THE first time in nearly two years, in- 
ventories are below their year-ago equivalent. 
Latest figures show manufacturers’ stocks total 
$52.5 billion (seasonally adjusted). At the same 
time last year, the figure was $52.9 billion. 

The latest drop of $450 million in inventories 
means that since the cutback started in Sep- 
tember, manufacturers have reduced 
stocks a total of $1.7 billion. More than $1.1 
billion of this reduction came in the last three 
months. 

Fact that the inventory cutback has been 
sharper recently does not necessarily mean the 
recession is getting out of hand. Inventories 
are a lagging indicator. The figures could show 
a continuation of inventory paring at a time 
when the economy had actually started mov- 
ing up. 


Manufacturers’ Sales 
Seasonally Adjusted (Millions of Dollars) 
All Manufacturing Industries 
Durable-goods industries 
Primary metal 
Fabricated metal 
Machinery 
Transportation equipment 
Lumber and furniture 
Stone, clay, and glass 


Nondurable-goods industries 
Food and beverage 
Tobacco 
Textile 
Paper 
Chemical 
Petroleum and coal 


Rubber 


Manufacturers’ Inventories 
Seasonally Adjusted (Millions of Dollars) 
All manufacturing industries. . 
Durable-goods industries 
Primary metol 
Fabricated metal 
Machinery 
Transportation equipment 
Lumber and furniture 
Stone, clay, and glass 


Non-durable goods industries 
Food and beverage 
Tobacco 
Textile 
Paper 
Chemical 
Petroleum and coal 


Rubber 


Manufacturers’ New Orders 
Seasonally Adjusted (Millions of Dollars) 
All manufacturing industries 
Durable-goods industries 
Nondurable-goods industries 
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1957 Dept. of Commerce—Seosonally adjusted 1958 
1957 | 1958 n 
Feb Nov Dec Jan. (1) Feb. (p) 
29,534 27,221 26,690 26,350 25,593 
14,808 13,548 13,092 12,646 11,990 
2,453 2,156 2,073 1,952 1,765 
1,573 1,429 1,431 1,402 1,359 
4,290 4,175 3,954 3,847 3,689 
3,620 3,255 3,147 3,001 2,835 
1,053 850 851 846 7199 
766 659 654 634 588 
14,726 13,673 13,598 13,704 13,603 
4,447 4,257 4,337 4,412 4,407 
371 351 392 384 361 
1,252 1,025 999 989 1,015 
875 862 861 886 877 
1,930 1,941 1,890 1,836 1,803 
2,960 2,717 2,654 2,774 2,760 
495 431 427 448 n.a. 
52,918 53,871 53,520 52,911 52,461 
30,961 31,511 31,148 30,625 30,249 
4,071 4,279 4,269 4,273 4,292 
3,230 3,095 3,086 3,081 3,019 
10,454 10,517 10,374 10,222 10,050 
7,738 7,976 7,801 7,529 7,345 
1,865 1,845 1,827 1,772 1,793 
1,170 1,274 1,270 1,237 1,259 
21,957 22,360 22,372 22,286 22,212 
4,867 4,732 4,689 4627 4,670 
2,030 1,965 1,924 1,912 1,915 
2,694 2,628 2,679 2,694 2,639 
1,398 1,417 1,444 1,443 1,456 
3,643 3,763 3,820 3,824 3,837 
3,197 3,657 3,644 3,615 3,538 
1,036 1,101 1,092 1,100 n.a. 
28,647 26,030 25,060 24,369 23,995 
14,102 12,362 11,399 10,704 10,549 
14,545 13,668 13,661 13,665 13,446 
21 
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Westinghouse fite-line/b, motors save 
$200 a year in rewinding costs alone 





... at Rumford Chemical Works, Rumford, R. |. 


Westinghouse motors are reliable 
for 24-hour, 7-day week 
operation in sulphuric acid. manufacture 


“In the four years we have used Life-Line® “A” motors, 
we have never stopped the process because of a faulty 
motor,” reports Mr. John E. Harvey, Plant Engineer at 
Rumford Chemical Works. 

Before installing Life-Line “A” motors, the Rumford 
Chemical Works had to rewind, on an average, two motors 
a year at a cost of $100.00 per motor . . . always because the 
corrosive atmosphere put them out of operation. “‘We no 
longer have this problem,”’ reports Mr. Harvey, “‘since the 
totally enclosed Life-Line ‘“‘A”’ motors give us reliable, con- 
tinuous operation without fear of damage from spilled acid 
which could come from leaks or breaks in the pipes.” 

POWER-UP with Life-Line ‘‘A’’ motors designed for 
modern industry’s needs. For more facts, call your West- 
inghouse sales engineer or distributor. Or write Westing- 
house Electric Corporation, P.O. Box 868, 3 Gateway 
Center, Pittsburgh 30, Pennsylvania. J-22059-R 




















Mr. Harvey with a 7!4-hp 
Life-Line ‘‘A’’ which drives a 
sulphuric acid pump in the 
process at Rumford. This 
totally enclosed unit has 
been in operation for 
over two years. 
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OF MOTOR FACTS 
FROM ALL INDUSTRIES 
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Eliminated)... 


A MASTER CARTON AND AN 
ENTIRE PACKING OPERATION! 


by [nud engineering and ltthnutd materiat 


@ Think what it meant for this manufacturer, annually shipping more than a million leading brand-name 
toasters, to save the entire cost of a master shipping carton and the labor cost of packing it. Inland’s 
engineering skill made it possible! 
Now, an inner sleeve of Inland's exclusive Air-Pak material literally floats each unit inside its individual 
. container... assuring safe delivery and eliminating the need for a master carton. : 
This single-unit packaging provides another advantage... distributors have greater flexibility in filling 
individual dealer orders. 
Your Inland package engineer is a corrugated shipping container specialist. When your product packag- 
ing is entrusted to him, you can be sure you are getting the benefit of every possible packaging economy 


Twaud Bows Build Good Will 


Send for this booklet fully illustrating Inland’s 
services, facilities and products. 


CALL YOUR INLAND PACKAGE ENGINEER 





—s 







“The os oad 


— 


INLAND CONTAINER CORPORATION 


INDIANAPOLIS 6, INDIANA 


MILLS: Macon, Georgia; Rome, Georgia. PLANTS AND SALES OFFICES: Indianapolis, Indiana; Middle- 
town, Ohio; Milwaukee, Wisconsin; Evansville, Indiana; Detroit, Michigan; Macon, Georgia; Erie, Pennsylvania; 
Ashtabula, Ohio; Orlando, Florida; Rome, Georgia; Biglerville, Pennsylvania; Dallas, Texas; Chicago, Illinois. 


Other Sales Offices in Principal Cities - Consult Your Telephone Directory 
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Washington Report 





Delay in Setting Tax Policy — 
Creates New Problems for P. A's 


r 


Tue government is still mark- 


ing time on recession. A tax cut 


‘is at stake. On the one hand, the 


number of jobless is high—on the 
other, a drop in taxes will mean 
a bigger budget deficit. 

So far there has been no big 
public clamor. The White House 
gets complaints, but many are still 
about high prices. Even from 
auto-making country, the gloom 
is not so deep. : 

But the evidence is mounting 
The spring and summer lift may 
mask the jobless total, but come 
June some 800,000 new job hunt- 
ers will be graduated. Then there 
are the school kids who will be 
looking for summer jobs. All this 
will build up pressure. 


Inflation No. 1 Peril? 


Advice from Bernard Baruch 
that inflation is still the No. 1 
peril to the economy will get 
short shrift if there isn’t a quick 
and decisive lift in business. Ba- 
ruch called for higher taxes and 
former President Herbert Hoover 
also spoke up against a big budget 
deficit. 

Match this against the number 
of heads that will be counted in 
the upcoming elections, and you 
have a good measure of what to 
expect. Neither the voters nor the 
candidates will accept the hard 
course that Baruch and Hoover 
suggest. 

The big question is where the 
lift will come from. Steel spokes- 
men see their indistry lagging 
until late fall. There is also a big 
inventory of autos, with consum- 
ers holding off. 

The buying public is looking 
for something dramatic—a sharp 
drop in prices or a sales drive 
with some real force. Instead what 
they are getting is indecision by 
the Government, labor seeking 
more wages and an extremely 
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Former President Truman proposed’ 
a $5 billion tax cut for middle and 
low income groups in a fiery ap- 
pearance before a House com- 
mittee. He also called for a five- 
year plan for increased government 
spending. 


lopsided employment picture in 
Detroit ; 

The clouded outlook makes real 
problems for the PA—a wait to 
see what happens to wages in 
Detroit, a further delay on tax 
policy, a big question steel prices. 


Bi-Partisan Approach 


These unknowns reflect on in- 
ventory. They set the pace on 
sales volume. They carry the tone 
of business and buyer confidence. 

So far both political parties 
agree to hold off on drastic action. 
If this conservative approach 
doesn’t work, the bi-partisan ap- 
proach will fall apart. Then there 
will be a rush to do something 
anything. This is the big danger. 
The logic of today could be 
chucked overboard.’ 

In terms of economics, the wis- 
est course would be to let the 
recession run its course. Prices 
would regroup at a lower level. 
Demand would shape the direc- 
tion of the economy. 


This would be the course pointed 
by Baruch and Hoover. But this 
isn’t the tone of the world today. 
If a pleasant nostrum isn’t at 
hand, Congress will dredge one 
up. 


e Government Takes 
Action To Turn The Tide 


Devices that turned the tide 
in °49 and again in ’53-’54 are be- 
ing tried again. Housing is a prime 
example. The new housing law 
brings back low down payments 
—for GI’s, nothing down. 

With rentals still on the rise, 
home buyers will have a real in- 
centive. The forecast is for 1.1 
million new home starts this year. 

Another device will be to fun- 
nel Government buying into labor 
surplus areas. General Services 
Administration says that a large 
part of its buying will be placed 
where there is surplus labor. 

GSA expects to place $300 mil- 
lion worth of purchase orders in 
hard hit areas by end of June. The 
cost of purchases to the Govern- 
ment will be no higher. 


Labor Surplus Areas 


Here is how the scheme will 
work: GSA will have a need for 
a supply item. It will let the con- 
tract for a portion of this require- 
ment through normal competitive 
bidding practices. The lowest bid 
will then become the target price 
for suppliers in labor surplus 
areas. The remainder of the con- 
tract will be negotiated. 

First to be considered will be 
small business, second will be 
larger concerns where there is 
surplus labor. Third is small busi- 
ness where there is surplus labor, 
but where the work will be done 
largely in other areas. Finally, 
small business which meets none 
of these qualifications will get 
priority over big business which 
is not hit by layoffs. 

GSA will use the Department 
of Labor or the local Employment 
Security Office as a guide in de- 
ciding where to apply this special 
aid. The agency suggests sup- 








POWELL 


world’s largest family of valves 











Fig. 1832 —Small $tainiess 

1. Steet Gate-Valve tor 289 pounds —— 
rt W.P. Sctewed-it tlonnet, insidg 7 17] 
$crew rising stem,|accufately | | | 
guided solid wedge disc. Alsop | | | | 
_matte!in Nickel ani Monel Metal |_| _J 









Fig. 2201—Semi-stebl Lubricated + | 
Pine Valve for 475-pounds W-0-6——- 
Single gland type; Sizes tf tot} 
4”; Can bé suppliediwith'screwed | 7 ft 7 | Tt 
enids| Other tyges andihigher | PCy 
pressure valves are avpilable,| | | | | | | Fig. 1531 —iSteel Globe Valve for 150 _ 
£222 |... pounds W.$.P. Quiside screw siping $tem 
- and yoke. Powell Steel Valves are avattable 
a for pressures throggh 2500 pounds 





Fig. 512—Smatt Bronze Gate Valve for Fig- 3061A—Newly designed Steet Fip--+444--targe trom Bory Bronze} Mpunted +7 
1$0 pountts WiS:P- Inside screw'nan- 7 Swing Check Valve tor'300 pounds Gate Valve for 125 pounds W-S.P Gutside [7 
riging $tem. Solid wedge disc. Can WIS.P. Has straight flow through area screw rising stem and yoke, double wedge | 4 
also bé suppli¢d with flangedjends, | when disc is in’ wide open positian. disc, Alsolavailable with solid wedge dist-+—t 











NO MATTER WHAT your flow control requirements, Powell offers more kinds or types of valves, 
available in the largest variety of metals and alloys. Powell distributors, located in all principal 


cities, maintain inventories to fill almost any need. For special engineering problems, write direct to: 


THE WM. POWELL COMPANY » Dependable Valves Since 1846 + Cincinnati 22, Ohio 
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pliers contact the BSA Business 
Service Center nearest them for 
further details. 


How to Fill the Holes? 


One big problem is how to fill 
the holes in the economy as they 
occur. Autos are down. This af- 


It also affects non-ferrous metals 

The military step-up creates de- 
mands, but not on the same mix 
of materials and components as 
“autos. Home 
makes for a wide variety of de- 
mand. 

The new homes naturally go in 
the high employment areas and 
housing starts in cities like De- 
troit tend to stay low. New home 
starts are greatest where business 


construction, too, 


is good—least where the number 
of jobless is large. Public works, 
like new post offices, can be spot- 
ted in cities where unemployment 
is high, but public works are slow 
to get underway. 

The answer for Detroit and 
other auto-making cities is to sell 
The key 
here is price—with higher wages 
in the offing, the auto industry is 
caught in a squeeze just at a time 


more of their product. 


to pay off the old ones. 


Aprit 28, 1958 


fects steel, especially sheet metal. 


For laid-off autoworker Vernon Melcher, recession is depression. The 
figures circled are the monthly installment payments he has to make. He 
also pays $20 a month for a washer-dryer. Though he now has a job as 
a kitchen porter and his wife has taken a job as a cashier, they find it im- 
possible to meet all their payments. Only solution is to get new Joans 


Washington Report 





when it needs all the flexibility 
it can get. 

Until the auto makers sell their 
large overhang in industry, the 
jobless figures will be high. 


e Russian Buying Adds 
Foreign Purchasing 
Problems 


For purchasing agents buying 
from foreign sources, the trade 
outlook is clouded by Soviet rival- 
ry. Where previously the Rus- 
sians offered barter deals to un- 
developed countries—machinery 
for raw materials—now they are 
switching their appeal. 

Soviet offers are being made 
primarily to Western European 
countries. Offerings to undevel- 
oped countries could be written 
off as propaganda. It is obvious 
that these countries could not ab- 
sorb a large quantity of technical 
equipment. 

Western Europe as a major 
world market could quickly show 
up the Soviets. The Russians 
know that Western Europe is the 
battleground for a crucial test of 
their ability to deliver. .It is as- 
sumed that they must be pre- 

















“THIC LUBRICANT 
PRACTICALLY 
ELIMINATED 

BEARING 
REPLACEMENT” 


Says- C. O. SPARKS, INC. 
& Mundo Engineering Co. of Los Angeles, om. | 














“Prior to using LUBRIPLATE, we 
were replacing shaker screen 
bearings within 60 to 120 days due to o 
lack of or faulty lubrication. Since we 
started using LUBRIPLATE seven years 
ago, we have only replaced two shaker 
screen bearings and these because of 
natural wear. We now use LUBRIPLATE 
for general lubrication throughout our 
plant.” ° 

W.T. Ellington, President 
Mundo Engineerina Co. 


REGARDLESS OF THE SIZE AND 
TYPE OF YOUR MACHINERY, 
LUBRIPLATE GREASE AND 
FLUID TYPE LUBRICANTS WILL 
IMPROVE ITS OPERATION AND 
REDUCE MAINTENANCE COSTS. 


LUBRIPLATE is available ( 
WBRIPLATE 




















in grease and fluid densi- 
ties for every purpose... 
LUBRIPLATE H.D.S. 
Moror OIL meets today’s 
exacting requirements for 
gasoline and diesel 
engines. ° 


For nearest LUBRIPLATE distributor see 
Classified Telephone Directory. Send for 
free ‘““LUBRIPLATE DATA BOOK”... a 
valuable treatise on lubrication. Write 
LUBRIPLATE DIVISION, Fiske? 
Brothers Refining Co., Newark 5, N. J 
or Toledo 5, Ohio. 
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How a change in spring design 
can reduce cost and improve 








FIRST DESIGN 


In the original conception of this switch . 
retaining spring, an extension spring 
was formed into a garter spring by in- 
serting a small plug in the form of a 
spring into the two ends. Assembly op- 
eration proved difficult and costly. 


on” 


In the redesigned spring, one end is re- 
duced in diameter and inserted into 
other end, eliminating the spring plug 
and providing stronger unit. 


Early consultation with our spring spe- 
cialists, following the determination of 
fundamental performance characteris- 
tics, is often insurance against unneces- 
sarily complicated manufacture. Write 
for pamphlet ‘‘How to solve your spring 
problems.” Gives case histories and 
valuable design considerations for vari- 
ous types of springs. 


Associated Spring Corporation General Offices: Bristol, Connecticut 
Wallace Barnes Division, Bristol, Conn. and Syracuse, N. Y. Raymond Manufacturing Division, Corry, Penna. William D. Gibson Division, Chicago 14, Ill. 
B-G-R Division, Plymouth and Ann Arbor, Mich. Ohio Division, Dayton, Ohio Milwaukee Division, Milwaukee, Wis. 
Seaboard Pacific Division, Gardena, Calif. F. N. Manross and Sons Division, Bristol, Conn. Dunbar Brothers Division, Bristol, Conn. 
Cleveland Sales Office, Cleveland, Ohio San Francisco Sales Office, Saratoga, Calif. Wallace Barnes Steel Division, Bristol, Conn. 


Canadian Subsidiary: The Wallace Barnes Co., Ltd., Hamilton, Ontario and Montreal, Quebec 5807 © 1958 ASSOCIATED SPRING CORPORATION 
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Report 





pared to make deliveries in quan- 
tity, or they wouldn’t be pressing 
for trade. 


Red Play on U. S, Slump 


Soviet trading technique plays 
havoc with free markets — re- 
stricts freedom of purchase. As 
has been the case with the Aus- 
tralian wool clip in the past, some 
years they can be the most active 
buyer—then pull out entirely. 

Clearly, the Russians feel that 
the U.S. recession gives them a 
big wedge into the Western Euro- 
pean market—and they mean to 
play this position to the hilt. 


e State Gov't Spending 
Up 11.8% In 1957 


- 
Srate Government PA’s are 
buying more, with .an important 
part of the increase for schools 
and roads. 

The Department of Commerce 
reports that State spending last 
year was 11.8 per cent greater 
than ’56. Biggest fraction was for 
schools. Breaking the spending 
down to a per capita basis: States 
spent $146 per capita in ’57—of 
this total, $39.37 went for school- 
ing, $35.79 for highways; $11.45 
for health and hospitals, and 
$23.44 for all other purposes. 


e Autos, Steel Lead 
Value-Added Parade 


Autos, steel, aircraft and or- 
ganic chemicals are the top four 
in value added by manufacture, 
the Census Bureau reports. 

This study provides important 
bench marks —showing shift in 
industry trends. Autos have been 
in the lead for some time—steel 
has been close to the top right 
along. 

Aircraft and parts rose from 
25th place in 1947 to third. Or- 
ganic chemicals, now ranked 
fourth, was seventh in 1947. 

Striking changes include metal 
working machinery, from 17th 
place in 1947 to 7th, and struc- 
tural metal products, from 18th 
to 10th.—A. N. Wecksler 
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High strength and uniform 
quality are extremely important 
when tubular rivets are used in 
automatic assembly. Trouble- 
free operation is the only way 
to be sure of the cost savings 
resulting from mass production 
and automatic fastening. 


Milford Tubular Rivets feed 
steadily from hoppers... they 
clinch easily and securely... 
they provide a rapid and eco- 
nomical fastening when 
properly used. 


Full-tubular 


Cutlery 





AUTOMATIC ASSEMBLY IS FAST, 


ECONOMICAL AND TROUBLE-FREE 





WITH MILFORD TUBULAR RIVETS 


To cut delivery time and pro- 
duction costs...to improve 
product appearance and 
strength ...to assemble your 
product on automatic rivet- 
setting machines—get in touch 
with Milford first! 


MILFORD 


THE 





Specials 


aS 





MILFORD RIVET 
& MACHINE Co. 


MILFORD, CONNECTICUT @ HATBORO, PENNSYLVANIA 
ELYRIA, OHIO @ AURORA, ILLINOIS @ NORWALK, CALIF. 
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MORE ABOUT THE GARLOCK 2? 000 
v. 


“MIRROR-FINISH"”’ 
ON GARLOCK METAL PACKINGS 


... provides positive sealing at no extra cost 


Now all Garlock Metal Scraper and Packing Rings have a surface finish of 
10 micro-inches or less! And flatness of the rings is measurable in light 
bands; which means a more positive seal between ring and groove. This 
exclusive Garlock advantage has been made possible through improved 
manufacturing technique and is offered to you without additional cost. 

Garlock Metal Packings with the exclusive ‘‘Mirror-Finish”’ are another 
part of the famous “‘Garlock 2,000” . . . two thousand styles of packings, 
gaskets, and seals for every need. The only complete line. That’s why you 
get unbiased recommendations from your Garlock representative. Call 
him or write for Metal Packings Folder 3888-9. 


THE GARLOCK PACKING COMPANY, Palmyra, New York 


Floating Metal Packing 
Sets are designed for use 
on reciprocating rods of 
air and gas compressors; 
steam and gas engines. 
Available in either solid 
cup or split-case design 
Solid cup design (illus- 
trated at right) withstands 
pressures to 30,000 psi. 


Garlock Metal Packing 
Rings of graphitic cast iron, 
bronze, carbon, bakelite 
and babbit are precision 
made to exact specifica- 
tions of size and finish as- 
suring maximum efficiency. 


For Prompt Service, contact one of our 30 sales offices and warehouses throughout the U.S. and Canada, 


(Gannwocx 


Packings, Gaskets, Oil Seals, Mechanical Seals, 
Molded and Extruded Rubber, Plastic Products 
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pelt- aligning 


SEAL AND ALL 





pe compensate for supports and shafts that mis- 
align in service . 
in mounting 


ball bearings. 


.. for unavoidable inaccuracies 
Link-Belt offers self-alignment in 
And to protect that vital feature 
against dust and dirt, Link-Belt provides effective 
seals that align along with rolling elements 

Self-alignment is standard throughout industry’s 
most complete line of ball and roller bearings— 
pillow blocks and flange, flange cartridge, cartridge 
and take-up units. Ask any one of 40 Link-Belt 
offices or our authorized stock-carrying distribu- 
tors for Book 2550. 


4 
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SELF-ALIGNMENT is _ assured 
because the lubricated, spheri- 
cal outer ring is free to align 
in any direction. Full load ca- 
pacity is always maintained re 
gardless of shaft deflection or 





POSITIVE PROTECTION of the 
rolling elements from moisture, 
dust and dirt is provided by 
self-aligning seals extending 
from housing to inner ring. 
Large grease reservoir prolongs 





misalignment. lubrication intervals 








Series 200 and 
300 ball bearings 










LINK “= BELT 


Y-vh mel ite lalate 
eXol| Melate Miceli (-tam ot-Yel alate ts 


LINK-BELT COMPANY: Executive Offices, Prudential Plaza, Chicago 1! 
To Serve Industry There Are Link-Belt Plants, Salos Offices, Stock 
Carrying Fertory Branch Stores and Distributors in All Principal 
Cities. Export Office: New York 7; Canada, Scarboro (Toronto 13); 
Australia, Marrickville (Sydney), N.S.W.; South Africa, Springs. 
Representatives Throughout the World. 


For More Information Write No. 174 on Inquiry 
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BASIC MODEL 














Model 600 


One bench top (steel, Presdwood-covered steel, ShopTop or lami- 
nated wood), two sturdy steel bench legs, and one bench stringer. 





wwe i 

















Space Engineering with Standard Units 
is a cost-reducing advantage of all HALLOWELL Shop Equipment 


Outfitting plant areas with specially designed and built shop equipment is 
a costly, time-consuming operation. And the equipment lacks the versatil- 
ity to meet changing conditions. Space engineering with.standard 
HALLOWELL Shop Equipment overcomes all these disadvantages. Its cost 
is only a fraction that of custom built units. It is carried in stock by leading. 
shop equipment dealers, is easy to order—and deliveries are excellent. 
It is extremely versatile. Standard HALLOWELL interchangeable accessories 
(drawers, drawer tiers, end pieces, backboards, top and lower shelves, 
utility cabinets, storage wall units and electrical panels) can be added 
as needed to increase the usefulness of this equipment. Units can be 
rearranged to meet changing requirements. 


Ask the authorized dealer nearest you for complete information on the 
standard HALLOWELL line of work benches, shop desks, stools and chairs, 
tool stands, cabinets, storage walls, and shelving. Or write Hallowell Shop 
Equipment Division, STANDARD PrEsseD STEEL Co., Jenkintown 31, Pa. 





Typical installation of HaLLowELt open type work 
benches. They can be set up in continuous line, 
back to back or individually as required. 


Jenkintown «- Pennsylvania 


Standard Pressed Steel Co. ¢ The Cleveland Cap Screw Co. e 

Columbia Steel Equipment Co. @ National Machine Products Co. 

e Nutt-Shel Co. e@ SPS Western e@ Standco Canada lid. @ 
Unbrako Socket Screw Co., Ltd. 
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MORE HORSEPOWER... : : 


in an Economical, Compact, Quality Package 











Series 
Type 
MicroMotor - 





ACTUAL 
SIZE 














Especially Designed for Actuators and All 
Applications Where High Starting Torque Is Needed 


The Redmond type TW series MicroMotor is an 
especially designed actuator motor—not a modi- 
fied heater motor of: conventional stamped steel 
construction. The stator core is precision die cast 
to make a rigid, durable motor. The exact bearing 


The TW series motor is available with 6 volt DC 
to 115 volt AC or DC performance winding. The 
horsepower range is 1/150 to *4, depending on the 
speed and type of duty required. 


rT’ : : > > le o 7 « M 
alignment and uniformity of air gap result in a This motor is ideal for pumps, can openers, chair 
motor that will give you years of trouble-free vibrators and actuators, blowers, hedge trim- 
service and quiet operation. | mers, and tape dispensers. Typical automotive 





applications are window and seat actuators, top 


lifts, evaporative coolers, and air-ride compressors. 
Your Nearest Redmond Engineering Field Office 


Has Complete Information for You Write, wire, or telephone either the Redmond 
Secteen Oitien office nearest you or the home office, and our sales 
850 Broad Street engineer will show you how this motor can save 


Newark 5. New Jersey 


money on your application. 
Phone: Mitchell 2-3990 : 













Southeast Office Mid-West Office a ee Sa Poe eee 
1720 Section Road Fair Oaks Bidg The Standard of D: endaobility 
Cincinnati 37, Ohio 6525 W. North Ave. 
Phone: Melrose 1-3153 Oak Park, Illinois 
Phone: Village 8-5721 
Southwest Office Western Office 
210 Suburban Building 1260 S. Boyle Ave 
5526 Dyer Street, Dallas Los Angeles 23, California 
Texas Phone: Emerson 8-4461 Phone: Angelus 3-6710 















ADVERTISE Day Evening COMPANY, Inc. 
p OWOSSO, MICHIGAN 


MAIN OFFICE 
201 Monroe Street 
Owosso, -Michigan 

Phone: Saratoga 5-5151 





THE BIG NAME IN SMALL MOTORS 
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769 
AMP PROOE RED PRIM Og 
= -_ 


Helping to make present 
equipment last longer 


Apply Rust-Oleum 769 Damp-Proof Red Primer directly over 
sound rusted surface! Specially-processed fish oil vehicle 
penetrates rust to bare metal! 

Cut costly surface preparations and save time, money, and metal by 
applying Rust-Oleum 769 Damp-Proof Red Primer over sound rusted 
surfaces after simple scraping and wirebrushing to remove rust scale 
and loose rust. You can do this because Rust-Oleum’s specially-proc 
essed fish oil vehicle penetrates through the rust to bare metal, driving 
out air and moisture that cause rust. At the same time, it dries to 
a tough, durable surface coating that resists general weathering up 
to one year before applying the Rust-Oleum finish coat. See how 
Rust-Oleum can save you time, money, and metal, What Rust-Oleum 
has saved for others is not half so important as what it can do for you. 











Write for special thirty-page 
report showing Rust-Oleum 
penetration through rust to 
bare metal as prepared by 


Battelle Memorial Institute 


Technologists 


RUST-OLEUM_ 





Distinctive as your own fingerprint. 


Accept no substitute. 








RUST! 


Prompt delivery 
from Rust-Oleum 


Industrial Distributor stocks 
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u 
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Applying Rust-Oleum 








f 






nish coating over the 







primer for lasting beauty 


a 


Follow-up with the Rust-Oleum finish color of your 
choice for double protection and lasting beauty! 
Stop Rust! and do it in the color of your choice —that’s step * 
aumber two in the Rust-Oleum rust-prevention system. Sim 
ply ipply the Rust-Oleum finish color over the 769 Damp 
Proot Red Primer. You receive double protection and greater 
compatibility, because Rust-Oleum finish colors utilize the 
specially-processed fish oil vehicle—and they dry to a firm, 

decorative high gloss finish that resists sun. fumes, heat 
moisture, weathering, salt air, etc. You beautify as you protect, 
because Rust-Oleum finish coatings are available in Alumi 
-num, Black, Green, Yellow, Grav, Blue, White, Red and 
many others. Write for complete information with color charts 
Specify Rust-Oleum for new construction, maintenance, and 
re-modeling. Rust-Oleum Industrial Distributors maintain 
( complete stocks for your conveniencs ind will be happy 


to consult with you on your rust problems 


What is your rust problem? What Rust-Oleum color do you need? 


White, Black, Aluminum, Gray, Green, Blue, Yellow, Red and 
; : <a Rust-Oleum Corporation 
many others—they’re all yours with Rust-Oleum! Beauty that 2990 Oakton Street 


e Evanston, Illinois | 
lasts over-the-years. Rust-Oleum is also available in custom Please send me the following 
formulations to match unusual colors or to meet unusual rust Complete literature with applications and color charts | 
produc ing conditions Send us your rust proble ms. We'll send Information on matching special colors | 


vou ¢ omplete details — no « harge or obligation Thirty-page report on Rust-Oleum penetration | 
' : | 





Practical Purchasing 


for Profit with.... 





oe 


bagel 
car 
sige 








. . . _ 
. . . . 
: <" COILED CORDS— : 
@). RBM RELAYS : 8. WIRE AND CABLE (o). CORD SETS : 
; Low cost, high quality, electrical si A complete line of lead, appliance, ; Plastic and rubber power supply ; 
: controls for the Electronic, Industrial, : electronic, Sil-X 200°C rs cords. Terminations of all . 
° Communication, Refrigeration . Mil-W-76-A and Mil-W-1687-A types (molded plastic and rubber) : 
- and Appliance Industries. ° government specification wires. ° Complete line of Coiled Cords, ° 
= ; e including HPN. ° 
° R-B-M Division, Logansport, Indiana ° Wire and Cable Div., Fort Wayne, Indiana ° Cords Limited Division, DeKalb, Illinois ° 
Bari Rei ee aaa eae aa ee he 0 eo in ou led ea ed ai bea CAAW wee Ree Set aw aa weh beeae 


AND HERE’S HOW IT WILL WORK FOR YOU... 





t intelligent purchasing is more than | 
t price basis’, it’s the finished pro duct cose that c ; 
k this problem for us both, we purchase for, and manu- sx 
a as nitimate product cost” in mind 
1 the “ultimate product c in mu pecscrs eM EB ~ bey BE y 4 
er extra is the Essex single source plan, with its complete 
ae pte ao WIRE CORPORATION 
a ed eiectrica components 
ir engineers about SX, its products, quality, production FORT WAYNE 6, INDIANA 
P ’ P P Ps } 
is practical component purchasing plan... or wy 
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with OSTUCO TUBING 


Swage and trim 


= he 


“% Upset, first pass 


Upset, second pass 


| 0 
and end up with a 34. 9 Saving 


Here’s a cost-cutting case history right in the 
Ohio Seamless mill. It proves we take our own 
medicine—and like it. You may, too. 

Formerly, mandrels for rolling Ostuco Tubing 
on our Assel mill were made from two pieces. 
A shaped end, hogged out of solid bar stock, was 
welded to a long tube. Expensive to machine, 
weld and process. 

We decided to forge the mandrels entirely from 
Ostuco: Seamless Steel Tubing. In three steps 


swage, upset and finish-form—-we now produce 


FIFTY 


y 
w 
Ww 
Y YEARS 
wv 
w, 





vw 
1908 Y 19658 
“ Seamless and Electric Resistance Welded Stee/ Tubing + Fabricating and Forging 


better mandrels . . . ready for use without any 
machining whatsoever, and save 34% over former 
processing methods. 

Chances are good that Ostuco Tubing is the 
right prescription for slashing your production 
costs, too. For expert advice, contact our nearest 
sales office or our plant at Shelby, Ohio— Birthplace 


of the Seamless Steel Tube Industry in America. 
AA-7225 


SALES OFFICES: Birmingham ~ Charlotte « Chicago (Ocak Park) + Cleveland 

Dayton + Denver + Detroit (Ferndale) + Houston + Los Angeles (Lynwood) 

Moline « New York « North Konsas City « Philadelphia (Wynnewood) « Pittsburgh 

Richmond « Rochester + St. Lovis + St. Poul « St. Petersburg + Salt Loke City 
Seattle + Tulsa « Wichita 

CANADA: Roilwoy & Power Engr. Corp., Ltd. 


EXPORT: Copperweld Steel International Company 
225 Broadway 
New York 7, New York 


OHIO SEAMLESS TUBE DIVISION 


of Copperweld Steel Company > SHELBY, OHIO 
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120,000 of these 


detonator plugs | 
egual | | 


one 73 lb. 
bumper strip 3 ~ 









bile wee product of, 
ORCO 


The precision pigmy component weighs less than “4, of a gram and is an 
important part of a delicate detonator assembly. The 73-lb. bumper strip 
is a protective part of a ‘“Dodgem” car in amusement parks. 
> Big difference in size and application? Sure, but Ohio Rubber is recognized 
as a producer of “customeered” parts made from rubber, synthetic rubber, 
silicone rubber, polyurethane, and flexible vinyl, in all sizes, for any appli- 
cation, and whether molded, extruded, or bonded to metal. 


Send for 


From design through electronically controlled compound mixing and pro- free booklet 
duction facilities in four plants, Ohio Rubber’s integrated set-up is prepared a omponent 
, , . USTOMEERING 
to handle your most exacting rubber and vinyl component requirements. Let vebinee oui 


OrCO engineers help on your next problem. See how ORCO CUSTOMEERING vinyl parts.” 
can work to your greater advantage. 


THE OHIO RUBBER COMPANY 


A Division of The Eagle-Picher Company 
Willoughby, Ohio 
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NOW THAT WE'RE 


SJ t/ 


4 
ltemestecl 
you get SUPER FAST Delivery! 9 2ss=se= 


kinds of fasteners. If you 
prefer truck shipment, 


Lamson has a 1 0-truck en- 
By the carton, case, keg or carload...no matter how you buy closed loading dock, too. 


fasteners, Lamson & Sessions now gives immediate delivery on 
most standard fastener products. 


The streamlined operations in our new plants have speeded up 
both production and delivery so we can now be there with 
“the mostest, fastest’! : 

As manufacturers of the most complete line in the bolt and nut 


industry, chances are we can fill your order from stock right now! 
Try us and see. 





The LAMSON & SESSIONS Cao. 


5000 TIEDEMAN ROAD, CLEVELAND 9, OHIO « PLANTS AT CLEVELAND AND KENT, OHIO « CHICAGO « BIRMINGHAM 
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“SPANG Steel Pine gave us clean, tft} welds... 


7 . . . es 
assuring long, efficient service 
avs Mr. Lawrence F. Carella, Superintendent, Crane Plumbing 

& Heating Company, Cambridge, Mass. 









The air conditioning system for the United Shoe Corporation 
Building, Boston, required 2,000 weldments, accounting for 50° 
of our working time,” reports Mr. Carella. “Thanks to SPANG 
Steel Pipe, many installation difficulties were eliminated.” 








SPANG PIPE REDUCES EXTRA WORK 

‘““SPANG Steel Pipe always gave us a true end cut, and the inner 
walls contained no dirt or scale. Also important, to make this 
air conditioning work at peak efficiency, the welded joints must 
be absolutely tight—without the use of caulking. The clean, 
tight welds we got with SPANG Pipe mean long, efficient service 


on this job.” 












SPECIFY SPANG FOR YOUR NEXT JOB 
You, too, can get the same top-quality performance with SPANG. 
And your local SpaNG Distributor will give you top-quality 
service on your order. You'll get a superior-grade pipe manu- 
factured under strict quality-controlled methods. 

Next job—make it steel pipe . . . make it SPANG! 


SPANG-CHALFANT SaaNn- 


General Sales Offices: 
Two Gateway Center, Pittsburgh, Pa. CW STEEL PIPE 

















Mr. Carella states that 
SPANG Steel Pipe made 
this installation “quicker 
and easier,” and that the 
interior walls of the SPANG 
Pipe .were free of dirt 

and scale. 



























Engineer: 
A. Ehrenzelier, Inc. 
Boston, Mass. 
Mechanical Contractor: 
Crane Plumbing & Heating 
Co., Cambridge, Mass. | 
SPANG Distributor: 
Charles D. Sheehy, Inc. 
South Boston, Mass. 











TO POWER’S 
LOW COST FUTURE 


BITUMINOUS COALS 
FOR EVERY PURPOSE 


* Bituminous coal contributes to plant operating profits 
by its productivity and stability. Virtually limitless supply, 
plus most modern mining methods, gears production to 
any volume demand. 


Accessibility and increasingly efficient burning 
equipment mean economical, constant-cost for today 
and tomorrow. 






Ask our man! BALTIMORE & OHIO RAILROAD, BALTIMORE 1, MD., Phone: LExington 9-0400 


«-For More Information Write No. 182 on Inquiry Card—Page 32 For More Information Write No. 183 on Inquiry Card—Page 32 
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Standardization . . . interchangeability . . . versatility 
Made possible by new Exide-lIronclad Battery 


ee eee eee 


pet OLA 
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Here's the secret. Unique advanced tubular con- 
struction. Every positive plate packs more power. 
So you get greater battery efficilency—a more com- 


pact battery for a given capacity rating 


For More 
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Information Write No. 


- It packs more power—up to 44% 


more than batteries you may be 
using now. But the dimensions are 
the same. Buy a new, more powerful 
Exide-Ironclad Battery for a small 
truck, and you boost its work capac- 
ity. Use the same battery to provide 
normal power for many bigger 
trucks. Yet it costs you less. Only 
Exide-Ironclad Batteries give you 
this extra versatility, 
ability and 


interchange- 


extra economy—plus 


.potential. 


higher power and even longer life 
Now more than ever, 
Exide-Ironclad Batteries are your 
best buy. For details, write Exide 
Industrial Division, The Electric 
Storage Battery Company, Phila- 
delphia 2, Pa. 


Exide 


184 on Inquiry Card—Page 32 
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If grinding wheel problems have you in a bearish 
mood—or even out on a limb—stop growling. 
Switch to CINCINNATI (PD)° WHEELS. For now 
CINCINNATI Grinding Wheels offer POSITIVE 
DUPLICATION—a remarkable achievement in 
precision manufacturing and quality control that 
can save you money...and increase your production. 

Through the CiINncINNATI (PD) Manufacturing 
Process you are assured Positive Duplication of 
the original wheel every time you reorder. “On 
grade” with a CINCINNATI (PD) WHEEL means all 
future(PD) WHEELS will act and grind exactly alike, 

Yet CINCINNATI (PD) WHEELS are priced no 
higher than ordinary wheels. 

So, if you want the bare, down-to-earth facts 
on how to save money and increase production, 
contact your CINCINNATI Grinding Wheels dis- 
tributor. Or, contact us direct and we'll send one 
of our representatives—men who know grinding 
and grinding machines as well as grinding wheels. 
Write, wire or telephone Sales Manager, Cincinnati 
Milling Products Division, Cincinnati 9, Ohio. 

Remember—only CINCINNATI Grinding Wheels 
give you... 


(PD) 
~~ 


enacueat 


Grinding Wheels 
A PRODUCTION-PROVED PRODUCT OF 
THE CINCINNATI MILLING MACHINE CO. 





©Trade Mark Reg. U. S. Pot. Off 


For More Information Write No. 185 on Inquiry Card—Page 32 
APRIL 28, 1958 . 43 





PURCHASING 





The bearings you need 


when you need them 


Whatever your ball bearing 
needs, investigate the advan- 
tages BCA offers. You get 
yates batt ou bate Mel-.-5t-}cebalet-Belet-t vel 
onnearly50years’ experience 
CTs tepab bate Meats Mb aqtet athe ce (oi abb an 
ing ball bearings... produc- 
tion flexibility to handle both 
emergency and routine situ- 
ations...delivery when 
promised to keep your pro- 
duction lines moving. When 
you do business with BCA, 
you get the bearings you need 

. when you need them. 
Bearings Company of 
America Division, Federal- 
Mogul-Bower Bearings, Inc., 
Lancaster, Pa. 


For More Information Write No. 186 on Inquiry Card—Page 32 
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Information For Your Catalog Files 





ALLOYS 


A 68-page, 2-color catalog, full of photos, charts, 
‘tables and diagrams is a guide to selection, engi- 
neeririg and fabrication of alloys for electronic, 
magnetic and electrical uses 

: Carpenter Steel Co. 


Write No. 1 on Inquiry Card—Page 32 


ALUMINUM MILL PRODUCTS 
Up-to-date information on aluminum mill product 
availabilities is given in a 24-page booklet. They 
include sheet, plate, foil, circles, casting alloys, 
rod bar, wire, forgings, roofing, etc 

Kaiser Aluminum & Chemical Sales, Inc. 


Write No. 2 on Inquiry Card—Page 32 


BALLS (CARBON STEEL) 
Bulletin No. 102 (4pp) 
material guaranteed accuracy, case 
depth, weight and package information regarding 
low-cost commercial type carbon steel balls. 
Hoover Ball & Bearing Co. 

Inquiry Card—Page 32 


includes specifications, 


analysis, 


Write No. 3 on 


Design requirements for anti-friction bearings of 
unusual shapes and sizes are supplied in 24-page 
bulletin AFB-2. It describes bearing materials 
suited to unusual operating conditions. 

Industrial Tectonics, Inc. 


Write No Inquiry Card—Page 32 
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BLAST CLEANING 


A 28-page handbook, No. 143-D, discusses blast 
cleaning, finishing and shot peening techniques, 
using airless abrasive blast methods. Over 50 case 
histories illustrate applications. 

Wheelabrator Corp. 


Write No. Inquiry Card—Page 32 


5 on 


BRUSHES (CARBON) 


A full line of carbon and graphite brushes for all 
types of rotating electrical machinery is covered 
in a 12-page, 2-color bulletin. How to select right 
brush for specific jobs is shown. 

Speer Carbon Co. 


Write No Inquiry Card—Page 32 
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CASTINGS 


A “Life” style picture booklet (18-pages) tells the 
metalworking industry about plant facilities for 
producing quality stainless, carbon and alloy steel 
castings for various uses. 

Empire Steel Castings, Inc. 
Inquiry Card—Page 32 


Write No. 7 on 


CLASSIFIERS (WET) 


Bulletin No. 39-C devotes 24 pages to the con- 
struction and application of counter-current clas- 
sifiers, heavy media separators and hydro sep- 
arators. It supplies classifying flow sheets. 

Hardinge Co., Inc. 
Inquiry Card—Page 32 


Write No. 8 on 


CONTROLS 
An 88-page catalog, GEC-1260C, covers a full line 
of general purpose controls. It gives product de- 
scriptions of motor starters, contactors, relays, 
solenoids, pilot devices, etc. 
General Electric 


Write No. 9 on Inquiry Card—Page 32 


CYLINDERS (HYDRAULIC) 
Design features of a line of 2000 psi double-acting 
hydraulic cylinders are covered in bulletin 71000. 
Included are foot and center lug, front and rear 
flange and clevis mounted styles. 
The Oilgear Co. 


Write No. 10 on Inquiry Card—Page 32 


DEGREASING (VAPOR) 
Brief data covering 13 major advantages of vapor 
degreasing in production cleaning and surface 
preparation are presented in a 12-page bulletin. 
Perchlorethylene provides the vapor. 
Diamond Alkali Co. 
Write No. 11 on Inquiry Card—Page 32 


ELECTRONIC PARTS 
Comprehensive listings of electronic components 
and equipment for industrial use are carried in a 
184-page catalog designed for industrial 
Replacement parts are indicated. 
Electronic Publishing Co., Inc. 
Write No. 12 on Inquiry Card—Page 32 


users. 
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Information For Your Catalog Files 





FIRE EXTINGUISHERS _ 
A reference chart facilitates selecting a suitable 
fire extinguisher. It outlines three basic classes of 
fires A, B, and C. Seven types of portable extin- 
guishers are listed. 
Fire Equipment Manufacturers Association 
Write No. 13 on Inquiry Card—Page 32 


FITTINGS (STAINLESS) 
An 8-page booklet describes uses and advantages 
of a line of stainless fittings. They permit piping 
engineers to take advantage of more economical 
light wall tubiny. Sizes are 1” to 4”. 
Vanton Pump & Equipment Corp. 
Write No. 14 on Inquiry Card—Page 32 


FLAME CUTTING MACHINE 


Catalog 804B, fully illustrated, deals with the 
design and performance of a multiple-torch flame 
cutter. Sections discuss accessories: electronic, 
magnetic, manual and spindle tracers. 

; Air Reduction Sales Co. 


Write No. 15 on Inquiry Card—Page 32 


GRINDER 
A 10” type H universal grinder is described and 
illustrated in 24-page catalog, L-57. Photos and 
sketches show what grinder can do. Specifications 
and extra equipment are detailed. 
j Landis Tool Co. 
Write No. 16 on Inquiry Card—Page 32 


GRINDING MACHINE. 
A centerless general purpose grinding machine for 
work on a wide range of metal or non-metal parts 
up to 112” diam is covered in catalog No. G-703. 
Accessory equipment is described. 
Cincinnati Grinders Inc. 
Write No. 17 on Inquiry Card—Page 32 


LADDERS 


Catalog L-71-RR devotes 24 pages to wood and 
aluminum step, single and extension ladders. It 
also covers accessories: trestles, ladder jacks, 
hooks, irons, feet, etc. Sizes are listed. 

The Patent Scaffolding Co., Inc. 


Write No. 18 on Inquiry Card—Page 32 
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MILLING MACHINES 
A 20-page, 2 color brochure gives full specifica- 
tions on C model milling machines. Heads, col- 
umns and tables are interchangeable through sev- 
eral sizes. Optional attachments are detailed. 
Sundstrand Machine Tool Co. 


Write No. 19 on Inquiry Card—Page 32 


PLASTICS 


‘Prices, available sizes and military and commer- 
cial specifications of plastic sheets, rods and tubes 
for all applications are supplied in a 52-page 
catalog. All plastic types are covered. 

Almac Plastics, Inc. 


Write No. 20 on Inquiry Card—Page 32 


PLATINUM PRODUCTS, ETC. 
A 24-page catalog gives a complete digest of the 
most popular precious metals servicing industry. 
Described are crucibles, electrodes, and apparatus 
for micro chemistry, spinnerettes, etc. 
J. Bishop & Co. Platinum Works 


Write No. 21 on Inquiry Card—Page 32 


POWER SUPPLIES 
Over 900 power supply models in 10 basic types 
are covered in a 16-page data booklet. In each 
category, full price information, formulas, tables, 
diagrams and application data are given. 
NJE Corp. 
Write No. 22 on Inquiry Card—Page 32 


PRESS REBUILDING 
Special facilities and techniques used in rebuilding 
older presses are described and illustrated in 8- 
page bulletin, No. 47. It shows steps restoring 
them to pristine efficiency. 
E. W. Bliss Co. 
Write No. 23 on Inquiry Card—Page 32 


ROLLING MILLS 
A comprehensive catalog in 3 colors deals with 
rolling mills. Included is a standard line of 20” to 
3” roll diameter mills. A section covers mills for 
laboratory and advanced development. 
The Fenn Mfg. Co. 
Write No. 24 on Inquiry Card—Page 32 
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TODAY’S NEW AUTOMOTIVE 
DESIGNS DEMAND THE 
BEST STEEL OBTAINABLE 


Youngstown Sheets 


and Strip 











‘Detroit’s high-speed automobile body presses are 


busier than ever turning out body components for 
today’s modern-design cars. More intricate door 
and fender sections of the new models demand a 
steel of the highest quality that can take the re- 
quired deeper draws in its stride. Without ques- 
tion, that steel is Youngstown Cold Rolled Sheets 
and Strip—the best available anywhere. 
Youngstown blends the required combination of 
surface finish, tensile strength and ductility into 
every sheet, to provide you almost continuous 
pressings of even the most difficult-to-form parts. 
Also, metallurgical quality never wavers from 
Youngstown’s high standards because all opera- 
tions from ore mining to shipping dock are rigidly 
quality-controlled by experts with over half-a- 
century of steelmaking know-how. 

On your next order specify Youngstown Cold 


‘Rolled Sheets and Strip and join the ranks of our 


satisfied customers who tell us: “Our production’s 
up—Rejects down—Fabrication costs lowered.” 
Why not call your nearest Youngstown District 
Sales Office today, for metallurgical aid or addi- 
tional information—or write directly to our 
Home Office. 


THE YOUNGSTOWN SHEET AND TUBE COMPANY 


General Offices - Youngstown 1, Ohio 
District Sales Offices in Principal Cities 





Producers of Quality Carbon and Alloy Steels for Over Half-a-Century 


For More Information Write No. 187 on Inquiry Card—Page 32 
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“when looking for a specialized line 
or a sub-contractor... 








“No other source spots a 
supplier as fast as Yellow Pages” 


says Donald E. Kirby, Purchasing Agent 
Lycoming Division, Avco Manufacturing Corp. 
Stratford, Connecticut 


“We at Lycoming consider the Yellow Pages a most 
helpful purchasing reference. We keep a number of 
classified telephone directories from other areas — 
Boston, Chicago, Detroit, New Haven, New York, Phila- 
delphia, to name a few. 

“And we use our local Bridgeport directory every day 
to help us find suppliers of brand name tools and 
other equipment.” 


For specialized products... for local or distant sup- 
pliers... the Yellow Pages in 
telephone directories are a quick, 
convenient buying guide. Pur- 
chasing Agents in every field find 
them indispensable in their work 
... and so will you! 







Find It Fast 
In The 


Yellow Pages 


ES 
America’s Buying Guide For Over 60 Years! 
For More Information Write No. 188 on Inquiry Card—Page 32 
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Catalog Files 





STEAM GENERATOR 

Catalog No. SB-59 describes, 
with photos and cut-aways, a 
packaged steam generator, de- 
signed as a baffleless, pressur- 
ized 2-drum unit. It requires 
no field piping or special foun- 
dation. 


Erie City Iron Works 


Write No. 25 on Inquiry Card—Page 32 


SULFUR DIOXIDE 
Information on questions most 
often asked by users of sulfur 
dioxide is supplied in a 15- 
page, 2-color booklet. It dis- 
cusses properties, specifica- 
tions, uses, shipping and han- 
dling. : 
Ansul Chemical Co. 


Write No. 26 on Inquiry Card—Page 32 


SWITCHES 

A 4-page data sheet on rotary 
selector switches includes in- 
formation on new sealed sub- 
miniature assemblies and a 
“V3” version which is avail- 
able with as many as 20 basic 
switching units. 


Micro Switch 


Write No. 27 on Inquiry Card—Page 32 


TUBING (SUPER-ALLOY) 

Small diameter super-alloy 
tubing that retains its strength 
at temperatures up to 1200 F 
is described in 2-color bulletin, 
No. 70. Properties and produc- 
tion limits are given ‘for 16 
alloys. 


Superior Tube Co. 


Write No. 28 on Inquiry Card—Page 32 


X-RAY EQUIPMENT 

A catalog on x-ray accesso- 
ries, isotype and_ inspection 
equipment, radiation and film 
processing equipment, em- 
braces 56 pages of photos, dia- 
grams and product informa- 
tion. 


Bar-Ray Products, Inc. 


Write No. 29 on Inquiry Card—Page 32 
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Compliments 
of a friend... 
send for it/ 


Electrical Wire Division 
John A. Roebling’s Sons Corp. 
Trenton 2, New Jersey 


Please send my free copy of Roebling's new 
Magnet Wire Fact Book. 

















Nome 

“em Roebling Magnet Wire—how it’s made, tested, Compeny 
packaged. Complete tables of sizes, weights, shipping 
information—plus interesting temperature, specification "sta 
and test data. You shouldn’t be without these facts if City 
magnet wire of any description fits into your manu- 
facturing picture! State 

Your free copy is waiting for you. Just write—today— 
to Electrical Wire Division, John A. Roebling’s Sons ROE BLING t 


Corporation, Trenton 2, New. Jersey. Branch Offices in Principal Cities (FI 


Subsidiary of The Colorade Fuel and iron Corporation 


ities | 


For More Information Write No. 189 on Inquiry Card—Page 32 
\prit 28, 1958 49 
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Centrifugally cast gear blanks...in BRONZE 
...are stronger, last longer! 





Big gears and intricate shapes — our specialty! 





We cast many blanks centrifugally ... in sizes up to 


and even beyond 72” 


in diameter. Because centrifu- 
gally cast gears have proved their added strength, 
toughness and long-wearing characteristics for many 
problem applications. 

Laboratory testing and field experience show that 
physical and mechanical properties of centrifugal 
castings are as much as 10-15% better than those 
of most static castings. 


But whatever the shape or size of the gear blank 








AMERICAN 


| Brake Shoe 


COMPANY 














For More Information Write No. 190 on Inquiry Card—Page 32 


NBD can cast it for you (centrifugally or statically) 
in gear bronze, aluminum bronze, manganese bronze 
—to your specifications. Want iron or steel hubs cast 
in? We can do it. Want castings furnished rough, 
rough machined, or finished machined? Want sand 
castings, shell moldings, chilled rim or chilled three 
sides? You name it. 

Take advantage of NBD’s experience. Three stra- 
tegically located plants are available to give you 
fast service. Call or write for quotes or information, 


NATIONAL BEARING DIVISION 


717 Grant Bullding, Pittsburgh 19, Pennsyivania 
PLANTS IN: CHICAGO, ST. LOUIS, MEADVILLE, PA, 
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Gould Teamwork Scores for Battery Users: 


Making sure that you get maximum service from 
your batteries is the full time job of Gould field 
engineers. They help set up your battery mainte- 


nance shop, help establish good preventive main- 





Gould Industrial 
Truck Battery 
tenance procedures, make routine calls to check: —Anatien's Test 


up on conditions and instruct your new personnel 
in correct’ maintenance procedures. This team- 
work costs you nothing ... as a matter of fact, it 
can't help but save you money. Why not take 
advantage of it? See your local Gould representa- 
tive; or write Gould-National Batteries, Ince., 


Trenton 7, N. J. 
Always use Gould-National Automobile and Truck Batteries 
©1957 Gould-National Batteries, inc. B ATT E R ! E Ss 


For More Information Write No. 191 on Inquiry Card—Page 32 
ApriL 28, 1958 
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Feed it and Reap 


twood, Plywood, 
ition Materials. 





Hard or Sof 


uction in da Compos 


Plastics, a0 


New No. 55 


SIMO General Purpose 


Carbide-Tipped Combination 


Saw The smoothest edges you ever cut . . . so smooth they need 

: no sanding — that’s the kind of rip, cut-off and mitre results 
you get with the SIMONDS GENERAL PURPOSE CARBIDE-TIPPED NO. 55. And 
prices for this general purpose saw are low! i 


*Better Prod 
Hardboard, 











Edges are smooth because a new type tooth has been engineered with extra 
hook for faster, easier feeding and special fitting that eliminates 50% of side 
drag or friction. Naturally, the saw cuts freer, requires less power, and there’s ~ 
no burning. 





Designed for hand feed, sizes range from 8” to 18” inclusive. You can’t buy 


-h s ing § 7 k “ay ‘ : 
aaa eat ee smoother-cutting, longer-living quality for your carbide-tipped saw money.° 


ing available from all Simonds Put the size you want to work and see why! 


Factory Branches. 





Kon LL 















For Fast Service £ 


‘ rom 
‘ a — Complete Stocks|; 
A \ { ss Call your 







SIMONDS 


sim ee SAW AND STEEL CO. | 


industrial Supply | 
DISTRIBUTOR — 


FITCHBURG, MASS. 





> 














Factory Branches in Boston, Chicago, Shreveport, Lo., San Francisco 
and Portland, Oregon 
Canadian Factory in Montreal, Que., Simonds Divisions: Simonds Stee! Mill, 
Lockport, N. Y., Heller Too! Co., Newcomerstown, Ohio 
Simonds Abrasive Co., Philo., Pa., and Arvida, Que., Canada 


Here's the Complete Line of Simonds 
Carbide-Tipped Saws 


vt 


ee) 4 — e 
Me . 
A 
a 
~ NO. 40 ( 


‘ NO. 60 
RADIAL ARM | EASY-CUT | COMBINATION 








4 
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P ALUMINUM ns) 
PLASTIC © ond - DADO and 
UTTING MAGNESIUM , CUT-OFF GROOVER 
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Suppliers in the News 


Cleveland Cap Screw Company, 
Cleveland, Ohio, has appointed C 
Beach Powell of 


sales manage! 





C. Beach Powell 


the socket division. He has been 


assistant general sales manager 
of Hartford Machine Screw Com- 
pany, a division of the parent 
company, Hartford, Connecticut, 
for the past ten years. Mr. Powell 
will supervise sales of the com- 
pany’s line of socket screw prod- 
ucts, including cap and set screws, 
pressure plugs and related socket 
head fasteners for general indus- 
trial applications. 


The assignment of Charles A 
Johnson to the Chicago metropol- 


itan area as sales representative 





Charles A. Johnson 


has been announced by Wolver- 
ine Tube Division of Calumet & 
Hecla, Inc., Evanston, Illinois. He 
replaces M. A. Jackson who has 


APRII 


28, 1958 


‘recently as 





been assigned to the company’s 
Dayton office. Formerly sales rep- 
resentative of the division in De- 
troit, Mr. Johnson will headquar- 
ter in the Evanston office 


Elbridge H. McNeill has been 
named regional sales manager of 
the newly-formed Mid-West sales 
region of The Okonite Company, 
Passaic, New Jersey. Mr. Mc- 
Neill’s' former position as Chicago 
district manager has been 


assumed by Robert B. Zane. 


sales 


Smith-Blair, Inc., South San 
Francisco, California has  an- 
nounced the appointment of R. A 
“Dick” Ball as Southwest district 


sales manager. Mr. Ball will be 
located at the company’s new 
branch, plant, warehouse, and 


sales office in Henderson, Texas. 
He has been associated with the 
company for several years, most 
district sales man- 
ager, ‘South Gate, Calif., branch. 
Mr. Wesley von Woglom, form- 
erly sales engineer, has been pro- 
moted to district sales manager, 
South Gate branch to 
Mr. Ball 


succeed 


Comptometer Corporation, Chi- 
cago, Illinois, has announced the 
appointment of John D. Seick as 
manager for their newest 
product, the ComptoTape data 
processing unit. Mr. Seick was 
formerly associated with the Di- 
git-ometer Company, Denver, 
manufacturers and distributors of 
data processing equipment. 


sales 


T. B. Peterson has been pro- 
moted to district sales manager 
of Duff-Norton Company, Pitts- 
burgh, . Pennsylvania. The new 
district manager will be respon- 
sible for activities in the 
general industrial field for the 
Duff-Norton Jack Division and 
the Coffing Hoist Division in 
northern California, Nevada, Ore- 
gon, Washington and_ western 
Idaho. Mr. Peterson joined the 


sales 


company in 1952. He has been in 


the San Francisco district sales 


office and will continue to make 
his headquarters there. 


The Fairbanks Company, New 
York City, has announced the fol- 
lowing changes in sales assign- 





William R. Bieretz 


ments in the Philadelphia sales 
office. William R. Bieretz has been 


made sales representative for 
valves and dart unions. Ellis F 
Hendricks replaces Mr. Bieretz 


as salesman for Fairbanks trucks, 
casters and wheels. With over 21 
years of industrial sales experi- 
ence, Mr. Bieretz has been in the 





Ellis F. Hendricks 


Philadelphia territory for the past 
eight years. Mr. Hendricks is new 
with the company although he 
comes to his new position with a 
background of ten years in the 
construction industry and almost 
two years with an industrial con- 


‘cern. 


un" 
w 
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Suppliers in the News 


The appointment of Charles W. 
Fuhrer as eastern zone sales man- 
ager has been announced by the 





Charles W. Fuhrer 


Diamond Expansion Bolt Com- 
pany, Garwood, New Jersey. His 
new position covers all of the 
United States east of Denver, Col- 
orado. Mr. Fuhrer will supervise 
and assist the company’s sales 
representatives in this territory. 
He started his career with the 
company in 1935 doing special- 
ized sales work until he became 
New Jersey representative in 
1940. He was appointed assistant 
sales manager in 1955, and has 
remained in that position until 
the present new appointment. 


George M. Ballee has been ap- 
pointed vice president and direc- 
tor of sales for the Electro-Snap 
Switch & Mfg. Company, Chicago, 
Illinois. Mr. Ballee has been sales 
manager for the past three years, 
directing sales activities for the 
company’s line of aircraft and in- 
dustrial switches and controls. 


Harold E. Erf has been appoint- 
ed Chicago district sales manager 
for Sterling Grinding Wheel Co., 
Tiffirr, Ohio. Mr. Erf has been 
manager of sales administration 
for the same company. 


The Victoreen Instrument Com- 
pany, Cleveland, Ohio, has an- 
nounced the appointment of K. 
Kincaid Saks, of Electronic Aids, 
as exclusive sales representative 
for the company’s instrument di- 
vision for the territory covering 


54 
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Illinois, Indiana, Wisconsin and 
western Michigan. Headquarters 
for Electronic Aids are located at 
5 West Hubbard Street, Chicago 
10, Illinois. 


The New Jersey branch office 
of Ward Leonard Electric Com- 
pany, Mount Vernon, New York, 
has moved to 50 Broad Street, 
Bloomfield. Chester J. Penza is 
in charge of the office which 
serves northern New Jersey. P. J. 
Scanlon Company, the company’s 


‘Dallas representative, has opened 


an office at 1704 Crawford Street. 


The Black & Decker Manufac- 
turing Company, Towson, Mary- 
land, has opened a new sales and 
service branch in Tampa, Florida. 
The new branch, located at 3407 
S. Dale Mabry Highway, will pro- 
vide complete repair and service 
facilities to users of Black & 
Decker electric tool products in 
the Tampa-Western Florida area. 


A. Schrader’s Son Division of 
Scovill Manufacturing Company, 
Brooklyn, New York, has an- 





Phillip Hall 


nounced the appointment of Phil- 
lip Hall as manager of industrial 
sales. Mr. Hall joined the com- 
pany as a Sales engineer on indus- 
trial products and advanced to 
sales promotion manager and as- 
sistant manager of the industrial 
division. He recently returned 
from a lecture tour in England 
where he spoke on air automa- 
tion. 


Gordon J. Wygant has been 
promoted to aviation sales man- 
ager of Titeflex, Inc., Springfield, 





Gordon J. Wygant 


Massachusetts. He joined the com- 
pany in 1941 as a project engineer 
handling engineering liaison be- 
tween his firm and prime aircraft 
engine manufacturers, as well as 
with the U. S. Air Corps and the 
Bureau of Aeronautics. Later he 
was named service manager and 
became a member of the com- 
pany’s sales staff at the end of 
World War II. 


Two personnel changes in the 
New Orleans district of Air Re- 
duction Sales Co., New York, 
N. Y. have been announced. S. A. 
Bruno has been appointed dis- 
trict manager to replace L. F. 
Bruno who has retired after 38 
years of service. Mr. S. A. Bruno 
joined the company in 1929 at 
New Orleans, and was made as- ° 
sistant sales manager in 1930, a 
post he has held up to this time. 
F. T. Wilson, Jr., formerly a sales- 
man in the Louisville, Kentucky, 
district, has been named assistant 
sales manager in New Orleans. 


Appointment of Charles T. 
Cosser as general sales manager 
for the Clary Dynamics Division 
has been announced by Clary 
Corporation, San Gabriel, Cali- 
fornia. Mr. Cosser will institute 
a nationwide distribution system 
for the division, one of the na- 
tion’s largest manufacturers of 
valves and other components for 
rockets and missiles. 
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«23 gate valve types in 3 pressure 


classes, gentiemen, all with safe, 


efficient (and effective) union ring joints 








Ch nthe nomad bad ‘en enn ninanrsicliithmatiton ne meee” © wee - A ctzaleetnne. 


125 lb 150 Ib 200 Ib. OIC bronze gates . . . the most modern, complete 
line you'll find anywhere. Solid wedge—split wedge—trising or 

non-rising stems. All, of course, featuring OIC al/oy-40 stems which 
OUTLAST ORDINARY VALVE STEMS 10 to 1! 

Call your OIC Distributor for quick service. Or write for specification literature. 


THE OHIO INJECTOR COMPANY ° Wadsworth, Ohio 


BRONZE, IRON, FORGED AND 


ALVES CAST STEEL, LUBRICATED PLUG VALVES: 
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Why i is COUNTROL 
A B & important in every business today? 
———e Countless times a day, every business needs to know 
OF “how many? ...-how much?.. . how far? .. .” and 


many other questions that can be answered only by 
facts-in-figures. But how to get these figures . . . from so 
many different machines, processes, operations and 
systems? Veeder-Root Counters are hess it 

every day, by means of: 























MECHANICAL COUNTING 


Small Resets count strokes, turns, or pieces . . . 
are used by thousands for moderate duty in 
parts inspection, quality control, conveyors, ELECTRICAL COUNTING 


machine tools, light presses, etc. These remote-indicating counters bring your 


production machines as close as your office 
wall. AC or DC, they can be connected in series 
with any simple switch, and will transmit pro- 
duction figures instantly over any distance. 
May be panel-mounted in groups. 





HAND COUNTING 


Where objects or units cannot be counted elec- 
trically or mechanically, hand-operated count- 
ers like this Hand Tally do the job. For in- 
stance, quick spot checks of production or 
performance, traffic count, inventory, etc. Fits 
palm of hand, counts one for each pressure of 
thumb lever, resets to zero by turning knob. 





CONTROLLING 






Set it for the exact number of turns, pieces, or 
operations required . . . and this Predetermin- 
ing Counter will control the run exactly . . . pre- - 
venting overruns and shortages. When the 
predetermined number is reached, counter will 
light a light, ring a bell, or actuate a stop-motion. 


IN SUM: I/f it can be counted or controlled ... 


insist on Standard 


- VEEDER-ROOT 
COUNTERS 





ba count on Veeder-Root to da it. Get in touch with your 
ae from your Industrial Industrial Supply Distributor for standard counters 
ry l b for application to your production machines and proc- 
oe Supp il Distributor / esses. And get in touch with Veeder-Root for counters 

me _ ® to be built into original equipment. Veeder-Root 
pea oe REE Sn ee “eed Inc., Hartford 2, Connecticut. 
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Frost, 





Illustrated here is one of many different unit heaters 
manufactured by Herman Nelson Division of the 
American Air Filter Company, Inc., of Louisville, 
Kentucky. It is designed to keep old Jack Frost out- 
doors where he belongs 


These heaters supply solid inside comfort to stores, 
shops, factories and offices. Some are even used in 
aircraft hangars! 


Playing an important role in the efficiency of these © 


units is 85-15 red brass tubing manufactured by 
Wolverine Tube. This tubing is used as the heating 
element for both condenser tubing to which 
Herman Nelson applies aluminum fins—and as a 


patented “stay tube”. 


The exclusive “stay tube” is used by Herman Nelson 
to maintain a constant relationship between the 
supply and return header during the initial warm-up 

See Wolverine at Booth 10 


RANIUM DIVISION 
AN LUMBER DIVISION 


WADE MUSA - WER ING we v SION 


wre myyv 


72 VR TQ y VV Sys ee 


ANOTHER SUCCESSFUL APPLICATION 
FEATURING WOLVERINE TUBE... 


is now being bossed 


by HERMAN NELSON UNIT HEATERS 


Wolverine 
Tube 
plays a 
mighty ; 
important 
role here ———+> 
and 


here 


“ 


period... and because of its extra heavy wall thick- 
nesses to withstand the attack of the corrosive gases 
encountered in the condensate. During the applica- 
tion of fins to the condenser tube and during Herman 
Nelson's testing program this high quality Wolverine 
red brass tube is expanded by 2500 psi hydraulic 
pressure and successfully passes air and water tests. 
This rugged heating element is described by Nelson 
engineers as “The heart of the Herman Nelson Unit 
Heater”. 

This is but another example of the many uses to 
which American industry puts the tubular products 
of Wolverine Tube. If your product uses copper or 
copper-base tube why not follow Herman Nelson’s 
example—specify Wolverine Tube. For the complete 
story of Wolverine’s product line write today for 
your copy of the General Products Catalog. 


30-32 at the Design Engineering Show, Chicago, Ill., April 17-21. 


WOLVERINE TUBE 





CALUMET @ HECLA, INC. 


wm 
uw 


canines G 
oman ssn enna: seer — 17250 Southfield Road 
wouve My rere Allen Park, Michigan 
PLANTS IN DETROIT, MICHIGAN, AND DECATUR, ALABAMA. SALES OFFICES IN PRINCIPAL CITIES. 


EXPORT DEPARTMENT EAST 40TH STREET, NEW YORK 16. NEW YORK 
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When you want more... 
Ask American about the Big Four! 





When you buy fasteners consider each of the four fac- ferential you get more for your money at American 
tors which determine your true cost. Only at American More in research 


I . by the company that developed the 
do you get more of all four. 


original Phillips fastener. 
More in quality because American produces to one 
consistently high-quality standard that is not affected 
by either the size of the order or the speed of delivery. 
More in service American’s famous personalized 
service that is given to every order you send, small or 
large. And American is staffed to meet your most de- 


manding production schedule. The biggest news iin fasteners comes Dom 


Make your own comparisons. Send us your inquiry for 
price and delivery of stock fasteners ... or send us your 
specifications for special units. : 

When you want more of all four—American is the name! 


More in value — even with an occasional local price dif- 





Wood Screws + Machine Screws + Nuts + Tapping Screws 











Thread-Cutting Screws and Sems «+ Specials 


PE ®PYSPP yY p 
=i SY ZF ff ; 
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Gulf Metalcoat A has protected this crane for 4 years—working above 
sulfuric acid pickling tanks! The coating is still in excellent condition. 


* 





Protect metal against corrosion up to 10 times longer with 





Brush, dip or spray metal surfaces with this revolu- 
tionary aluminum pigmented liquid coating. New Gulf 
Metalcoat A protects metal under the most severe ex- 
posures in marine and industrial atmospheres . . . and 
protects it over longer periods of time at lower cost. 
A 4-year salt spray test at Wrightsville Beach, N. C., 
proved that new Gulf Metalcoat A gave 7 to 10 times 
greater protection than competitive products! 

Gulf Metalcoat A is recommended for piping, fences, 
machine parts, transportation equipment, ships, metal 
roofs, stacks—practically any type of steel structure. 

It can be applied to rough or smooth surfaces, and the 
metal doesn’t even have to be entirely rust-free before 
application! Temperature changes won't affect Gulf 
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ETALCOAT A 


Metalcoat A. And it can be removed easily by a petro- 
leum solvent, in those cases where only temporary pro- 
tection is desired! 


Your Gulf Sales Engineer can show you how much 
less it Costs to protect against rust and corrosion with 
new Gulf Metalcoat A. Just call him, at the nearest 
Gulf office. 


GULF OIL CORPORATION 


Dept. DM, Gulf Building 
Pittsburgh 30, Pa. 
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@ Not only in initial cost does Carpenter Stainless Pipe 
save you money. Every step from installation through 
extra long service life will show Carpenter’s superior- 
ity. The uniformity of Carpenter welded stainless pipe 
adds even more operational benefits no matter which 
schedule you select... 5, 10 or 40. Carpenter makes 
all three. Your local distributor can supply your 
needs from stock. He can give you fast delivery. For 
complete ordering information write for Carpenter's 
Selecting and Buying Guide. The Carpenter Steel 
Company, Alloy Tube Division, Union, N. J. 
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New cost savings 
at every turn with 
Carpenter Welded 
Stainless Pipe from 











large local 
stocks 


wont ne 


- 
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SIMON DS 
| ABRASIVE Co. 





SA 


TRADE MARK 


Grinding Wheels 








COOL ACTION HELPS 
TOOL STEELS 
HOLD THEIR TEMPER 


SA Borolon is a unique and radically 
different aluminum oxide abrasive. 
Cutting particles are of single, un- 
crushed crystal formation for greater 
stress-free cutting edges. This is why 
these wheels give faster grinding with 
heavier cuts—and, at the same time, 
protect expensive tool steels with safe, 
non-burning action. Use SA Borolon 
wheels on your grinders. 


Ideal for tool and cutter 
grinding and horizontal 
surface grinding. 


Send for bulletin 
ESA 272 for details 
plus grain and grade 
specifications. 


Ae. 7 <a: 
“i 
CALL YOUR SIMONDS cs Mees spit 

ees ¥ 


: a SIMONDS sana COMPANY 
L Proven roduets | 


D coensatie inow-now 
© sick supniy 

















NEW BULK 

PACKING FOR 
SOUTHERN SCREWS 
.. lasiqned, (ov you! 






DESIGNED FOR MODERN MATERIALS 


MOVEMENT, FITS ALL PRODUCTION 
LINES, WHETHER LARGE OR SMALL 


Southern Screw’s new bulk packing answers 
your long-time need for a conveniently sized 
industrial package that can be handled 
easily by one man without the use of power 
equipment, yet is ideal for mechanized mass 
handling with or without palletizing. 

Here's how Southern’s NEW BULK PACK- 
AGE can save you handling time, production 
time, storage space and paperwork. 


EASIER TO STORE @ EASIER TO OPEN 
and CLOSE @ EASIER TO USE © EASIER 
TO IDENTIFY © HEAVY DUTY COR- 
RUGATED CARTONS @® DISPOSABLE 
PALLETS AT NO EXTRA COST! 


Based on the new pallet and carton system, 
standard packing quantities for each item 
have been established. For complete infor- 
mation, write for chart BP-1, to Southern 
Screw Company, Box 1360, Statesville, N. C. 
Wood Screws ¢ Stove Bolts ¢ Machine 
Screws & Nuts ¢ A, B, C & F Tapping 
Screws © Wood Drive Screws ¢ 
Warehouses: New York - Chicago - Dallas - Los Angeles 


SCREW 


STareswnce « 


COMPANY 


wORTH CAROLINA 
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Ir TOOK A LITTLE TIME after 
the concept was first widely pub- 
licized by PurRcHASING ’way back 
there in 1950 (see article on Gen- 
eral Electric Company, page 94, 
June, 1950). But value analysis is 
really catching on. And value 
analysts, once looked on with kind 
of a fishy eye (if they were con- 
sidered worthy of attention at 
all) are getting a big play in the 
help wanted columns. Recent dis- 
play ads in leading newspapers 
reveal industry’s excited interest 
in value analysis. One of the latest 
is a box in the New York Times 


No ONE DESERVES more 
credit for helping purchasing men 
to put value analysis across suc- 
cessfully than Larry Miles, man- 
ager of value analysis service for 
General Electric. For ‘years, Larry 
and his staff have traveled up and 
down the land offering their time 
and talents unstintingly to pur- 
chasing organizations of all kinds 
to help them develop value an- 
alysis programs. They’ve helped 
industry, institutions, the armed 


announcing the inauguration of a 
value analysis program at Lamson 
Corporation, makers of conveyor 
and tube systems. To fill “the very 
important position” of value 
analyst, Lamson has established 
the following specifications: 
College degree (or equivalent) ; 
special training in value analysis 
techniques; design experience; 
knowledge of metal trades manu- 
facturing methods and purchasing 
procedures; an exceptional ability 
to work with people at all organ- 
izational levels. ; 


services, big companies and small 
companies. The U.S. Navy spoke 
for many of us recently when it 
awarded Larry its highest honor— 
the Distinguished Public Service 
Award. The award was bestowed 
on Larry for the assistance he and 
his value analysis experts gave to 
the Bureau of Ships in organizing 
a program that has resulted in 
sizable dollar savings for the Navy 
(see PuRCHASING, October, 1957, 
page 123.) 





Larry Miles shows his Navy award 
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Purcuasinc’s march toward 
greater recognition got an im- 
portant assist at the recent spe- 
cial conference of the American 
Management Association in Chi- 
cago. The 3-day meeting covered 
“Cost Reduction Through Effec- 
tive Purchasing and Materials 
Management.” AMA's first special 
conference on purchasing boasted 
an impressive group of experts as 
speakers, and it was obvious they 
gave the large management group 
attending a lot to chew on. We'd 
like to do a little Pointing With 
Pride: most of those experts 
have either written, or been writ- 
ten about, first in these pages 
Among them: Vince Goubeau, 
vice-president, materials, RCA; 
George Fadler, director of pur- 
chases, Westinghouse; Gailon 
Fordyce, American Cyanamid; 
Leo Vogel, purchasing agent, 
Miniature Precision Bearings, 
Inc.; Frank C. Walters, purchas- 
ing agent, Esso Standard Oil; Ron- 
nie Jones, director of purchases, 
A. O. Sutton Corp. And Robert 
Benson described the U.S. Steel 
purchasing research program, first 
featured in PURCHASING 


H istoricaLy minded of- 
ficers of local chapters of the Na- 
tional Association of Purchasing 
Agents will be interested in a 
handsome book just issued by the 
Milwaukee Association of Pur- 
chasing Agents—the official his- 
tory of the group from 1918 to 
1958. The 115-page, profusely 
illustrated volume carries a fore- 
‘word by Purcnasinc’s Senior 
Editor Stuart Heinritz. It is the 
work of a special historical com- 
mittee of M.A.P.A. headed by 
Jos. W. Nicholson, City Purchas- 
ing Agent of Milwaukee, as chair- 
man and editor. 

Joe, who played a most prom- 
inent part in, the association’s 
great career, reports with a note 
of pride: “We had 1,000 of these 
printed on competitive bids at a 
cost of $2.475 each, including all 
cuts, binding, etc.” 

That’s good buying, for a great 
history. , 
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PARTS FABRICATE 
WITH WIRE CLOTH 





Make NEWARK your source of supply for Wire Cloth and Wire 
Cloth Products. We weave all of our own cloth from which we 
fabricate parts for our customers...thus insuring both quality 


of cloth and accuracy of construction. 


Newark Wire Cloth is available in all standard widths, all 
meshes, all commercial metals...the Newark line is a complete 
line even up to 400 mesh cloth. And if your problem is one of 


parts design, our engineers will be glad to NEWARK 


“ACCURACY 


ire Gloth 


COMPANY 
351 VERONA AVENUE . NEWARK 4, NEW JERSEY 


For More Information Write- No. 201 on Inquiry Card—Page 32 






aid. May we quote on your requirements? 





63 


| Ww er w oe 6 Swe ov 


CHECK LIST FOR REFININGS 


Plating Operations 


Silver Plating Solutions 

Gold Plating Solutions ‘ 

Silver Precipitates, Sludges & 
Sediments 

Gold Precipitates, Sludges & 
Sediments 

Silver Coated Copper Wire & 
Racks 

Gold Coated Copper Wire & 
Racks 

Filter Pads 

. Silver Anode Ends 
Silver Tank Scrapings 


Production Operations 


Silver Turnings, Chips, Shavings ° 
Silver on Steel Bearings 
Silver Steel Turnings , { 
Silver Blanking Scrap, Stampings, 
Strip, Wire 
Silver Grindings 
Silver Copper Scrap 
Silver Powder Mixtures 
Silver Screen Scrap 
Silver Solder Scrap 
Silver Brazing Alloy Scrap 
Silver Contact Scrap } 
Silver & Gold Bi-Metal Scrap 
Silver on Steel, Tungsten, 
Moly Scrap 
Rejected Precious Metal Parts 


X-Ray Laboratory 


Electrolytic Silver 
Silver Hypo Solutions 
X-Ray Film 


Miscellaneous 


Silver Paint Waste, Wipe Rags, 
Paper, Cans 

Silver & Gold on Plastics, Ceram- 
ics, Glass, Mica, Quartz, etc. 

Silver & Gold on Moly, Tungsten, 
Wire 

Platinum-Bearing Material 


How does this appear on your monthly statement? | sorcctrore— siver nine 


Silver Chemicals 





In its present form (if it appears at all), it would have to be considered in the loss Refining Plants & 
column because that’s exactly what it is. Very often though, you'll find that when Collecting Stations: 
you give that pile of “waste” a chance, you can make money from it. Bridgeport 1, Conn, 

; ’ . Chicago 22, Ill.— 
We have discovered time and time again that these slumbering piles of scrap con- 1900 W. Kinzie Street 
tain valuable precious metal waste. If this material is kept apart from your’general El Monte, Calif. (Los Angeles) — 
scrap and sent to Handy & Harman, our Refining Division can recover the full Petey pet » 
value of the precious metal... and return a worth-while payment to you. Sessidimas a Ran , 
At the right is a partial list of valuable waste sources: If you think you are throwing 425 Richmond Street 
or giving away waste materials that might have some precious metal value, call Toronto 28—1 41 John Street 


or write the Handy & Harman refining station nearest you. We will be glad to tell 
you if there is money in it. 





| Your NO. 4 Source of Supply and Authority on Precious Metal Alloys 


HANDY & HARMAN 


& ki General Offices: 82 Fulton St., New York 38, N. Y. 






ATLANTA. GA. + BRIDGEPORT. CONN. * CHICAGO, ILL. + CLEVELAND. OHIO + DETROIT, MICH. - LOS ANGELES (EX MONTE, 
CALIF.) +» NEW YORK, N.Y. + OAKLAND. CALIF, + PROVIDENCE. R.1. + TORONTO, CANADA + MONTREAL CANADA 
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Highlights of This Issue 


J 


JV 





It's Wise to Standardize 


“Many companies” reports the National Industrial 
Conference Board, “are not availing themselves 
fully of the opportunities that standards make 
possible. And many more companies have not 
established systems that will assure them of the 
optimum use of standards in their work.” What 
these opportunities are and how you can make 
the most of them are covered in four im- 
portant articles in this issue. The P.A.’s stake 
in standardization is pinpointed on page 69. The 
myth about “specials” always being the better 
way is punctured on page 72. How the P.A. can 
take the lead in setting up a standardization pro- 
gram is explained on page 74. The supplier’s part 
in standardization is the subject of a two-part 
article beginning on page 77. And a plea for 
standardizing forms is made on page 80. 


Develop Your Buyers, Help Yourself 
eo 


A well-organized program of buyer development 
does more than just sharpen up the boys in your 
department. It also takes a lot of detail off your 
hands and lets you concentrate on the manage- 
ment aspects of purchasing. Why and how one 
buying executive in a relatively small depart- 
ment got an excellent buyer development pro- 
gram going is described on page 88. 


P.A.'s and the Pulse of Business 


The new format and broader coverage of Pulse 
of Business (page 7) have made it more popular 
than ever. Are you keeping abreast of economic 
trends by regularly referring to this authoritative 
analytical report? Get in the habit now. You'll 
find it adds a lot to your purchasing know-how. 


v Want To Change Jobs? 


New and better opportunities for buyers and 
purchasing agents are opening as the profession 
grows in stature. In this issue we announce a 
new free service to help (a) those seeking em- 
ployment in the purchasing field and (b) any 
companies or purchasing departments looking for 
qualified personnel to fill purchasing positions. 
Details appear on page 81. 


Warranties On Purchased Items 


Just because you didn’t get a written guarantee 
on an item that proves defective doesn’t mean 
you have no case against a supplier. Every pur- 
chase carries an implied warranty of some kind. 
An article on page 88 tells you when and how 
you are covered. 
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BARECO WAX CO AP.58-3 
Box 2009, Tulsa, Okla 

Gentlemen: Send us BARECO WAX 
SAMPLE to meet following characteristics 


st or obligation for samples or recom 


mendations 


BARECO 


WAXES 
SOLVE 
MANY 
PROBLEMS 


° 

In addition to having most of 

the desirable characteristics of 

natural waxes, Bareco 

microcrystalline waxes are 

superior in many ways: 

¢ laboratory-controlled 
uniformity 

* constant purity 

e dependable domestic supply 

e substantial price advantage 


WAREHOUSE STOCKS 
CONVENIENTLY 
LOCATED FOR 
PROMPT DELIVERY 


Do you have a wax problem? Use 
the coupon below for wax samples 
and or recommendations. 

If we don’t have the wax 

you need, we'll make it! 











BARECO WAX VE 
Company 


SALES OFFICE .. . Box 2009, Tulsa, Okla 
DISTRICT SALES OFFICES 

150 East 42nd Street, New York 

332 So. Michigan Ave., Chicago 

119 Coulter Ave., Ardmore, Po 





ZONE STATE 
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corrugated . . . against the toughest cl 


Whether you need regular cartons by the th us 
engineered packaging, call your nearby Gayl 





PLANTS COAST To COasT 


CLAY LOR ID GOD) cocoa sr sou 


CONTAINER CORPORATION 


Division oF Crown Zellerbach Corporation whey 
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Publicity, Politics, and Prosperity 





rh 
l HE BUSINESS RECESSION of 1957-58 has been aptly characterized 
as “the best publicized recession that this country has ever enjoyed.” The 


publicity itself is just about the worst feature of the whole situation, 
because it’s the wrong kind. 


It is essential, of course, to face the facts squarely as the guide to 
remedial action. But the dismal fact of recession is not news. You don’t 
have to tell the man out of a job that unemployment is up, nor tell the 


industrialist that profits and orders are down. The real news will come 
from reversing those trends. 


The right kind of publicity could go a long way toward accomplishing 
this end. Consumer spending is the key to the cycle of industrial 
prosperity. We can’t buy our way out of the recession by government 
spending alone. We can’t produce our way out; for industry to go any 
further in production for inventory would only intensify the problem. 
We must sell our way out by selling to the consumer. 


In this puzzling recession, economists point out that the accumulation 
of spendable savings has reached unprecedented volume. We have the 
money. The consumer is in a much better position here than is industry, 
whose ability to accumulate reserves from undistributed profits has been 
sharply curtailed by taxation. The missing element is consumer confidence. 


So the proper aim of publicity today, in the national interest, is to 
create a’ buying climate. But the emphasis is predominantly on the . 
negative side. Why? 


The recession has become a political as well as an economic issue. It 
will certainly be an issue in the campaigning this fall. We are assured 
that it will be an issue in the national elections of 1960. It should last 
so long? Surely we are not so badly in need of an issue—particularly this 
issue 


Some one proposes tax relief for recovery. “Too slow! Let’s debate it 
for a few weeks and delay it still further.” Some one proposes a speed-up 
of public works or defense. “Not enough! Spend more and spend it my 
way.’ Some one expresses the considered opinion that an upturn is im- 
minent. “Wait and see,” comes the rebuttal. “Things will get worse before 
they get better.” So the consumer buttons up his wallet and waits. 


This is not to suggest that the current recession is merely psychological. 
But while we are considering measures for recovery, let’s not overlook the 
influence of consumer attitude. Consumer spending in 1957 amounted to 
nearly $300 billion. Anything that would reduce this spending by only 2% 
would completely offset the amount now being mentioned as the cost of 
the government's recovery program. 


This is a time for united action with contagious confidence and leader- 
ship. It may be good political publicity, two years hence, to point an ac- 
cusing finger and to shout indictments of responsibility for prolonging the . 
recession. It would be better publicity to share in the credit for leading 
the nation out of recession. 


a 
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types, shapes, sizes and finishes 
of Allegheny Stainless in stock at Ryerson 


When you want stainless fast ... anything 
from one to 2351 types, shapes, sizes and 
finishes ... telephone Ryerson. You can 






STAINLESS SHEETS — Eleven analyses of 
Allegheny stainless sheets, including 
nickel and straight chrome types. 
Extra wide sizes, also, to reduce 
welding costs. Expanded and per- 
forated sheets. 





— 


— 


STAINLESS PIPE AND TUBING— Light 
wall, standard and extra heavy pipe, 
ornamental and regular stainless 
tubing. Also screwed and welding 
fittings and Cooper stainless valves. 





STAINLESS PLATES —Nine analyses, in- 
cluding plates to Atomic Energy 
Commission requirements and to 
ASTM specifications for code work. 
Also extra low carbon types for 
trouble-free welding. 





STAINLESS CIRCLES, RINGS, SPECIAL SHAPES 
—No matter how intricate, we can 
flame-cut practically any shape from 
stainless steel plate. One piece or a 
thousand. 





depend on accurate processing and quick 
shipment from Ryerson... the nation’s oldest 
supplier of stainless from stock. 


et 


STAINLESS BARS AND ANGLES — Fight 
types, including rounds, squares, 
flats, hexagons and angles. Free- 
machining bars with both analysis 
and mechanical properties controlled 
for best performance. 





TRUE-SQUARE ABRASIVE CUTTING —Stain- 
less plates up to 12’ x 25’ cut abso- 
lutely square on abrasive disc 
machine. Length and width tolerance 
plus or minus 1/32’. 


Principal products: Carbon, alloy and stainless steel — bars, structurals, plates, sheets, tubing, industrial plastics, machinery and tools, etc. 


© RYERSON STEEL 


JOSEPH T. RYERSON & SON, INC. PLANTS AT: NEW YORK # BOSTON « WALLINGFORD, CONN. ¢ PHILADELPHIA « CHARLOTTE ¢ CINCINNATI « CLEVELAND 
DETROIT © PITTSBURGH ¢ BUFFALO e INDIANAPOLIS « CHICAGO * MILWAUKEE ¢ ST. LOUIS * LOS ANGELES « SAN FRANCISCO « SPOKANE « SATTLE 
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Everybody wins in a standardization program—purchasing, 
manufacturing and sales. Purchasing is in the logical spot to 
take the lead in setting up the program. But it must know 
the nature of standardization, its techniques, and its limita- 


tions. 


By Stuart F. Heinritz 


Ons OF my early editorial assignments for 
PURCHASING Magazine, some thirty years ago, was 
to report a conference between public utility pur- 
chasing agents and manufacturers of pole line 
hardware. The object of their discussion was to 
explore the possibilities of standardization. 

This was a hot topic in purchasing circles at the 
time, and a relatively new one. The first major 
standardization project in which buyers played a 
leading role had but recently been carried through 
with great success, bringing order out of chaos in 
respect to types and sizes of oil field equipment. 
The situation in pole line hardware was scarcely 
less chaotic, and considerably more deeply en- 
trenched since the field was an older one. Utility 
buyers recognized a good example in the experi- 
ence of their colleagues of the petroleum industry. 
Everyone agreed that the potential benefits of 
standardization were enormous. 

' There had been some preliminary studies and 
conferences before this meeting at the summit, 
and the proposed standards were tentatively 
adopted without much argument on either side. 
There were appropriate expressions of mutual 
satisfaction and good will. A spokesman for the 
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suppliers’ group discoursed at some length on the 
manufacturing economies that could confidently 
be expected with a standard line of fewer varie- 
ties and a minimum of special items, if buyers 
would cooperate. At the conclusion of his re- 
marks, one of the purchasing men innocently 
asked how soon the new price lists would be is- 
sued, reflecting these savings. There was an em- 
barrassing silence before the speaker collected his 
thoughts sufficiently to suggest that only time 
could prove the validity of the expected cost re- 
ductions. However, he added, buyers in the mean- 
time could look forward just as confidently to 
other significant advantages and economies result- 
ing from the standardization program. 


Everybody Wins 


That comforting prediction has been amply ful- 
filled in many product lines as the concept of 
standardization has gained understanding and ac- 
ceptance over the years. The great expectations 
have been realized, though not always in exactly 
the way they were foreseen. For one of the pleas- 
ant characteristics of a standardization policy is 
that everybody wins, each in his own way. 
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Standard lines usually represent 
the bread-and-butter part of a 
manufacturer’s business, the part 
he relies on to maintain high 
rates of operation and to keep his 
overhead costs low. 


The purchasing agent who looks for an immedi- 
ate price reduction on standardized goods is likely 
to be disappointed today, as before. But even a 
casual study of price lists and purchasing records 
will demonstrate that he is, or can be, a benefici- 
ary of standardization if he will apply it to his 
own buying, and that the manufacturing econo- 
mies are being shared. One of the first questions 
asked in the value analysis of a special part is: 
Can a standard part be used for the same pur- 
pose? When the answer is “Yes”—as it is in a 
surprising number of cases—the direct price sav- 
ing may be as much as 50%, 75%, or even more, 
without even asking the supplier to sharpen his 
pencil. Standardization has already done it for 
him. 

One reason why such manufacturing economies 
are automatically passed along to the buyer who 
sticks to standard lines is because standardization 
promotes and maintains competition. It’s hard to 
imagine monopolistic situations on standard ma- 
terials and products. As a matter of fact, the 
standard lines usually represent the bread-and- 
butter part of a manufacturer’s business, the part 
he relies on to maintain high rates of operation 
and to keep his overhead costs low. He can’t enjoy 
these benefits if he prices standard products out 
of competition. 

And with this competition comes another im- 
portant purchasing advantage—availability. In se- 
lecting materials, the first criterion is suitability. 
But in practical purchasing, suitability has to be 
coupled with availability. It’s not enough that an 
item can somewhere, somehow, be found and pur- 
chased, or that a desired part or product is capa- 
ble of being made to order. It should be promptly 
and economically procurable, in sufficient quan- 
tity to meet any volume requirement, within a 
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reasonable lead time, and from alternative sources 
if desired. To the extent that standards exist, or 
that standardization can be applied to a given 
item, this is one way of meeting every part of the 
definition of availability. 

In this chain of reason and result, there is still 
another corollary. With standardization and avail- 
ability, fewer items need to be. carried in stores, 
and reserve stocks can be smaller, thanks to the 
ability to replenish them promptly. That reduces 
the inventory carrying factor of ultimate material 
cost. . 

One additional dividend may be mentioned in 
passing. Standard items present less hazard of loss 
through obsolescence, and generally make possi- 
ble a greater recovery of value when they are sold 
as surplus, than special, non-standard items. 

These are a few of the things the manufacturer 
may have had in mind when he said that the 
buyer would benefit from standardization in his 
own way. 


Working at Standardization 


If standardization offers so many benefits, why 
is it necessary to work so hard in order to gain 
acceptance for it in cempany policy and usage? 
And why should it so often devolve on the pur- 
chasing agent to put it into effect? 

In the first place, it affects so many different 
phases of activity that it is almost necessarily a 
committee type of project. That immediately con- 
notes a diffusion of responsibility. Again, it hap- 
pens to be one of those things that is easy to 
approve “in principle”, which is sometimes just 
another way of saying “so long as it doesn’t tread 
on my toes.” It is a process of coordination and 
compromise. Most people are willing to cooperate, 
but there is less urge to initiate and negotiate a 
compromise. 
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The manufacturing department should certainly 
be represented on the committee. But here the de- 
partment heads, intent on their own particular 
operations, have only a general knowledge of what 
goes on in the other stages of manufacture. So 
long as they are getting the materials and supplies 
they want for their own purposes, there is little 
incentive to probe into the larger picture. There 
is just one point in the entire company where the 
complete picture of materials and specifications 
comes into focus. That’s in the purchasing depart- 
ment. Here the opportunities for standardization 
come to light, and the purchasing agent can more 
readily recognize’ them because of his contacts 
with the standard offerings and practices of the 
supplier industries that make up his market. This 
is the logical starting point for a standardization 
program. ; 

The sales department is also concerned, and 
management in most companies is predominantly 
sales minded. Sales people like to keep product 
costs down, for gompetitive selling reasons. They 
like even better to endow the product with some 
unique or special characteristic, something that 
will identify it with the company, something that 
will create a preference in the user’s mind. Then 
they will be able to sell on the basis of superior 
quality or value, appearance, style, prestige, or 
any one of a dozen consumer motivations other 
than strictly on price competition. Much of this is 
sincere and laudable. It is responsible for a good 
deal of product improvement. But it is not a state 
of mind that is particularly sympathetic to stand- 
ardization when the first objective is to set the 
product apart in some way from any run-of-mill 
standard. 

‘Under such circumstances the purchasing agent 
may be the only one in the organization to carry 
the torch for standardization, and he may have 
need of some pretty convincing arguments and a 
lot of tact in presenting them, to get a hearing. 
However, the more he knows about the principles 
and uses of standards, the more evident it becomes 
that such policies need not conflict with individu- 
ality of the product. And since he is constantly re- 
minded of his responsibility for product cost re- 
duction, he can’t discard a tool like standardiza- 
tion if it will serve toward that end. 

The engineers who design and write the specifi- 
cations for a product belong on the committee too. 
Their participation is essential for the technical 
know-how that makes a standard practicable, ac- 
ceptable, and effective. Engineers are essentially 
creative people. They created the whole concept 
of standardization in the first place, and are the 
backbone of the professional societies in this field. 
Perhaps the standards program should be their 
baby. But when they bend over the drawing board 
working out a new idea, they sometimes forget 
their earlier offspring in fashioning their latest 
brain child, seeking new perfection. If they are 
not already convinced and committed to a stand- 
ards program, it is usually fruitless to start argu- 
ing the merits of standard parts at this point. The 
best hope for consistency is to enlist the engineer’s 
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enthusiasm and aid in the first, objective process 
of setting standards, with the understanding that 
any subsequent deviations from standards in his 
designs and specifications will be challenged be- 
fore the materials or parts are purchased, and that 
the deviations must be justified. This is not to say 
that they cannot be fully justified in many in- 
stances. It does mean that the engineer should 
consider the standard components first, and if he 
decides against them he will be arguing not with 
purchasing, but with himself. 

So, as we scan the various persons who have a 
stake in the standardization program we see why, 
more often than not, it gets its start and its direc- 
tion in the purchasing department, and why it is 


. logical that this is so. 


Pitfalls in Standardization 


Standardization is such a useful tool in pur- 
chasing that buyers sometimes forget it is only a 
tool, and not an end in itself. And even good tools 
can be misused. When considering a material or 
product, the attribute of being has to be weighed 
and evaluated like every other attribute. For ex- 
ample, it can never take the place of suitability. 
And even if the standard item is suited to the 
purpose, it is not necessarily the best or preferred 
selection, since the advantages and economies 
may be outweighed by other qualities that en- 
hance the usefulness and marketability of the 
product. 

Probably the greatest pitfall in standardization, 
so far as purchasing is concerned, is the assump- 
tion that standards are permanent. Presumably 
the adoption of a company standard does repre- 
sent the best decision at the time and under the 
circumstances. It is a comforting thought for the 


‘buyer, that he may reap the benefits of standardi- 


zation without the necessity of making new de- 
cisions. But circumstances change, and technical 
progress ‘in materials and methods marches on, 
and established standards become outdated— 
which is all the more insidious because of the 
false sense of security and permanence that has 
been raised. Standards must be systematically re- 
viewed to keep this purchasing tool sharp. 

The engineers are even more vehement on this 
point, and with good cause. For slavish conform- 
ance to any set of standards can be a straight- 


.jacket to imagination and inventiveness and a 


barrier to progress. The tool not only needs to be 
sharpened; sometimes it ought to be discarded, at 
least until a new and appropriate set of standards 
can be fashioned. 

But these dangers stem from the abuses of 
standardization, not from its proper uses. The pur- 
chasing agent who undertakes leadership in any 
company project or program of this sort must 


. qualify himself for that leadership by a thorough 


understanding of the nature of standardization, 
its techniques and its limitations. Only then can 
he apply it intelligently to the benefit of his pur- 
chasing performance and to the benefit of the 
company. 


71 











What's So Special 
About Specials? 


A false aura of distinction has grown up around the special item. The 
reasoning is that because it’s different, it must be better. The fact is that 
the standard is often the better way. Its up to the P.A. to get the 
facts, then press for standardization. 


Too OFTEN we feel that there 
has to be something “special” 
about the better way. We are 
tempted to think that if it is not 
special then it is not giving us all 
the features we need. A com- 
pany’s problems are peculiar to 
itself. Hence—we often think— 
the materials and supplies used by 
that company must be specially 
created for the solving of those 
problems. 

The truth, very often, is that the 
standard is the better way. On 
many occasions and in many re- 
spects we improve when we 
change from’ the special to the 
standard. 

Purchasing people have to be 
objective about weighing the facts. 
We deal with relative values. 
There are few absolutes. 


How Special Is Special? 


An item is standard if (a) near- 
ly all of its users have agreed 
upon all of its specifications; or 
(b) a large number of companies 
or of government departments, 
etc., that can use it have agreed 
upon all of its specifications; or 
(c) enough departments of one 
company have agreed upon it so 
that large and economical produc- 
tion runs of the item are possible. 

Standards are dynamic, not 
static; growing, not “frozen”. New 
ones, and new uses for old ones, 
are constantly coming into being. 
Thinking of standards as things 
that are standing still causes men 
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to think of them as things to pro- 
gress away from. The full blown, 
widely accepted standard grows 
out of the newly sprouted, nar- 
rowly accepted one. A standard is 
a standard only to the extent that 
it is accepted as such. The busi- 
ness of creation and acceptance is 
alive, moving, progressive. 

An item is special when its 
specifications disagree with those 
which have been accepted as 
standard. The disagreement can 
be slight. Or it can be so severe 
that there really is no accepted 
standard with which to make 
comparisons. 


Specials Have Special Costs 


The added costs for special fea- 
tures begin in the engineering de- 
partment where an item is de- 
signed. They increase, increment 
by increment, through the pur- 
chasing department that writes up 
the order, and the manufacturing 
companies that make or assemble 
the item. 

The vendors can have special 
costs for materials, tools, inspec- 
tions, packaging, shipping and in- 
voicing. The company that buys 
the item can be penalized with a 
longer lead time than would be 
needed for a standard item. Re- 
turns for minor defects are not so 
easy when the vendor has no sec- 
ondary market to which the spe- 
cial item might be sold. Special 
inventory and other costs can be 
incurred by the buying company. 


There can be further cost incre- 
ments — perhaps years later — 
when the product in which the 
special item is used has to be serv- 
iced in the field. 

Such anartay of added costs 
seems formidable. But many com-_ 
panies — procuring and vending 
alike—have become so habituated 
to the handling of specific special 
items that some of the worst of 
the costs-bumps have smoothened 
themselves out. And many a spe- 
cial iteni can still “prove its case” 
despite all its extra costs. 

Everything would be easy if the 
added costs of a special were in 
direct proportion to its difference 
from the standard. But an item 
that differs only a little—a special 
alloy bolt, for example, could look 
and measure exactly like a stand- 
ard alloy bolt—can cause more 
trouble in the inventory and the 
field service departments than 
would a clearly special item. 

For an individual company, 
even a standard item can be a 
“special”. Take two standard bolts 
that are alike in every respect ex- 
cept that one is a quarter of an 
inch longer than the other. As- 
sume that the longer one is or- 
dered in large quantities, the 
shorter one in small lots. The 
shorter one is fully standard but 
has many of the added costs of a 
special item. 

It is no mean thing to ask requi- 
sitioners to (a) break the habit of 
using a special item for which a 
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standard one can be substituted, 
or to (b) break the habit of tiink- 
ing that a special item necessarily 
has special advantages that repre- 
sent progress. Standardization 
faces obstacles. If it didn’t its 
progress would be much faster 
and more thorough. 

Someone must get people think- 
ing about whether a standard item 
can be used in place of a special 
for any given purpose. There is no 
point in attacking situations where 
the specials are sure to win. There 
is little problem with situations 
where the standards are sure to 
win. Someone must find the situa- 
tions in which the conflicting facts 
ought to be weighed against each 


other, and then must get that 
weighing underway. 
The instigator should be the 


one who is in best position to see 
the highest proportion of the facts. 
The purchasing department has 
the most complete view of the 
facts —on most occasions — and 
should be the one to get the ball 
rolling. 


How To Identify a Situation 


Each company—and sometimes 
each branch plant or department 
of a company—has factors pecu- 
liar to itself that reveal the need 
to study standards. We deal here 
with factors that are common to 
nearly all companies. 

A. need for standardization can 
be suspected when: 

The variety of types ard sizes 
of a given item carried in inven- 
tory is execessive. 

An item tends to linger in in- 
- ventory. This shows that the need 
for it may be more habitual or 
imaginative than actual. 

Vendors of an item are hard to 
find. This proves that general use 
of that item is not great enough so 
that vendors take much interest in 
producing it. 

An item is used only in small 
lots and only by one department 
or even by one man. 

Too many trade names, rather 
than standard specifications, ap- 
pear upon requisitions. 

Too many communications are 
needed between the purchasing 
department and the requisitioner 
to find out exactly what special 
features the requisitioner wants in 
the item. 

Too many communications are 
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needed with vendors, to make 
clear just what the special fea- 
tures are to be and how they are 
to be inspected. 

Too many special designs are 
being made. This indicates that 
the “if it’s special then its supe- 
rior” mental attitude may be in 
operation. If special assemblies or 
sub assemblies are needed, then 
too many of their parts which 
could be standard are special. The 
“special” nature of the item con- 


sists mostly of the terminology 


used for describing it, as for ex- 
ample, asking for a special spacer 
where a standard shim would do 
the trick. 


What To Do Next 


A situation often can be solved 
by communicating with only one 
or a few men who want the spe- 
cial. Every purchasing agent is 
doing this all day every day. Thus, 
many a buyer is busily engaged 
in standards work although he 
never has thought of it in that 
way. 

Documents and records may 
need complete rewriting. Suppose 
a requisitioner usually takes his 
description of an item from the 
special specifications written in 
the corner of a blue print. That 
blue print is never changed so that 
it specifies a standard item. Even 
if the purchasing agent wins his 
point about using the standard in- 
stead of the special on one requisi- 
tion, the next requisition may still 
come through with the special 
specified upon it. The changeover 
to the standard has to be “written 
up” wherever the failure to do so 
may permit the special to get back 
into the act. 

The changing of documents has 
to go on to the vendors. By getting 
its own fully documented specifi- 


cations into the hands of vendors 
so that a specification can be 
quickly identified by its number, 
a purchasing department can save 
itself much time and labor. 


The Standards Committee 


The effects of standarization 
reach into every corner of a busi- 
ness and into the affairs of the 
company customers and vendors. 
Hence, the department heads are 
directly concerned with the stand- 
ards and should be the core of any 
committee on standards. 

No department head should be 
asked or permitted to devote time 
to the standardization of an item 
which does not affect his depart- 
ment. Standardizing of a fastener 
used only in maintenance, for ex- 
ample, ordinarily should not in- 
volve the time of the production. 
manager or of the sales or adver- 
tising managers. 

Obviously, someone has to class- 
ify the items for possible standard- 
ization. The classification should 
be based on the functions affected. 
Someone has to group problems 
and organize the men to handle 
them. Someone has to continually 
follow up to see that every man’s 
interest in every standardizing 
problem he faces is white hot, and 
no man wastes his time. 

The purchasing department 
most of the time—is in the best 
position to see just how this 
grouping needs to be done. This is 
because the purchasing depart- 
ment is forced to do the original 
considering of the highest propor- 
tion of the facts. 

Standardization will progress as 
standards committees are so oper- 
ated that each member will see in 
each problem a chance to apply to 
his department the slogan: “There 
must be a better way.” 
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What's So Special 
About Specials ? 


A false aura of distinction has grown up around the special item. The 
reasoning is that because it’s different, it must be better. The fact is that 
the standard is often the better way. Its up to the P.A,. to get the. 
facts, then press for standardization. 


Too OFTEN we feel that there 
has to be something “special” 
about the better way. We are 
tempted to think that if it is not 
special then it is not giving us all 
the features we need. A com- 
pany’s problems are peculiar to 
itself. Hence—we often think— 
the materials and supplies used by 
that company must be specially 
created for the solving of those 
problems. 

The truth, very often, is that the 
standard is the better way. On 
many occasions and in many re- 
spects we improve -when we 
change from the special to the 
standard. 

Purchasing people have to be 
objective about weighing the facts. 
We deal with relative values. 
There are few absolutes. 


How Special Is Special? 


An item is standard if (a) near- 
ly all of its users have agreed 
upon all of its specifications; or 
(b) a large number of companies 
or of government departments, 
etc., that can use it have agreed 
upon all of its specifications; or 
(c) enough departments of one 
company have agreed upon it so 
that large and economical produc- 
tion runs of the item are possible. 

Standards are dynamic, not 
static; growing, not “frozen”. New 
ones, and new uses for old ones, 
are constantly coming into being. 
Thinking of standards as things 
that are standing still causes men 
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to think of them as things to pro- 
gress away from. The full blown, 
widely accepted standard grows 


out of the newly sprouted, nar- . 


rowly accepted one. A standard is 
a standard only to the extent that 
it is accepted as such. The busi- 
ness of creation and acceptance is 
alive, moving, progressive. 

An item is special when its 
specifications disagree with those 
which have been accepted as 
standard. The disagreement can 
be slight. Or it can be so severe 
that there really is no accepted 
standard with which to make 
comparisons. 


Specials Have Special Costs 


The added costs for special fea- 
tures begin in the engineering de- 
partment where an item is de- 


signed. They increase, increment 


by increment, through the pur- 
chasing department that writes up 
the order, and the manufacturing 
companies that make or assemble 
the item. 

- The vendors can have special 
costs for materials, tools, inspec- 
tions, packaging, shipping and in- 
voicing. The company that buys 
the item can be penalized with a 
longer lead time than would be 
needed for a standard item. Re- 
turns for minor defects are not so 
easy when the vendor has no sec- 
ondary market to which the spe- 
cial item might be sold. Special 
inventory and other costs can be 
incurred by the buying company. 


There can be further cost incre- 
ments — perhaps years later — 
when the product in which the 
special item js used has to be serv- 
iced in the field.- 

Such an array of added costs 
seems formidable. But many com- 
panies — procuring and vending 
alike—have become so habituated 
to the handling of specific special 
items that some of the worst of 
the costs-bumps have smoothened 
themselves out. And many a spe- 
cial item can still “prove its case” 
despite all its extra costs. 

Everything would be easy if the 
added costs of a special were in- 
direct proportion to its difference 
from the standard. But an item 
that differs only a little—a special 
alloy bolt, for example, could look 
and measure exactly like a stand- 
ard alloy bolt—can cause more 
trouble in the inventory and the 
field service departments than 
would a clearly special item. 

For an individual company, 
even a standard item can be a 
“special”. Take two standard bolts 
that are alike in every respect ex- 
cept that one is a quarter of an 
inch longer than the other. As- 
sume that the longer one is or- 
dered in large quantities, the 
shorter one in small lots, The 
shorter one is fully standard but 
has many of the added costs of a 
special item. 

It is no mean thing to ask requi- 
sitioners to (a) break the habit of 
using a special item for which a 
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standard one can be substituted, 
or to (b) break the habit of think- 
ing that a special item necessarily 
has special advantages that repre- 
sent progress. Standardization 
faces obstacles. If it didn’t its 
progress would be much faster 
and more thorough. 

Someone must get people think- 
ing about whether a standard item 
can be used in place of a special 
for any given purpose. There is no 
point in attacking situations where 
the specials are sure to win. There 
is little problem with situations 

‘where the standards are sure to 
win. Someone must find the situa- 
tions in which the conflicting facts 
ought to be weighed against each 


other, and then must get that 
weighing underway. 
The instigator should be the 


one who is in best position to see 
the highest proportion of the facts. 
The purchasing department has 
the most complete view of the 
facts —on most occasions — and 
should be the one to get the ball 
rolling. 


_ How To Identify a Situation 


Each company—and sometimes 
each branch plant or department 
of a company—has factors pecu- 
liar to itself that reveal the need 
to study standards. We deal here 
with factors that are common to 
nearly all companies. 

A need for standardization can 
be suspected when: 

The variety of types and sizes 
of a given item carried in inven- 
tory is execessive. 

An item tends to linger in in- 
ventory. This shows that the need 
for it may be more habitual or 
imaginative than actual. 

Vendors of an item are hard to 
find. This proves that general use 
of that item is not great enough so 
that vendors take much interest in 
producing it. 

An item is used only in small 
lots and only by one department 
or even by one man. 

Too many trade names, rather 
than standard specifications, ap- 
pear upon requisitions. 

Too many communications are 
needed between the purchasing 
department and the requisitioner 
to find out exactly what special 
features the requisitioner wants in 
the item. 

Too many communications are 


Aprit 28, 1958 


About the Author 


Edwin Laird Cady is a well-known authority in a number of 
industrial fields. He has had varied practical manufacturing 
and engineering experierice and has written for numerous 
technical and trade journals. Among the better known books 
he has written are “Industrial Purchasing” (Wiley) and 
“Precision Investment Castings” (Reinhold). 


needed with vendors, to make 
clear just what the special fea- 
tures are to be and how they are 
to be inspected. 

Too many special designs are 
being made. This indicates that 
the “if it’s special then its supe- 
rior” mental attitude may be in 
operation. If special assemblies or 
sub assemblies are needed, then 
too many of their parts which 
could be standard are special. The 
“special” nature of the item con- 
sists mostly of the terminology 
used for describing it, as for ex- 
ample, asking for a special spacer 
where a standard shim would do 
the trick. 


What To Do Next 


A situation often can be solved 
by communicating with only one 
or a few men who want the spe- 
cial. Every purchasing agent is 
doing this all day every day. Thus, 
many a buyer is busily engaged 
in standards work although he 
never has thought of it in that 
way. 

Documents and records may 
need complete rewriting. Suppose 
a requisitioner usually takes his 
description of an item from the 
special specifications written in 
the corner of a blue print. That 
blue print is never changed so that 
it specifies a standard item. Even 
if the purchasing agent wins his 
point about using the standard in- 
stead of the special on one requisi- 
tion, the next requisition may still 
come through with the special 
specified upon it. The changeover 
to the standard has to be “written 
up” wherever the failure to do so 
may permit the special to get back 
into the act. 

The changing of documents has 
to go on to the vendors. By getting 
its own fully documented specifi- 


cations into the hands of vendors 
so that a specification can be 
quickly identified by its number, 
a purchasing department can save 
itself much time and labor. 


The Standards Committee 


The effects of standarization 
reach into every corner of a busi- 
ness and into the affairs of the 
company customers and vendors. 
Hence, the department heads are 
directly concerned with the stand- 
ards and should be the core of any 
committee on standards. 

No department head should be 
asked or permitted to devote time 
to the standardization of an item 
which does not affect his depart- 
ment. Standardizing of a fastener 
used only in maintenance, for ex- 
ample, ordinarily should not in- 
volve the time of the production 
manager or of the sales or adver- 
tising managers. 

Obviously, someone has to class- 
ify the items for possible standard- 
ization. The classification. should 
be based on the functions affected. 
Someone has to group problems 
and organize the men to handle 
them. Someone has to continually 
follow up to see that every man’s 
interest in every standardizing 
problem he faces is white hot, and 
no man wastes his time. 

The purchasing department 
most of the time—is in the best 
position to see just how this 
grouping needs to be done. This is 
because the purchasing depart- 
ment is forced to do the original 
considering of the highest propor- 
tion of the facts. 

Standardization will progress as 
standards committees are so oper- 
ated that each member will see in 
each problem a chance to apply to 
his department the slogan: “There 
must be a better way.” 
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There’s a wealth of informa- 
tion and assistance available 
for the purchasing agent who 
wants to 


start a_ standards 


program in his company. 


Here’s advice on where to get 


it and how to use it. 


dization Manual 


ow to Make Standards 
Work for You 








| Standar 








SECTION TWO 
Starting « Standardization Program in « Compeny 


1. Management Decision 

The most important factor involved in organizing a Standardization 
Program in company is the attitude and desire of top man 
agement with respect to the importance of standardization, and the need 
for it, as an organized company activity 

If the president, or general manager, is not aware of the advantages 

and is not fp larly interested in the activity, it is 
unlikely that lower levels of menegement and subordinate employees will 
be sympathetic or co-operative 

Top management need not necessarily play an active part, nor issue 
ultimatums, but the individuals concerned with formulating standards 
and those who use them, must have a feeling that top management wants 
them to do so. 

Therefore, in the very beginning, to gain the approval and full support 
of management, it must be proved that standards will pay off m dollars 
and cents. However, this need not be too difficult a step, for, i the facts 
and potentials of standardization are properly presented, there are few 
if any, successful industrialists who will not give strong support to « 
vigorous standardization program as a matter of good business 





2. Stopes in Organizing for Standardisation 

The actual steps to take in establishing « company standardization pro- 
gram differ with each company, on its size, its organization. 
and its business. Therefore, each company must realize that it has to 
taflor-make its own program. 

However, the following steps are basic for all companies . 
standardization program: (Includes excerpts from talk by C PF. Opie, 
Detroit Edison Company.) 

A. Get the Facts 

How much is now being spent for materials and for what is it being 
spent? How much duplication is there? How much of the same mate- 
tial is bought to different specifications for similar use in different 
plants? What items are causing the burden on the Purchasing Depart 
ment? On what items will standardization save money and confusion? 








Purchasing people won't find a better foundation stone for their 
standardization programs than the Standardization Manual is- 


sued by the National 
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Eastman Kodak uses its efficient numbering system for purchased materials 
in its new warehouse which incorporates the latest in materials handling. 
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A LMOST ANY company with 
a good standards program is 
making money on it. 


Take Eitel-McCullough. This 
company is in the power tube 


business. In its operations it uses 
a certain type cylinder. This cyl- 
inder was purchased to an outside 
diameter and an inside diameter 
which were always about 0.002 
inch plus or minus. The supplier 
had to grind this to the exact 
tolerance. 

When the ‘company asked the 
supplier to standardize on the 
outside diameter and wall thick- 
ness, Eitel-McCullough found it 
possible to save $1200 per month. 
The supplier was 
grinding the ID 
the savings on. 

‘Every supplier of equipment 
for the petroleum industry in the 
United States, as well as in many 
other countries, manufactures to 
standards of the American Petro- 
leum Institute. One manufacturer 
stated recently that on an average 
it would cost him at least 25 per 
cent more to make a_= special 
rather than an API standard 
product. Since American oil com- 
panies buy many billion dollars 
wor'h of standard products every 
year, they undoubtedly save sev- 
eral hundred million dollars a 
year in purchases alone. Addi- 
tional savings are made through 
simplified stockkeeping and 
avoidance of operational delays 
which constantly before 
standards were set up. 

The Kansas City Light and 
Power Company reported a 
savings of $60 on each 1000 feet 
of cable, by purchasing standard 
cable. On each 150,000 feet this 
would mean $9000 saved by the 
company. 

Du Pont states that for every 


relieved of 
and could pass 


arose 
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$1 spent on standardization they 
get a return of $6 on their in- 
vestment. : 

The Baltimore and Ohio Rail- 
road estimates that its company 
standards program turns out an 
annual saving of than 
$850,000. 

The Southern Pacific Railroad 
estimates that its effort to use 
standardization in procurement 
pays off $150,000 in savings each 
year. 

If your company has its own 
standards department, you may 
find yourself in need of a Pur-- 
chasing - Standards Cooperating 
Committee. This committee 
should be made up of representa- 
tives of both the standards de- 
partment and the purchasing 
department. The function of such 
a group would be to work out the 
areas where procurement could 
reap savings by using standards 

This cooperating committee 
would review specifications and 
requisitions and solicit sugges- 
tions on where standards could 
save money from. engineering. 
stores, production, research and 
using departments. 

Actually specifications are writ- 
ten standard. They describe, in 
technical terms, the user’s needs, 
what the vendor is required to 
supply, the method of packing, 
test methods, etc. 

As most specifications take a 
specific form, the committee could 
send out forms to the various de- 
partments and ask them to select 
certain products they use. They 
would fill in as many of the re- 
quirements as they believed 
. could be standardized. This would 
give the committee a basis for 
working out its program; would 
help educate departments on the 
value of standards; would show 
how to use standards in re- 
quisitioning. 

Where there is no standards de- 
partment, it is all the more urgent 
for the purchasing agent to es:ab- 
lish liaison with engineering and 
other cooperating departments by 
setting up his own program. 

1. Backing of top management. 
Top management must take an 
active interest in a standards pro- 
gram if it is to succeed. The per- 
sons using standards must have 
the feeling that top management 
wants them. Never has purchas- 


more 
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ing had a better opportunity to 
sell them his program than now. 

2. Membership in the American 
Standards Association. Through 
this membership your company 
receives monthly notices of new 
and revised standards and free 
copies of the standards if it 
desires. A monthly newsletter 
that highlights new standards, 
new projects and what members 
of ASA are doing in standardiza- 
tion is sent to all members. They 
also receive notices of all meet- 
ings and many pamphlets relating 
to standards. The Magazine of 


Standards is sent to members 
monthly. This contains advance 
information that is happening in 
standards work in the United 
States and throughout the world. 

A membership in ASA entitles 
your company to take part in the 
Company Member Conference. 
This group is made up of repre- 
sentatives of the 2000 member 
companies of ASA who meet peri- 
odically to exchange information 
and ideas on standardization prob- 
lems. Often at these meetings, 
representatives tell of thousands 
of dollars saved in purchasing by 





to 
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5. Material 


9. 


SPECIFICATIONS FORM 


. Intent—Describes the material by name and its use 
- Kind—Describes number of kinds and types of material 
. Size—Details various sizes covered by the specification 


. Color—Specifies various colors where necessary 


and Workmanship—Describes these items in 


general 


. Chemical and Physical Requirements—Details the require- 


ments or refers to compliance with national standards 
(American Standard, ASTM specifications, or Federal), 
latest revision in effect at the time of invitation to bid 


. Sampling—Company’s minimum quantity to be taken for 


test purposes 


. Methods of Test—Requires that the article shall be tested 


in accordance with standard methods as prescribed or 
that the commodity meet requirements of a specific Ameri- 
can standard, or other national test method 


Packing—States that packing shall be in accord with best 
commercial practice or standards and when necessary 
give further details 


. Identification—Describes requirements as to marking ma- 


terial, containers, packing cartons, etc., with name, num- 
ber of contact or open market order, manufacturer’s name, 
size, type, quantity of material contained, etc. 


. Bid sample—Describes requirements as to the submission 


of samples by the bidder 


Appendix—Contains information for requisitioning depart- 
ments on the specification and its use 
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SPECIAL SERIES. 


Civil Engineering and Construction (pp 25-30) 


BINDERS FOR AMERICAN ST. 
each for CH ‘ i PH22 


¢ linear feet of shell 





KEEPING YOUR CO 
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CHANGE IN PRIC! 





ASA’s price list and index is a 
showcase for 1700 different Ameri- 
can Standards. They represent 
months and years of patient, earnest 
effort on the part of thousands of 
experts. 


using a particular American 
standard or company standard. 

These companies are proud of 
their standardization program 
and provide a fruitful exchange of 
information. They keep in close 
touch with ASA and if you need 
some advice on setting up your 
standards program, ASA will put 
you in touch with someone in 
these companies in your field. 

In addition ASA has a staff of 
engineers trained in standards 
techniques in almost every field 
to which standards lend them- 
selves: textiles, tools, machinery, 
motion pictures, photography, 
chemicals, electrical and elec- 
tronic products, building materi- 
als, gas appliances, air condition- 
ing and refrigeration, 
standards and others. 

3. A library of standards. Every 
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How to Purchase American Standards 


office- 


$100 00 











standards department must have 
a library of standards. In addition 
to company standards and specifi- 
cations from such societies as the 
American Society for Testing Ma- 
terials and national trade associa- 
tions or technical societies in 
your company’s field. These 
should include a complete set of 
the 1750 American Standards. 

These standards should be in- 
dexed, probably by the Dewey 
Decimal System, and should be 
made available to all departments 
for reference material. 

4. Courses in Standardization. 
Dr. John Gaillard, management 
ment counsel, formerly with the 
American Standards Association, 
conducts a_ standards seminar 
twice a year. Thus far about 300 
company men have attended the 
Gaillard Seminar which is held in 


the Engineering Societies Build- 
ing, in New York. Information 
may be obtained from Dr. Gail- 
lard at Box 273, Route 1, Briar- 
cliff Manor, New York. 

Columbia University offers a 
course in standardization in the 
fall and spring semesters each 
year. This course is taught by 
F. Crampton Frost of the ASA 
staff. Further information may be 
obtained from Office of University 
Admissions, 322 University Hall, 
Columbia University, New York 
27, N.Y. 

5. Visiting other companies. It 
is enlightening to visit other 
companies that have standards de- 
partments of long standing, espe- 
cially those which have coordin- 
ated their work with purchasing. 
Very often the members of a 
standard department or commit- 
tee can avoid mistakes and blind 
alleys by talking with similar 
groups who have had experience 
in a company standards program. 
Many of these companies might 
be willing, too, to be on-a stand- 
ards exchange program with your 
company. 

6. Standard catalog. In a large 
company this will carry standard 
descriptions of all items in store- 
houses together with latest applic- 
able specifications number, budget 
expense account number, com- 
modity code number, unit of issue 
and where the item is stored with- 
in the company. 

In a smaller company, the, 
standard materials to be regularly 
furnished throughout the com- 
pany from storeroom stock. 

Details of purchasing are con- 
siderably simplified by the in- 
formation contained in the catalog, 
inasmuch as under each stock 
number the approved vendors 
and the manufacturer’s catalog 
numbers are listed. Therefore, 
the necessity of referring to vari- 
ous catalogs for purchasing in- 
formation is eliminated. This helps 
the purchasing agent in dealing 
with sales representatives. He can 

(Please turn to page 174) 


This article was specially prepared for 
this standardization issue through the co- 
operation of the American Standards 
Association. It was written by Miss Doro- 
thy Denton of the ASA staff. Readers are 
urged to write directly to ASA at 70 East 
45th Street, New York 17, N.Y., for the 
latest information on standards. 
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The Supplier's Role 


42 


In Standardization 


The important part the vendor plays in standardization is 
not always realized or understood. Good suppliers have al- 
ways been strongly for standardization—to the point where 
many have actually been responsible for getting customers’ 

programs started. This applies not only to production items 
but to such things as packaging and MRO supplies. Two ma- 
jor manufacturers have prepared special articles for this is- 


sue*to give the vendor’s view on buying standards. The first, 
from the Timken Roller Bearing Company, deals with stand- 
ardization of bearings in the automotive industry. The sec- | 


a Bal 


ond, from Union Bag-Camp Paper Corporation, outlines the 
advantages of standardizing on multiwall paper bags. 


1. Labor, Materials Go Up; 


Standards Keep Prices Down 


T HE COST of a complete set 
of Timken Bearings in 1958 auto- 
mobiles is just about the same as 
it was on 1953 models despite a 
rise of 44% in labor rates and 24% 
in material costs. 

The secret of this accomplish- 
ment is standardization. It’s a 
story of close cooperation between 
Timken and purchasing, engineer- 
ing and executive personnel of 
the automotive industry in pro- 
moting and adopting standards. 

Prices were frozen during 
World War II at 1941 levels. But 
our company did not suffer cost 
increases because the emphasis 
of our volume production was on 
larger size truck bearings. Pre- 
war prices had been determined 
by much smaller truck volume 
and large volume passenger car 
bearing production. The effect of 
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the increase of production rates 
on the larger size bearings offset 
cost increases and permitted prof- 
itable operations. 

The end of the war saw a re- 
turn to our former pattern of 
production. As a result our profit 
position on both passenger car 
and truck sizes became unsatis- 
factory. This, coupled with rising 
material and labor costs, brought 
frequent and sizeable increases in 
bearing prices. 

We began studying the produc- 
tion of bearings by very highly 
mechanized methods to minimize 
labor content in the cost struc- 
ture. We found it would require 
very high volume production to 
make this concept pay off. Re- 
viewing the markets existing on 
our many sizes of bearings, we 
saw that none of our volume was 


sufficient to properly tool and 
operate a plant of this type. The 
sales department was then brought 
into the problem. And we 
launched a program to get cus- 
tomers to standardize on a few 
sizes of tapered bearings that 
could be produced on highly 
mechanized pilot lines. 

An obvious target for stand- 
ardization in the volume automo- 
bile industry was front wheels. 
Our automotive division engineer- 
ing department developed a set 
of new front wheel bearings that 
would accommodate approximate- 
ly 95% of the passenger cars pro- 
duced in this country. 

This first attempt at standardi- 
zation bore fruit on the 1949 mod- 
els. Most of the light and medium 
priced automobiles using tapered 
roller bearings on front wheels 
adopted these standardized bear- 
ings that year. Fourteen different 
sizes of tapered bearings had been 
used in these applications. We 
achieved standardization of most 
of our customers’ usage on two 
bearing series. This permitted our 
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Photo courtesy Timken Bearing Co. 





Customers’ standardization permits a high degree of mechanization of sup- 
pliers’ production lines. Only a few men are needed to tend the machines 


on these five cone lines. 


mechanized pilot production lines 
to properly tool for long produc- 
tion runs. Important production 
cost savings resulted. These stand- 
ardized front wheel bearings were 
used on automobile production 
from 1949 through 1954. 


New Cost Reductions Sought 


Our success in reducing pro- 
duction costs and selling prices 
of these front wheel bearings 
suggested greater standardization 
at other positions in the automo- 
bile chassis. We decided to build 
a completely new mechanized 
bearing plant at Bucyrus, Ohio 
Necessary funds were allocated 
for the construction of 5 mecha- 
nized cup lines and following their 
completion, plans called for buil4- 
ing 6 mechanized cone lines. 

Early in 1954 all bearing appli- 
cations on the automobile chassis 
were reviewed. Each manufactur- 
er’s designs were studied to see 


how to standardize with minimum 
preblems to Timken customers. 
As a result of this study, it was 
decided to promote 13 series of 
tapered bearings te be produced 
at Bucyrus as standardized, low- 
cost sizes for Timken customers. 
This list of bearings, which be- 
came known as the “green light” 
series, involved nine newly de- 
signed bearings as well as four 
previously existing sizes. At- 
tractive selling prices were estab- 
lished on these series to attract 
customer interest. 

At this time another new set of 
standardized front wheel bearings 
was introduced as well as new 
bearings for axle differential and 
pinion positions. New emphasis 
was placed upon attracting all 
customer usage to common sizes 
for rear wheel and steering gear 
positions. Efforts were made to 
eliminate all excess material in 


the bearings, reducing sections 


2. Packaging Standards Aid 


A MULTI-PLANT processing 
company using about 20 million 
paper bags a year is saving thou- 
sands of dollars annually after 
dropping many “special” size bags 
and switching to standards. 


1 


Both Buyer and Seller 


Working with its major sup- 
plier, Union Bag-Camp Paper 
Corporation, the company cut the 
number of bag sizes it uses from 
85 to 60. The change simplified 
inventory control, reduced its 





widths to minimums while 
still providing the load carrying 
capacities required. Necessary 
bore diameters were established 
and outside diameters held to a, 
minimum. This kept down the 
cost of materials. With the ex- 
pected results of mechanized pro- 
cuction, our customers were thus 
assured of low future 
they would standardize. 

Executive and, _— purchasing 
groups helped our sales person- 
nel considerably in promoting 
these lower bearings. Use 
of the bearings began on the 1955 
models. 1958 models show an al- 
most complete adoption of the 
standardized bearings Timken in- 
troduced. 


and 


costs. if 


cost 


Volume Production Possible 


Once the automobile industry 
had indicated it would adopt the 
standardized “green light” bear- 
ings, these same sizes were in- 
troduced to all industrial cus- 
tomers. Sizeable volume was add- 
ed to the automotive industry's 
requirements as many industrial 
users of Timken bearings adopted 
the same “green light” sizes. Sim- 
ilarly, light trucks have adopted 
these bearings, with the result 
that at the present time a sizeable 
volume on a few sizes of tapered 
bearings has been created for the 
Bucyrus operation. 

In short, the cooperation of cus- 
tomer engineering, executive and 
purchasing personnel with Tim- 
ken’s aggressive efforts has ac- 
complished savings in tapered 
bearing costs for industry of mil- 
lions of dollars yearly. And there 
was no sacrifice in quality or per- 
formance—it was actually 
proved! 


im- 


standing investment in bags, cut 
packaging costs and released val- 
uable storage space. The whole 
program — including suggestions 
for improved materials handling 
and packaging equipment that 
developed—is saving about $100,- 
000 annually. 

But what’s the moral 
story for industrial P.A.’s? 

Most industrial purchasing 
agents don’t buy 20 million paper 


of the 
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bags a year, of course. But they 
buy enough to make themselves 
ome substantial savings if they'll 
investigate standardization. 
Today, more than 400 different 
industrial products are packaged 
in multiwall paper Yet 
standardization has made relative- 
ly litthe headway Many, 


standard 


bags. 


many, 
companies haven't even 
zed on a bag for the same product 
packaged in different 
plants! One study of a supplier’s 
production shows that of the hun- 
dreds of different bag sizes being 
purchased .only 10% were re- 
quired to fill 50% of orders 
ceived. The other 50% of 
had to be filled from the remain- 
ing 90% of the sizes, 


company 


re- 


orders 


It’s not generally appreciated, 
but suppliers are just as much in 
standardization as the 


purchasing 


favor ol 


most enthusiastic 


agent. Both buyer and seller prof- 
it from standardization. 

The idea of bag standardization 
isn’t new. Grocery bags, for ex- 


ample, have been standardized for 


years—but in all dimensions. This 
type of standardization would nat- 
urally be too restrictive for in 


dustrial use. But there still re 


' 
mains a tremendous area for de- 


velopment of standard In only 
two dimensions of a bag 


At least 
] ; 


left as a variable. F 


one or 
one dimension Can be 
rom a Manu 
} 

aimen 


on is usually more critical than 


facturing standpoint, one 


another. This varies by bag t 


The critical dimension the one 


that causes the most down-time 
in a bag machine change 
The other dimensions in bag 


tandardization terminology 


are 
semi-critical and flexible. The for- 


] 


mer is one that doesn’t result in 


as much bag machine down-time 
when it is changed as the critical 
dimension does. The latter is the 
easiest dimension to change. It is 
usually the bag length 


How The Buyer Saves 


It’s not hard to figure the ad- 


vantages of bag standardization 
for the buyer. Combining of or 
ders means volume purchases and 
lower prices; inventories are re- 
duced and made interchangeable; 
delivery from vendors is generally 
better 

gut an even better appreciation 


and understanding of standardiza- 
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tion can be had if you look at it 
from the supplier’s point of view. 
the 
that bag producers can give you 
better delivery and better service 
when you standardize. 

@ Their changeovers on equip- 
ment are reduced, saving not only 
change time but start-up and set- 


tling down time. Higher speeds 


Here are some of reasons 


will be attained if runs are long- 
er. Set-up and start-up waste is 
substantial. Excellent mechanics 
are needed to handle changeovers 
and start-ups effectively, while a 
person with average skill can keep 
them running well 

@ Equipment is 
and can be run at faster 

And fewer mean 
fewer roll widths and less paper 
work. Paper can be more effec- 


tively stored and total tons car- 


in operation 
nore 


speeds S1zes 


ried will be less. With fewer sizes 
there will be uniform use 
by size and less paper needed in 
reserve for contingencies. 


@ Quality is 


more 


improved and 








made more consistent by a reduc- 
tion of start-up periods, since it 
is at this point that quality varies 
most. 

@ Plant personnel are utilized 
better. Losses occurring during 
set-ups, when other work must 
be provided for some of the oper- 
ating crew (and isn’t always avail- 
able) are reduced. 

@ Customer service is im- 
proved since dependable 
schedules and shipping dates can 
be provided. Spot business can 
be accepted with less upset of 
schedules. 

If you’re working on or con- 
sidering standardization, don’t 
overlook packaging. You may be 
getting dramatic benefits 
standardizing on components or 
materials you use in greater vol- 
ume. But you can get proportion- 
ately the same savings and other 
advantages with items like bags 
that you may now be overlooking. 
Your supplier saves with stand- 
ardization—why shouldn't you? 


more 


from 


Photo courtesy Union Bag—Camp 


Paper Corp 


Orders for standard items cut down on equipment changeovers, keep ma- 
chines running longer at higher speeds. Quality of bags varies most during 
start-up periods, is stable during long run. 
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Should We Standardize 


- Purchasing Forms? 
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A NEW DRIVE for industry- PURCHASE ORDER 


wide standardization of forms— 














onn-Ouriven 
particularly those related to pur- a 2900 GLASCOCK ST. OAKLAND 1. CALIF pare 
chasing—seems to be in the mak- saute a Lenemen 
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The idea isn’t new. On and off 
during the Twenties, the National 


ORIGINAL AND COPIES OF BUA OF LADING 


| COPS OF PACKING LIST 


ORIGINAL RECEIPTED TRANSPORTATION BILL 





Association of Purchasing Agents, 
for example, fought for a uniform 
invoice for industry. And it had 
powerful support from the De- 
partment of Commerce Bureau of 
Standards. But the campaign had 
a lot of steam taken out of it when 
a few big companies wouldn't 
even consider a standard form. 
For the past few years the idea 
lay dormant—although it is still 
officially listed by the Commerce 
Department as a “simplified prac- 
tice recommendation.” 

Latest signs of a revival of in- 
terest in standardized forms fol- 
lowed publication of the article 
“Why Not Make Purchase Or- 
ders Horizontal?” (PuRCHASING, 
February 3, 1958, page 85). 
The article described how one 
purchasing department uses pur- 
chase orders horizontally printed 
and typed to make it easier for 
buyers to read information from 
them without pulling them out 
and turning them over. 

Reaction was immediate and 
strong. A number of readers have 
written protesting that such a de- 
velopment really serves no useful 
purpose and more likely repre- 
sents a whim of some purchasing 
agent. 

One of the most articulate crit- 
ics is R. G. Runyan, P. A. for 
Dorr-Oliver Inc., in Oakland, 
Calif. One of his pet peeves, says 
Runyan, is the organization that 
persists in developing and using 
forms that vary from the stand- 
ard 842” wide size, printed ver- 
tically. 
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“Files are neater and easier to keep if the papers behind the 
purchase order are all the same size. We, like most purchasing 
departments, have selected the 812” x 11” purchase order. Let’s 
keep it that way in the interests of standardization.” 


“What good is it to be able to 
read the order in the drawer?” 
he asks. “Few files are arranged 
in such a manner that you can 
read forms without taking them 
out. And most of the time when 
someone goes to file for a pur- 
chase order he wants to do more 
than just look at. He wants to 
use it for some other purpose. 

“Actually, efforts by a few to 
promote forms of a size different 
from that used by the majority 
merely cause confusion and con- 
sternation. Once in a while, we 
receive such forms that must be 
filed behind purchase orders. 
Then we have to fold or cut these 
forms to conform to our purchase 
order, which is extremely annoy- 
ing. 

“We have standardized on the 
8%” wide by 11” long sheets of 
paper. So have a lot of other 
people. Let’s keep it that way in 


the interest of standardization. 

“T suggest PurcHAsInc Maga- 
zine start a campaign to persuade 
everyone to use at least an 842” 
wide paper for their forms.” 

Mr. ‘Runyan is not alone in his 
sentiments. A number of other 
P.A.’s not only agree with him, 
but suggest a determined effort 
to spread standardization to other 
items. There appears to be a re- 
surgence of sentiment for having 
uniformity of size and basic in- 
formation on invoices. There are 
even a few lonely voices still call- 
ing for standardiaztion of catalog 
sizes. 

Standardization is making great 
strides in the manufacturing area. 
It remains to be seen whether 
enough purchasing agents feel 
strongly enough and_ wield 
enough influence to advance it on 
the administrative end of busi- 
ness. 
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A New Employment Service 


For Purchasing People 


W E ARE happy to announce a new service for purchasing personnel 
—a free listing of positions wanted and positions available in industry. 

Beginning with the June 9 issue, PurcHastnc Magazine will give 
prominent listing of all pertinent qualifications of any buyer or pur- 
chasing agent seeking employment. In addition, it will list job descrip- 
tions and requirements for any firm seeking to fill a purchasing posi- 
tion. 

This employment service will be a feature of every issue. It will 
appear on the page immediately preceding the Advertisers’ Index. 

This special new service is an outgrowth of the hundreds of in- 
quiries received by the editors of PurcHasinc Magazine over the 
years, It has always been our desire to bring together the capable pur- 
chasing man looking to change or relocate and the company searching 
for the right man. We feel that both interests can best be served by 
doing this publicly in the open market-place. 

It should prove to be a boon to applicant and employer alike. No- 
where else is there the opportunity for each of these individuals to 
meet on common ground. We urge you to take advantage of it and will 
print each one as space permits. 

Please read the special instructions below on how to list your FREE 
advertisement in PurcHAsinc Magazine. 


Ray Richards 
Publisher 





To Job Applicants: To Employers: 


All inquiries will be held strictly confidential 
and each will be assigned a box number for easy 
and private identification. All responses to the 
advertisement will be forwarded directly to you 
at any place you designate. 

No resumes or detailed purchasing experience 
will be accepted for publication. A special form 
is available to provide the information necessary 
for the listing and only those using this form 
will be printed. 

Forms may be procured by writing Employ- 
ment Service Department, PurcHASING Magazine, 


205 East 42nd Street, New York 17, New York. 
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If you are looking for a buyer with specialized 
ability, a purchasing agent to manage a depart- 
ment, or a director of purchases to operate on a 
vice presidential level — all of them will be read- 
ing this page to see what you have to offer. 

The name and location of your company will be 
included in this advertisement, unless otherwise 
requested. In order to receive this FREE listing 
you must use a special form which can be ob- 
tained by writing to Employment Service De- 
partment, PurcHasinc Magazine, 205 East 42nd 
Street, New York 17, New York. 
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What the P. A. Should Know About 


Die Castings 


By T. C. DuMond 
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After being removed from the die, 
the casting is trimmed of unwasted 
flash in a second operation. This par- 
ticular part required only a minor 
machining operation to make it 
ready for use. 
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This is the seventh in a series of 
articles on the technical aspects 
of purchasing. The material that 
will be presented is meant to 
provide a “refresher course” for 
experienced buyers and _ basic 
instruction-.for trainees or buy- 
ers new to specific commodities. 
Mr. DuMond is the author of 
the well-known book, ‘“Fabri- 
cated Materials and Parts” 
(Reinhold Publishing Corp., 
New York). A mechanical en- 
gineer, he has spent many years 
in technical writing and editing. 
He has published two other 
books on engineering materials 
and fabricated shapes. 





Ly THE earlier articles in this 
series we have considered most of 
the casting processes, all of which 
had one point in common. All are 
produced by gravity pouring 
methods. Now we are about to 
discuss another type of casting in 
which molten metal is forced into 
a die to create the desired form. 
In addition, die casting has other 
attributes which permit it to be 
classed among the high produc- 
tion methods available to in- 
dustry. 

For one thing, die casting is 
more nearly automatic than other 
casting processes. The combina- 
tion of machine operation and 
pressure filling of dies makes pos- 
sible high production rates that 
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One example of the possible com- 
plexity of die castings is this auto- 
matic transmission housing. Here 
the casting is shown as it is ejected 
from the die shown in the back- 
ground. 


> 


compare favorably with other 


high In _ short, 
die casting combines many of the 
the 

methods with the high produc- 


speed processes 


favorable casting 


aspects of 
tion capabilities of the machine 
fabricating processes 

In its early days, die castings 
were made primarily of lead and 
tin. Today these materials are lit- 
tle used as die castings. In their 
place we now use zinc, aluminum, 
nagnesium, and to a growing ex- 
tent some of the copper alloys 
Steels. 
ing point alloys are not made as 


irons and other high melt- 


die castings, primarily because at 
the temperatures 
life would be 
extent that would make tooling 
costs prohibitive. 

It would be virtually impossi- 


involved 
shortened to an 


ble to list the myriad of parts pro- 
duced as die castings. However, 
the uses range from tiny zipper 
teeth weighing a fraction of an 


ounce, to massive automotive 
radiator grilles. Recent improve- 
} 
ments in die making techniques 
permit highly complex shapes to 
be produced and enable die cast- 
ing to compete, for example, with 
plaster mold 


castings on such 


parts as automatic transmission 


parts for automobiles 
The Process 


In die casting, parts are pro- 
duced in machines which force 
metals into the die cavities by 
means of various pressure meth- 
ods. Large parts are made in dies 
which produce one casting at a 
‘time. Small 


made in multiple cavity dies cap- 


parts are usually 
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die 


able of turning out many identi- 
cal parts in one cycle of the ma- 
chine. There are several types of 
machines in use, the particular 
type depends upon the metal be- 


ing cast. 


Pressures used to force metal 
into dies range from 3,000 pounds 
per square inch up to as high as 
25,000 pounds per square inch. In 
most types of operations a rate of 
120 die fillings an hour is good, 
although rates as high as 300 fill- 
ings an hour have been achieved. 
Production rates of actual parts 
can be computed by multiplying 
the production rate by the cavi- 
ties in the die. 

Only a few simple steps are 
necessary to make as-cast shapes 
ready for use. They must first be 
trimmed of die flash and cut from 
sprues and perhaps punched or 
drilled. If they are to be plated 





or otherwise finished they must 
be cleaned. Usually, the trimming 
operations are performed by the 
die caster. 
Where 


must be 


dimensional tolerances 
than ordinarily 
possible in the process, machining 
is used. Tapping and threading 
are more frequently provided 
through machining because of the 
cost aspect, although it is possi- 
ble to cast threaded sections. 


closer 


Cost Factors 


Die casting costs go down as 
quantities increase, granting that 
the part is suited to the process. 
When quantities are low costs can 
be excessive. On the other hand 
when quantities are high, die cast- 
ing becomes one of the most eco- 
nomical production processes. 

Major cost 
clude: 


considerations in- 
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Materials —Cost of materials 
fall into the ‘moderate category. 
Normally materials range upward 
in price from about fifteen cents 
a pound. 

Die Costs—Partially because of 
pressures involved, but also be- 
cause of finishes required and 
relative complexities, die costs 
are high. A minimum cost of a 
few hundred dollars for reason- 
ably simple shapes can climb to 
many thousands of dollars for 
larger and more complex dies. For 
this reason, quantities must be 
rather high to overcome these 
initial costs. Where tremendous 
amounts of machining can be 
eliminated, die costs might be 
justified for only a few pieces. 

Labor Costs—Much of the labor 
required for die casting is skilled, 
but labor costs per casting are 
usually relatively low because of 
the large quantities produced at 
high speeds. 

Finishing — Finishing costs on 
die castings are usually quite low, 
being restricted basically to a 
simple flash trimming operation. 
Cleaning is sometimes required, 
especially if parts are to be paint- 
ed or plated. 

Scrap Loss—Most process scrap 
generated in die casting can be 
saved and reused, thus keeping 
scrap losses to a minimum. 

In all, about six different groups 
of metals are used to produce die 
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castings. These include alloys of 
lead, tin, zinc, aluminum, mag- 
nesium and copper. The first three 
listed have relatively low melt- 
ing points and the others fairly 
high. As melting points increase, 
dies must be made of stronger 
materials which are resistant to 


the erasive action of molten. 
metals. 

Materials Used 
Copper alloys provided the 


highest strength of all die cast 
metals, but they are also most 
difficult to cast. On any basis 
aluminum and zinc alloys are the 
most extensively used, in many 
cases interchangeably. In the case 
of decorative parts, current prices 
often determine which metal is 
to be used. Where extreme light- 
ness is a factor, magnesium is 
frequently used. Lead and tin are 
not generally used for mechanical 
parts because of their low 
strength levels. 
Zinc Alloys are easiest to cast 
and have satisfactory mechani- 
cal properties. They also repro- 
duce the surface finish of the 
dies and are easily plated. 
Aluminum Alloys approximate 
zine alloys in cost, but require 
more expensive dies and slow- 
er casting cycles. Part of the 
high casting cost is due to 
shrinkage of the metal during 
solidification. 


SSW SS SC Sws OV we 


Some of the fine detail, such as cool- 
ing fins and perfectly positioned and 
sized holes can be seen in this close- 
up view. The casting is made of a 
special aluminum alloy. 
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Magnesium Alloys can be used 
interchangeably as far as dies 
and equipment are considered. 
Of all commonly used materials, 
magnesium alloys are easiest 
to cast. 

Copper-base alloys are not only 
the strongest, but also the most 
expensive to cast because of 
short die life caused by erosion 
of the molten metal. Alloys of 
this group are desired where 
wear conditions are such that 
the other metals will not stand 


up. 

Lead and Tin Alloys are easily 
cast by die casting methods, but 
both are lacking in strength 
properties needed for mechani- 
cal applications. Lead is used 
where good corrosion resistance 
and high density are required. 
Tin also has excellent resistance 
to corrosion and can be cast to 
extremely close dimensional 
tolerances. 


Advantages and Limitations 


The die casting process has the 
strong advantages of being able 
to produce parts at high speeds 
and make them to close tolerances 
and with smooth surfaces. Some 
types of coring can be used to 
help in producing complex shapes. 
Too, thin sections can be cast. 

Die castings when properly de- 
signed and applied can be ex- 
tremely low in cost per piece. The 
low cost results from relatively 
low materials costs, low labor 
costs and an almost complete 
absence of scrap loss. 

Some of the materials used in 
die castings are stronger in this 
form than they are in sand cast- 
ings, probably due to the chilling 
effect of relatively cold die. 

These advantages are often suf- 
ficient to justify the use of die 
castings. However, there are sev- 
eral limitations inherent in the 
process which a prospective user 
should be aware of. They include: 

1. Extremely high die costs, 

which require large quanti- 
ties of parts for maximum 
economy. 
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A variety of aluminum die castings 
is used in automatic transmissions. 
All parts are shown without machin- 
ing, but after trimming. 


2. The process is restricted to 
a relatively few nonferrous 
metals. 

3. Complex cannot be 
used without extremely cost- 
ly dies which are likely to 
slow down the production 
cycle. 

4. Porosity is often present in 
many die castings. Recent 
developments such as vac- 
uum die casting are helping 
to overcome this problem. 

5. Size is limited by dies and 
machines. Although not yet 
produced commercially, ex- 
perimental die castings as 
large as automotive engine 


coring 


blocks have been made suc- 


cessfully. 

6. Highly skilled labor is re- 
quired. Although less help 
is needed than in some other 
common methods the cost is 
high. Thus high production 
is required. 

. Investment required to set 
up a die casting operation is 


high. 


Sizes and Tolerances 


-~] 


As sizes of machines increase 
and melting and die making tech- 
niques improve it becomes possi- 
ble to produce larger die castings. 
Basically these improvements are 
for special projects. Thus, most 
die castings fall into certain limits 
imposed by standard machines. 
Weight is most frequently used 
as the restrictive limit. Within 
the weight limits, parts cannot be 
excessively long or excessively 
thick, because the machines could 
not produce such parts satisfac- 
torily. 

For zinc alloys the commonly 
accepted top weight limit is 35 
pounds; usually 20 pounds is the 
maximum in aluminum, although 
some 50 pound parts have been 
made. A top weight of about 10 
pounds is the limit for magnesium. 
Most copper-base alloys are rela- 
tively small. 

In die castings, dimensional 
tolerances are generally stated in 
inches per inch of length. In zinc, 
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tolerances of plus or minus 0.001 


inch per inch is common. In 


aluminum and magnesium toler- 


‘ ances are closer to plus or minus 


0.0015 inch per inch. 

Die casting is capable of pro- 
ducing sections much thinner than 
most other cast processes because 
the pressures used ‘force metal 
through narrow die openings. 
Even though this is true, thin 
sections can create casting prob- 
lems. Thus in larger castings the 
following minimum wall thick- 
are recommended: zinc, 
0.050 inch; aluminum and mag- 
nesium, 0.080 inch. Thickness can 
be less in small die castings, for 
example 0.015 inch in zine and 


nesses 


0.050 inch for magnesium and 
aluminum. 
When to Choose 
Under special circumstances, 


one might be justified in making 
simple shapes as die castings 
when as few as 500 parts are in- 
volved. Such conditions are rare, 
though, and as complexity in- 
creases so does the lower limit of 
the optimum quantity required 
for economical production. Al- 
though die casting is usually, and 
accurately, considered to be a 
method for high quantity produc- 
tion, some large complex shapes 
have been made in small quanti- 
ties at suitable cost levels. 

It is virtually impossible to es- 








tablish hard and fast rules to 
determine when and where “die 
castings should be used. If the 
proposed use of a part permits 
it to be made of the materials 
suited to die casting, it is quite 
possible that the method can be 
used. It might be necessary to 
make an extremely complex part 
as two or more die castings which 
are subsequently joined together. 
In most instances when a-part is 
converted to die casting some re- 
design might be necessary to 
make it best fit the process. 

Some idea of the universal 
range of applications can be 
gained by superficial listing of 
commonly used die castings. Zinc 
die castings are used in thousands 
of shapes and sizes ranging from 
massive automobile parts to deli- 
cate surgical instruments and 
including typewriter frames, 
telephones and many kinds of 
hardware. Aluminum alloy die 
castings are used extensively in 
optical and photographic equip- 
ment, electric motors, automotive 
parts and business machines. Ex- 
tensive use of magnesium alloy 
die castings is to be found in type- 
writers, office machines, aircraft 
instruments and textile machines. 
Copper-base alloys are used for 
die casting such products as 
plumbing fixtures, switch parts, 
gears, pump impellers and bear- 
ing retainers. 
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Buyer Development Pays Off 


By John Van Deventer 


Buyer development at Liebmann Breweries is more 


than a fancy label for vague training. It's a hard 


hitting program that’s really paying off 


buying and better purchasing management. 


Berrer BUYERS have tobe 
developed. That’s the philosophy 
behind the buyer development 
program at Liebmann Breweries, 
Brooklyn, N.Y., maker of Rhein- 
gold beer. 

Walter Oberstebrink, director of 
purchases for Liebmann, put this 
philosophy into action last year 
when he decided his three buyers 
were too specialized and not do- 
ing enough actual buying. At the 
time one buyer did all the expe- 
diting, another handled price quo- 
tations and processed all purchase 
orders, and the third took care of 
accounts payable. All requisitions 
went through Oberstebrink and 
he selected the vendors. He also 
did most of the sales interviewing. 

“In short, the buyers weren’t 
doing much buying,” says Ober- 
stebrink. “We had specialists but 
no all-around buyers. This made 
for a casual approach to purchas- 
ing. The emphasis wasn’t on good 
buying.” 


Cut Clerical Work 


To put his buyer development 
philosophy into action, Oberste- 
brink first relieved his buyers of 
as much clerical work as possible. 
In line with this, he convinced 
management that accounts pay- 
able should be handled by ac- 
counting. Next, he divided his 
organization by commodity classi- 
fications, and made his buyers 
responsible for the full purchasing 
cycle on the commodities they 
bought. The buyers now inter- 
view the vendors and place the 
orders. They’re also responsible 
for rating suppliers and do their 
own expediting. 
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As an aid in rating suppliers, 
Oberstebrink made up a vendor 
evaluation card, which the buyer 
fills out whenever a vendor makes 
his first call. The buyer records 
basic information about the ven- 
dors such as the products they 
make, the number of trucks they 
have, and whether they carry per- 
sonal liability insurance. 

“Having the buyer evaluate his 


.vendors this way helps him con- 


duct a more intelligent interview,” 
says Oberstebrink. “He can 
right to work without spending a 
lot of time analyzing the weather.” 

Oberstebrink believes in giving 
all new vendors a break. “After 
all,” he points out, “they’re all 
potential Rheingold drinkers.” 

If a vendor merits considera- 
tion he’s tried out a few times and 
is then given a rating. “We don’t 


get 


in. better 


attempt to tell all suppliers their 
rating,’ continues Oberstebrink, 
“but if one gets a bad rating we 
call him in.” 


Buyer Expediting 


Each buyer makes an entry on 
an expediting sheet whenever he 
places an order. This, in effect, 
makes him review his orders 
daily. “Expediting is less of a 
problem when the buyers are re- 
sponsible for their own follow-up,” 
says Oberstebrink. “It makes 
them more concerned about get- 
ting on-time delivery.” 

Each day a girl goes through 
the orders that are due and gives 
the ones that need action to the 
appropriate buyer. “I: put a lot 
of stress on expediting,” says 
Oberstebrink, “because the other 
departments are primarily con- 





Director of Purchases Walt Oberstebrink has found his 
buyer development program paying off in two ways: 
better buyers and a better run department. 
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Buyers fill out this savings report form on all savings 
that don’t stem from routine purchasing procedure. 
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Buyers use this card to rate their suppliers. 


cerned about getting their goods 
on time.” 

To keep his buyer development 
Oberstebrink 
holds periodic meetings with his 
staff. He has a weekly meeting 
with individual buyers, at which 
each one reports on 
work: the status of his 
orders as shown by his expediting 
sheet, the number of interviews 
held, calls received, etc., and any 
he’s made. Savings 
written up on a special form (see 


program active, 


three areas 


of his 
savings are 
cut). The buyer's progress is then 
discussed. 


Twice a month, Oberstebrink 
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meets jointly with all his buyers 
A standard feature of this meet- 
ing is a 15 minute talk by one of 
the buyers on how to purchase 
a specific commodity. The talks 
are written out and then filed. 

“This basic file of talks will be 
particularly helpful when we start 
rotating commodities among the 
buyers,” Oberstebrink. 
“When a buyer gets a commodity 
he hasn’t handled before, he can 
check the file for information on 
how to buy it.” 


Says 


Oberstebrink says his plans call 
for rotating buyers every six 


months. “While there’s a certain 





loss of efficiency with buyer ro- 
tation,” he adds, “the 
and the objectivity 
gained by the buyer more than 
makes up for it.” 


loss is 


temporary, 


Creative Purchasing 


Oberstebrink’s buyer develop- 
program has done more than just 
make better buyers. Giving the 
buyers purchasing re- 
sponsibility has allowed Oberste- 
brink to 


creative 


greater 
devote more time to 
purchasing. Here’s an 
example of how this has paid off. 

A savings of over $100,000 made 
on beer cartons. This is the result 
of close work between purchasing 
and sales, which included a mar- 
ket research study Oberstebrink 
made at supermarkets and other 
Rheingold retailers. Oberstebrink 
went into the and asked 
both storekeepers and customers 
for their comments on the Rhein- 
gold beer cartons. 

The study indicated an im- 
provement could be made by 
using a carton with cut-out sec- 
tions to chill beer cans more 
quickly. Oberstebrink found a 
vendor who developed such a beer 
carton. The reduction in paper 
used in the carton and the elimi-. 
nation of a gluing operation pro- 
duced the savings. 

With his additional time for 
thinking, Oberstebrink 
has, of course, accomplished many 
things that can’t be measured in 


stores 


creative 


dollars and cents. For example, 
he made up a purchasing policy 
manual, a welcome booklet, and 
a complaint to purchasing form 
which other departments use to 
report unsatisfactory material or 
Now designing a 
traveling requisition and putting 


services. he’s 


a standardization program into 
effect. 
Thus buyer development at 


Liebmann is paying off in both 
better buyers and a better run 


department. 
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Every Purchase Carries 


An Implied Warranty 


Even if you don’t get a written guarantee, you might have a valid 
implied warranty. It depends upon how the goods are used and 
whether they’re made-to-order or off-the-shelf. 


By Albert Woodruff Gray 


Worn THE growing sales vol- 
umn of trade-marked goods and 
brand names the old law that no 
implied warranty of fitness for 
the purpose of the buyer lies in 
the sale of a known, described 
and definite article, takes on added 
emphasis. 

“If a man says to another,” 
commented long ago an English 
judge, “‘Sell me a horse fit to 
carry me,’ and the other sells a 
horse which he knows to be unfit 
to ride, he may be liable for the 
consequences. On the other hand, 
if the man says, ‘Sell me that grey 
horse to ride,’ and the other sells 
it knowing the buyer cannot ride 
it, he would not be liable for the 
consequences.” 


Made to Order 


During the early years of the 
last century in another case be- 
fore an English court suit had 
been brought for the price of an 







| wont o refund. 

This dog is no good. 
He won't bring my 
slippers, and he won't 
get the paper. 
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“Ollivant’s patent printing ma- 
chine,” used in stamping fabric 
in two colors. Refusal of the pur- 
chaser to pay agreed price was 
based on the contention that he 
had found the machine useless for 
color printing. 

To the patentee of this machine 
who was a cotton printer, the pur- 
chaser had said he wanted a two 
color machine and had received 
from the seller an estimate of the 
cost. Later an agreement had been 
made for the purchase and con- 
firmed by the seller in writing. 
“T undertake to make you a two 
color printing machine on my 
patent principle.” To this had 
been added the specifications and 


price. 


When it was installed it failed 
to function to the satisfaction of 
the buyer and he refused to pay. 
From a judgment against him the 
purchaser appealed. In sustaining 
that judgment the court said, 





 ~=Who said 


he would? 











WARRANTY APPLIES ONLY TO THE ARTICLES GENERAL UTILITY. 
IT. DOES NOT APPLY TO SPECIAL APPLICATIONS BY THE BUYER. 


“If the patented, two color print- 
ing machine was a known, ascer- 
tained article the purchaser, hav- 
ing ordered one, must pay for it, 
whether it answers his purpose 
or not. But if it was not a known, 
ascertained article and the pur- 
chaser ordered a machine for 
printing two colors, and the seller 
undertook to supply it, he could 
not recover the price unless the 
machine supplied was reasonably - 
fit for the purpose for which it 
was ordered.” 

In New York State a few years 
after this English decision had 
been rendered an iron manufac- 
turer in Poughkeepsie agreed to 
sell a dealer 800 gross tons of No. 
1 and No. 2 Poughkeepsie foundry 
pig iron, cash on delivery at the 
Poughkeepsie wharf. 

When the iron was delivered 
the purchaser refused to pay as 
agreed, complaining of the qual- 
ity of the iron and that it was 
not suitable for his use in the 
manufacture of stoves. From a 
judgment for, the iron manufac- 
turer the purchaser appealed. 
Here in another garb was that 
rule of law laid down long ago 
governing the seller’s liability in 
the sale of the horse. 


Specific Goods 


“The buyer contracted with the 
seller for 800 tons, not of No. 1 
and No. 2 iron generally, but for 
iron known as Nos. 1 and 2 of 
the Poughkeepsie furnace. Wheth- 
er it was good or poor, hard.or 
soft, would make good stove cast- 
ings or poor ones, was not at all 
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NIBROC 


THE BALANCED TOWEL 


be Whatever your preference, your dollar 

f wT) buys maximum value in Nibroc towels. 

yg Choose from Nibroc in the natural shade 

oss; } (multi-fold and single-fold) and Nibroc. 

white in the new “white magic” finish (multifold and 
C-fold). ; 

Why do Nibroc towels mean extra savings for you? 

. Because no other towel combines in such perfect balance 

these three essential qualities—absorbency, wet strength, 

softness. Lint-free performance, too. And you save even 

more when you buy with Nibroc Sofwite® or Softan® 

tissue. Look under “Paper Towels” in Yellow Pages for 

name of nearest distributor. Or, write Dept. GN-4,Boston. 





BROWN | COMPANY 


150 Causeway Street, Boston 14, Mass. 
Mills: Berlin & Gorham, New Hampshire 
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This - is for the birds 




















I 
/ / 


You see what | mean 





GOODS MADE FOR A SPECIFIC PURPOSE CARRY A 
WARRANTY OF FITNESS FOR THAT PURPOSE. 


in question. Whether it was as 
good as the iron made at other 
factories, whether it was above or 
below the average, was not im- 
portant. 

“It was as if they had con- 
tracted with a farmer for 800 
bushels of yellow corn to be raised 
on his farm in a certain town, or 
800 bushels of winter wheat to be 
raised on a particular lot, or the 
apples from a tree in his orchard. 


Known Article 


“Such a contract assumes that 
the parties know what is the 
character of the article to be 
there produced. They select a 
particular standard and do not 
rely either upon its merchantable 
character or upon its productive 
quality. If the particular iron, 
corn, wheat or apples thus to be 
produced, is furnished to the 
buyer, the contract is performed.” 

Only a few years after the New 
York Court of Appeals made this 
decision in relation to the absence 
of warranties of fitness in the sale 
of designated and specific articles, 
that same rule of law came before 
the United States Supreme Court 
for consideration. 

From a manufacturer of re- 
frigerating machinery a New 
York State brewer contracted for 
the purchase of, “A No. 2 size 
refrigerating machine as_ con- 
structed by said party of the first 
part.” 

It was contended by the pur- 
chaser in his defense to the suit 
by the manufacturer for the price, 
that the machine was worthless 
and incapable of producing the re- 
sults as represented by the sales- 
men of the manufacturer. From 


90 


the judgment against him for the 
price stipulated in the contract 
an appeal was taken by the pur- 
chaser to the United States Su- 
preme Court. That judgment was 
affirmed in a decision that has 
since become an authority in the 
application of this principle of 
law. 


Werranty of Fitness 


Of the defense of a lack of 
fitness of this refrigerating ma- 
chinery for the purpose it was 
intended, that court said, “The 
rule invoked that where a manu- 
facturer contracts to supply an 
article which he manufactures, to 
be applied to a particular purpose, 
so that the buyer necessarily 
trusts to the judgment of the man- 
ufacturer, the law implies a prom- 
ise or undertaking on his part 
that the article so manufactured 
and sold by him for a specific pur- 
pose and to be used in a particular 
way, is reasonably fit and proper 
for the purpose for which he pro- 
fesses to make it and for which 
it is known to be required. 

“But it is also the rule, as ex- 
pressed in the text books and sus- 
tained by authority, that where a 
known, described and definite 
article is ordered of a manufac- 
turer, although it is stated by the 
purchaser to be required for a 
particular purpose, still, if the 
known, described and definite 
thing be actually supplied, there 
is no warranty that it shall answer 
that particular purpose intended 
by the buyer.” 

Limitations on the general ap- 
plication of this rule of law how- 
ever, are suggested in a decision 
of an appeal recently before a 
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New Jersey court, In that instance 
suit had been brought against an 
automobile dealer for breach of 
warranty in the sale of a car of 
well known manufacture, After 
the purchase defects were dis- 
covered that in the opinion of this 
buyer modified somewhat the 
seller’s representation that she 
was buying a perfect car. 


Merchantability 


In its affirmance of a judgment 
dismissing the purchaser’s suit 
on the ground that there was no 
implied warranty of fitness, the 
New Jersey court said of the ad- 
ditional warranty of merchant- 
ability in such sales, 

“The sale being one of a specific 
article under its trade name there 
was no implied warrantly as to its 
fitness for any particular purpose, 
the purchaser having exercised: 
her own judgment in the selection 
of the car and not relying on the 
dealer’s judgment: regarding its 
suitability for her purpose.” 

Then of this additional war- 
ranty of merchantability the 
court continued, “But was there 
an implied warranty of mer- 
chantability? Merchantability has 
been defined as meaning that the 
article sold should be reasonably 
suitable for the ordinary uses it 
was manufactured to meet, that . 
the article sold should be of the 
general kind described and rea- 
sonably fit for the general pur- 
pose for which -it should have 
been sold. 

“Distinguishing between the im- 
plied warranty of merchantability 
and that of fitness for a particular 
purpose, a Federal court has said 
that a warranty of merchanta- 
bility is a warranty that the goods 
are reasonably fit for the general 
purpose for which they are sold, 
while a warranty of fitness is a 
warranty that the goods are suit- 
able for the special purpose of the 
buyer which will not be satisfied 
by mere fitness for general pur- 
poses. 


Uniform Sales Act 

“The great weight of authority 
is that the Uniform Sales Act 
denying an implied warranty as 
to fitness for a particular purpose 
in the case of a sale under a trade 
name, does not negative an im- 
plied warranty of merchantability 
arising in the case of such a sale.” 
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Champion performance in a a 
fist-sized pump...sealed by “/gz 


THE PROBLEM: 
To seal a rotary pump handling a wide range of fluid viscosities, pressures and temperatures 


* These pumps are performing dependably in hundreds from 28” Hg to 5 psi, and from 50 to 8000 rpm. This 
of different hydraulic applications. They handle any is only one of the thousands of ways in which C/R 
fluid with lubricating qualitic deliver up to 180 Oil Seals and engineering are solving difficult sealing 
gph, and maintain high volumetric efficiency even problems throughout industry. C/R engineers can 
with low, viscosity fluids. This particular pump also help you, too—especially where critical conditions 
carries Underwriters’ Laboratories approval for use exist. A letter or telephone call will get them started 

in oil burners. For dependable sealing, C/R’s Type for you. Write for your copy of the catalog, ““C/R , 

HMS Oil Seal was chosen. It performs effectively OIL SEALS.” 


1 industrial machines rely on C/R Oil Seals 
CHICAGO RAWHIDE MANUFACTURING COMPANY 


any similar sealing device. 
OIL SEAL Led DIVISION 
1239 ELSTON AVENUE e CHICAGO 22, ILLINOIS 


ee | GO 


rvene (synthetic rubber) molded pliable 
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Here the court quoted from an 
eminent text book writer, that, 
“Though the buyer by selecting 
goods sold under a patent or trade 
name cannot have an implied war- 
ranty that they are fit for his 
special purpose, he may neverthe- 
less rely on the seller for furnish- 
ing goods that are properly manu- 
factured and are fit for the gen- 
eral purpose for which they are 
manufactured.” 


General Purpose 


The implied condition that the 
goods are of merchantable quality 
applies to all goods bought from a 
seller who deals in goods of that 
description whether they are sold 
under a patent or trade name or 
otherwise. Accordingly, while 
there was no implied warranty as 
to the fitness of this car for a 
particular purpose, there was an 
implied warranty that it would be 
‘of merchantable quality. 

In conclusion the New Jersey 
court added that the car involved 
in this suit, met this test of mer- 
chantability. It was reasonably 
suitable for ordinary use and was 
in fact used to meet the pur- 
chaser’s daily needs. 

“It was the average new car 
which one has come to expect in 
a mass production era capable of 
producing over seven million 
automobiles a year. Whatever the 
purchaser’s dissatisfaction with 
her new car—she describes it as 
a ‘non-vegetative member of the 


citrus family’— euphemistic lan- 
guage for what the trade bluntly 
calls a ‘lemon,’ there is nothing 
which spells out a breach of the 
implied warranty of merchanta- 
bility.” 

Another instance of the liability 
of the seller for a breach of this 
warranty of merchantability oc- 
curred several years ago under a 
contract for the purchase of tin 
plate. This material, purchased 
for use in the manufacture of con- 
tainers in the shipment of food 
products, was found unfit for 
packing and the buyer sued for 
damages. 

Under the contract the buyer 
had purchased “prime coke tin 
plate.” In its defense the manu- 
facturer maintained that this pur- 
chase had been of a known, de- 
scribed and definite article in 
which there was no implied war- 
ranty. 


Merchantable Quality 


Of this feature in the transac- 
tion the Federal court said that 
this rule relating to the absence 
of an implied warranty of fitness 
in the sale of an article by its 
trade or brand name, was qual- 


ified by the condition that the | 


article must have however, mer- 
chantable quality. 

There is always an implied 
warranty, the court asserted, in 
the sale of goods by a manu- 
facturer, that they are reasonably 
fit for the general purpose for 
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which they are sold. This implied 
warranty of suitability for the 
general purpose has been charac- 
terized and defined by a text 
writer and quoted by the court in 
this decision. 

“It should be noticed also that 
the fitness for a particular purpose 
may be merely the equivalent of 
merchantability. Thus the partic- 
ular purpose for which a reaping 
machine is generally designed is 
reaping. If it will not fulfill this 
purpose it is not merchantable. 

“The particular purpose how- 
ever, may be narrower. A reap- 
ing machine may be desired for 
operating on rough ground and 
though it may be a good reaping 
machine, it may yet be impos- 
sible to make it work satisfactorily 
in the place where the buyer 
wishes to use it, 

“The principle already laid 
down that a manufacturer im- 
pliedly warrants his goods to be 
merchantable includes, therefore, 
the doctrine sometimes stated this 
way—that the manufacturer im- 
pliedly warrants that they are 
reasonably fit for the general pur- 
pose for which they are manu- 
factured or sold.” 


General Rule 


In spite of this exception which 
in good reason must exist, namely, 
that in the sale of steel pipe by 
a trade name, steel pipe must be 
delivered, irrespective of any in- 
herent defects or features that 
might otherwise have been the 
subject of an implied warranty, 
this general rule that the purchase 
of a definite, known and described 
article carries no implied war- 
ranty, is now embodied in the 
Uniform Sales Act that has been 
adopted as a statute by thirty four 
of the states and followed as the 
law by the other states of the 
country. 

“Subject to the provisions of 
this act and of any statute in that 
behalf, there is no implied war- 
ranty or condition as to the qual- 
ity of fitness for any particular 
purpose of goods supplied under a 
contract to sell or a sale except 
as follows: When the goods are 
bought by description from a 
seller who deals in goods of that 
description, there is an implied 
warranty that the goods shall be 
of merchantable quality.” 
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In emergencies you want service ...and fast! 


You don’t care how it’s done 


as long as you 
get the part you need when you need it. Yet, the 
fact that Clark has opened a new Central Parts 
Division in Chicago with over 4,500,000 stock parts 
under one roof is important to you 

For now, if your local Clark dealer cannot 
supply a specific part, his request to the Parts 
Division is processed immediately through a 
punch-card system, completing the order fast and 


efficiently. Thus, in an emergency, the part can be 


air-shipped to your dealer within 24-hours. This 

is Clark’s assurance to you that you will have 

your trucks back on the job as quickly as possible. 
Illustrated literature describing both the direct 

benefits and the methods of operation of this 

Division is available on 

request. For your copy, 

write to: Central Parts, 

Clark Equipment Co., 

Battle Creek, Michigan. 











Products and Ideas 


Silver mining at Sikor- 
sky is a simple opera- 
tion. Out-of-date X-ray 
negatives aré merely 
pulled from the file and 
stored. 
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Sikorsky Mines Silver in Photo File 


P rospectinc MAY not al- 
ways be as tough as we've been 
led to believe. Sikorsky Aircraft 
Division, United Aircraft Corp., 
uncovered a lucrative vein of 


precious silver by just opening a 
filing cabinet. 





The filing cabinet contained ex- 
posed X-ray film used in the in- 
spection of production parts. 

Sikorsky sends the exposed film 
to Handy & Harman, a supplier 
and refiner of precious metals. 
There the silver im the exposed 
film is recovered. In a little more 
than six months time, this has 
netted Sikorsky over $1,000. 


Regular Collection 

At Sikorsky’s Stratford plant 
about 3000 sq ft of non-screen in- 
dustrial X-ray film—more_ than 
two thousand five hundred 11 x 
14 sheets—are exposed monthly. 

Exposed negatives of accepted 
parts filed 
Each month six- 
months old are removed from the 
file and stored temporarily. When 


are chronologically. 


negatives over 


Determining the accurate weight of 
the scrap film is the first step in re- 
covering its silver content. Esti- 
mated value of the silver content of 
the barrel of film shown is over $40. 


the pile of six-month-old negatives 
reaches approximately 1000 lb, it 
is sent to Handy & Harman’s— 
3ridgeport plant. There the silver 
is recovered, accurately weighed, 
and its value computed according 
to the current market price. 

Thus far three Sikorsky ship- 
ments yielded 1476.55 Troy oz of 
pure silver, having a market value 
of $1,347.90. ° 


Another Vein 
The success of the film salvage 
program has led Sirkorsky man- 
agement to investigate the silver 
potential of fixer (hypo) solutions 
used in developing the film. It is 
expected that the 55 gal of fixer 
used every six weeks at the Strat- 
ford plant to process some 3500 
sq ft of X-ray film should yield 
more than 100 Troy oz of silver, 
worth about $90 at current market 
prices. ; 
Handy & Harman’s New York 
office is at 82 Fulton St. 
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Y Bnainend Strapping 


. WITH EXTRA BACKING 














Brainard Steel Strapping has something extra to 
offer. As a division of Sharon Steel, Brainard 
Strapping is fabricated from steel that is quality 
controlled from mine to market. Sharonsteel, 
a buy-word among steel buyers, is your assur- 
ance of the finest steel strapping available 
when you buy from Brainard. 


Sharon quality in Brainard 
Strapping is available in 
all standard sizes and 
gauges of tensional 
and heavy duty 


a SHARONSTEEL 


: . 
Brainard Steel Division, Sharon Steel Corporation 573 


Larchmont Avenue, Warren, Ohio 
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Superior weighs a wall to zero in"on your tubing tolerance 


Weight control gives precise check of 
tubing dimensions to help your product 
performance 


*These delicately balanced scales weigh a length of tubing 
accurately to within 1/1000 Ib. The relationship of weight to 
length and to OD tells us how closely the tubing wall or ID 
conforms to specifications. This fast, precise method of 
checking average wall or ID enables us to provide you with 
a tubing order whose overall uniformity is unusually high. 
In certain applications, tubing produced by this weight control 
method can materially improve performance for you. It 
results in minimizing variations in your product caused by 
tubing whose average wall or ID varies too widely from the 
required design mean. 


This is but one of many modern tools and techniques that 
help improve the already high quality of Superior small tubing. 


Our premium quality small tubing is offered in a range of analyses 
(over 120) unsurpassed in the industry. Included are stainless, 
carbon and alloy steels, nickel and nickel alloys, berydlium-copper, 
titanium and zirconium—and 16 different Super Alloys. Our 
range of sizes and shapes is equally extensive. 


Special services include statistical quality control, pilot and test- 
lot sampling and melting, dye penetrant inspection, ultrasonic 
and hot tensile testing, eddy current and X-ray inspection, 
specification services—and field specialists who will call on you, 
at your request, 


For handy reference in your files, get a copy of Bulletin 40, *Selec- 
tion and Application Guide for Superior Tubing.”” Write Superior 
Tube Company, 2034 Germantown Ave., Norristown, Pa. 


Syoerir file 


The big name in small tubing 


NORRISTOWN, PA. 


All analyses .010 in. to % in. OD—certain analyses in light walls up to 2\y in. OD 
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West Coast: Pacific Tube Company ¢ 5710 Smithway St., Los Angeles 22, Calif. e RAymond 3-1331 
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Bearings, Inc. engineering service 
... solves another bearing problem 


Ingot mold cars for a large tube mill were continually out 
of service due to the short life of babbitt, bronze or other 
bearings originally supplied in the cars 


The Trouble? Bearings. Inc. engineers found shock loads 
far beyond the capacities of the original bearings. Extreme 
wear on be arings due LO EXCESSIVE skewing, bent axles and 
uneven track, 

The . drawing 
of the installation that replaced the original bearings. It 
has greatly increased load capacity and no dimensional 
change is required in the shaft or bearing housing. 


{nswer. Shown above is the Bearings, In¢ 


The Result. The new bearing is designed on a new prin- 


ciple that keeps rollers in line and eliminates skewing. 
Shock loads due to uneven tracks have little effect on our 
installation for its construction makes possible a greater 
number of rollers available to support the load at all times, 


This is just one of the many such problems we have solved 
for our customers. In all cases we supply only bearings 
we are authorized to distribute. They are new and come 


to you fresh in the manufacturers’ boxes. 


If you have a bearing problem or need replacement bear- 
ings in a hurry call or write our branch nearest you, 


they're ready to give fast service. 


Providine wearin vvice BEARINGS, INC. 


in the North> 


OHIO: Akron « Canton « Cincinnati * Cleveland « Columbus « Dayton « Elyria ® Hamiltons Lima © Lockland * Mansfield « Toledo * Youngstown * Zonesville 


and 


INDIANA: Ft. Woyne « Indianapolis * Muncie * Terre Hovte* PENNSYLVANIA: Erie « Johnstown © Philadelphia © Pittsburgh * York 
WEST VIRGINIA: Charleston * Huntington * Parkersburg * Wheelinge NEW JERSEY: Camden 


NEW YORK: Buffolo, Bolonro!l Corp. * MARYLAND: Baltimore DELAWARE: Wilmington 


in the South> 


DIXI 


FLORIDA: 


BEARINGS 
INCORPORATED 
Jacksonville» GEORGIA: Atlaontas KENTUCKY: Lovisv 


les LOUISIANA: Baton Rouge * New Orleans 


N. CAROLINA: Charlotte « Greensboro s $. CAROLINA: Greenville > TENNESSEE: Chattanooga « Kingsport * Knoxville * Noshville 


For More Information Write 


ApRIL 28, 1958 


No. 
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NEW XTRA-SAFE 


MODERN-MAGIC 
CHUCKS & COLLETS 


Solid, one-piece body and 
shank construction. 


EXTRA WIDE, NO-PINCH 
LOCKING RING 


New flanged top on the locking ring pro- 
tects hands from contact with upper retainer 
spring and spindle. Extra width assures 
that the lower retainer spring will always 





be covered, regardless of position. No 
pinched hands! 


PROTECTED, WIDE 
FLANGED COLLETS 


Guard against injury when handling collets 
with greasy hands. You can't drop them, 
and hands won't ride up into the chuck. 


2k ]5s 


make live-spindle tool changes 
“on-the-run” —safely! 





See them at the 
A. S.T. E. show 


BOOTH NO. 1504 


THREAD TOOL DIVISION 


JONES & LAMSON 


JONES & LAMSON MACHINE COMPANY 
540 Clinton St., Springfield, Vt., U.S.A. 


For More Information Write No. 212 
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Drill Positioner Saves 
28 Man/hrs Daily 





To assure faster and accurate 
alignment, a mechanical action 
drill positioner has been designed 
into a line of magnetic drill 
presses. A simple quarter turn of 
the locking handle frees the drill 
post for radial movement up to 
330° or for lateral movement up 
to 14%” to permit precision align- 
ment for drilling, reaming and 
tapping. The magnetic drill 
presses are portable and can be 
brought to the work. They save 
setup time and the time that 
would be lost hauling work by a 
fork lift truck to a stationary. ra- 
dial drill. Presses are a product 
of Buck Mfg. Co., 1355 N. 10th 
St., San Jose, Calif. 
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Shaft Mounted Gear 
Reducer Ends Problems 


There is no need for motor 
bases, rails, supporting structures 
or flexible couplings with a shaft 
mounted gear speed reducer now 
on the market. The reducer also 
eliminates alignment problems. 
And it makes possible infinite 
speed ratios by using variable 
speed pulleys or changing sheaves, 
sprockets, or prime mover speed. 
Proper belt tension between drive 
and driven unit is maintained by 
simple adjustment of rod and 
turnbuckle. It is made with hollow 
shaft bores ranging from 1-7/16” 
to 5-15/16” by Lovejoy Flexible 
Coupling Co., 4963 W. Lake St., 
Chicago 44, Ill. ; 
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WHICH 


MONARCH 
FINISH 


WILL 
STIMULATE 
YOUR SALES? 





Gleaming Polish highlights many of 
today's ‘‘best-selling’’ products produced 
from Monarch aluminum permanent 
mold and diecastings. 


Colorful Porcelain 


Enamel offers a mod- 
ern decor to create ‘‘buy 
appeal’’. ‘‘Porceglaze”’ 
economically adds a new 
feature to products made 
from Monarch perma- 
nent mold castings. 


/ 


—. 
j 











Durable 
Velvaglaze 


provides a pleasing, 





economical scar and ° 
mar resistant finish 
on both Monarch alu- 
minum permanent 
mold and diecastings. 


Monarch is famous for finishing quality 
castings. It will pay you to get fulldetails. 
Write for our brochure ‘‘Manufacturing 
Achievements in Molten Aluminum’’. 


MANUFACTURING 
in MOLTEN 


ACHIEVEMENTS 
ALUMINUM 


MONARCH ALUMINUM MFG. COMPANY 


9205 Detroit Avenue Cleveland 2, Ohio 
For More Information Write No. 219 
on Inquiry Card—Page 32 
For More Information Write No. 213 

on Inquiry Card—Page 32 
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wire 


J&L Stainless Steel Division's New Wire Mill 
Offers Wide Range of Wire Sizes 


The increasing use of stainless steel wire in new 
product development, old product improvement 
and for experimental purposes has placed a new 
responsibility on the manufacturer of quality 
stainless steel. 


To meet this growing need, J&L Stainless Steel 
Division is pleased to announce the opening of 


= 
steel wire 


Wire now for your copy 
of J& L's new Stainless 


Steel Wire Manual. 


(ayn 


its new wire mill . . . to make available stainless 
wire in a wide range of sizes, finishes and coatings. 


For data regarding wire, its properties and uses, 
consult our Stainless Steel Wire Manual. For spe- 
cial applications write in detail giving complete 
information about your requirements. 
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STANLESS 


BAR * WIRE * SHEET ® STRIP 
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| Jones & Laughlin Steel Corporation - STAINLESS STEEL DIVISION * Box 4606, Detroit 34 


















WE ADVISED PURCHASING TO 
SPECIFY TECHNICAL CHARTS FOR ALI OUR 
RECORDING INSTRUMENTS ! 


Fast, economical service 
for precision charts! 


Technical eliminates the problem 
of purchasing circular and strip 
charts from many different sources 
... Offers you one source for over 
12,000 different sizes and ‘‘makes’”’ 
of charts. You get quicker service, 
lower costs, other advantages made 
possible by specialization. 





Over 3,000 firms use Technical Charts! 


Both large and small firms from coast 
to coast use Technical’s specialized 
service. Many arrange for periodic 
shipments of annual requirements. 


c€CHNICa SALES CORPORATION 


16599 Meyers Road Detroit 35, Michigan 
National Representatives for 





STAEBLER & BAKER,INC * TECHNICAL CHARTS, INC 


Clayton, N.Y Buffalo, N. Y 
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Six-Foot Hydraulic 
Press Brake 





A hydraulically operated press 
brake is announced for light gage 
sheet forming and fabricating op- 
erations. It has a maximum 
capacity of 20 gage mild steel 
over a six-foot bed. It features 
stroke adjustment, enabling oper- 
ator to have complete control over 
ram during forming and punching 
operations. The most practical 
length of stroke for each job can 
be preset with the shortest length 
of stroke giving greatest produc- 
tion efficiency and safety for the 


operator. Standard equipment 
includes a back gage, adjustable 
vertically and horizontally. 


O’Neil-Irwin Mfg. Co., 601 Eighth 
Ave., Lake City, Minn., is the 
manufacturer. 

Write No. 36 on Inquiry Card—Page 32 


Fork Truck Clamp 
Handles Paper Rolls 


A clamp that rotates 180° can 
be attached to fork trucks. It will 
handle paper and corrugated stock 
rolls up to 60” diam. and 6,000 Ib 
weight. The vertical-through hori- 
zontal-to-vertical rotation enables 
an operator to line up opposite- 
wound rolls. Design features in- 
clude oversize clamping and rotat- 
ing hydraulic cylinders for greater 
clamping and rotating forces. 
Special high-friction pad linings 
are provided to reduce the pres- 
sure required to hold rolls secure- 
ly. The clamp attachment is sup- 
plied by Clark Equipment Co., 
Industrial Truck Div., Battle 
Creek, Mich. 

Write No. 37 on Inquiry Card—Page 32 
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Jones & Laughlin Steel Corporation - STAINLESS STEEL DIVISION » Box 4606, Detroit 34 
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Basic “T” section design shows eg 


“backbone” construction that 
insures positive roller guid- 
ance and stability without skew- 


pongo pre pometd For roller stability. a 


there’s nothing like 





“the bearing with the backbone”: 





The only positive way to guide rollers is by an integral center guide flange — 
backbone of the Torrington Spherical Roller Bearing. No floating ring can 
match it for stability under heavy radial and thrust loads. 

- This “bearing with the backbone” insures true rolling motion . . . prevents 
stress concentration . .. means minimum friction. It makes possible open- 
end cage design, too, with no shrouds to impede circulation of lubricant to 
bearing contact surfaces. There is less heating and more positive lubrication. 

The integral center guide flange is adapted from the same principle used 
in the design of Torrington Tapered Roller Bearings. This refinement is 
typical of Torrington’s uncompromising engineering that assures you the 
ultimate in bearing performance. The Torrington Company, South Bend 
21, Ind.—and Torrington, Conn. 














TORRINGTON BEARINGS 


District Offices and Distributors in Principal Cities of United States and Canada 


SPHERICAL ROLLER + TAPERED ROLLER + CYLINDRICAL ROLLER + NEEDLE + BALL + NEEDLE ROLLERS + THRUST 


For More Information Write No. 215 on Inquiry Card—Pase 32 
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TOC 
in plastics wx 


by EDWARD J. CAUGHLIN, President 
AMERICAN INSULATOR CORPORATION 
One of The Men Behind The Man From Aico 


Molded Potential 
Transformer 


A transformer for metering ap- 
plications, either indoor or out- 
door, is available molded in poly- 
ester. It is the only molded po- 
tential unit on the market. Volt- 
age rating is 480-120 v, 60 cycles. 
It has a thermal capacity of -150 
VA and operates within the 0.3 
ASA accuracy class on virtually 


“Teamwork is important in any organization. In our business it is abso- 
lutely essential. No two custom plastic molding jobs are alike. Each has 
its own unique problems. It requires the coordinated skills of many 


experts to produce the best solution to the problems of each individual all single meter installations. Ac- 
molding job. To obtain top results from any team, authority must be cording to the manufacturer, “J 
delegated along with responsibility. Here at AICO each department is Westinghouse Electric Corp., P.O. 
headed by an expert who has the authority to make responsible deci- Box 2099, Pittsburgh 30, Pa., mul- 
sions ... on the spot. This expedites production, eliminates delay and timeter installations can be han- 
assures prompt efficient service to all AICO customers.” dled with the same accuracy 


classification, if the over-all bur- 

GOOD PLASTICS DESIGN den does not exceed 12.5 VA at 
10°% power factor. 

Makes Cents Write No. 38 on Inquiry Card—Page 32 

Tool and Die costs are the major ’ 

factors that determine the unit cost 


of a molded plastic part. The de- ’ ; 
»: a 
signer, actually, controls the form I ipe, Strong as Steel, 


and cost of tooling and molds. A Resists Chemicals: 
plastic part requiring a complicated, 


thus costly, mold will necessarily 





have a high unit cost. Low cost plas- 
tic parts can be produced only when 


It's a Case of PLASTICS with the the designer appreciates the practi- 
cal limitations of die-making. For 

New SCHICK Powershave economical production, designers 
Schick designers were shooting for a new should avoid thin sections, deep 


sales peak when they conceived the all new 
Schick Powershave that “shaves deep down 
_ where the beard begins.” To insure peak 
consumer acceptance for this powerful new cal surfaces and a host of other cost- 
electric shaver, Schick selected plastic for increasing pitfalls. AICO has pre- 
its case. Precision molded by AICO, this 
plastic case gives the Schick Powershave 
built-in color styling, a positive grip and 


holes, knife edges, thin unsupported 
ridges, holes and recesses on verti- 


pared a Plastics Designer's Handbook 
that tells and illustrates how to avoid 





rugged dependability. Schick’s new Power- these costly errors. Free copy is yours A new ty . of pipe. marketed 
shave presents a strong case for the use of on request .. . check coupon below. a I Ps 4 4 ” 
AICO molded plastics to achieve product under the name of “Jal-Jacket, 

improvement, quality refinement and pro- consists of a rigid polyvinyl 





duction economy. 


(PVC) tube, which is jacketed 
with an electric resistance welded 

eerie A completely integrated plastics 

ag co molding service with unmatched steel pipe. PVC was chosen as 


AICO’S No " of facies fo igor el liner gear Hoey of “y bone 
scone sistance to a broa range of cor- 
Plastics Knowledge ples the melding of Reinforced rosive fluids. Jacketing the plas- 
aot Fibergies tic with steel overcomes the 
—| se = == Se ee eee ee eee ee i | limitation common to most plastic 
ry pipe. With this pipe, working 
ng toa nce agama pressures of 1000 psi at 150F are 
; easily attained. It can be used 
Please send me a FREE copy of Aico’s wherever corrosive conditions are 
PLASTICS DESIGNER'S HANDBOOK. a problem, such as in the oil pro- 
ducing industry. The manufac- 
ee ne See Ce turer is Jones & Laughlin Corp., 
3 Gateway Center, Pittsburgh 30, 
a seer Pa. 
Write No. 35 on Inquiry Card—Page 32 
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TAPER is merely one of the many im- 
portant considerations of good plastics 
design. It is necessary on surfaces per- 
pendicular to die parting lines to permit 
easy ejection. Degree of taper varies 
with molding process, wall thickness and 
material used. Taper of 3° (see example 
above) is considered standard. Internal 
wall taper for cup shaped parts should 
be 1° greater than external taper. 


Name — 





END ae Te For More Information Write No. 216 
<on Inquiry Card—Page 32 
For More Information Write No. 217 


SO on Inquiry Card—Page 32> 
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made etter 

ty bring out the 
best Wu Your 
fabricated products 


SCOVILL MANUFACTURING COMPANY 
MILL PRODUCTS DIVISION 

99 MILL ST., WATERBURY 20, CONN 
PHONE PLAZA 4-1171 








Address —— on Inquiry Card—Page 32—> 









_ whether in stock or 
on your production line 







BRASS-COPPER-ALUMINUM™M 





RMITY be 1 the LOSEST t f temper and metal structure EXACT 






trip or Sheet when required 
ncluding “PAYOFFPAK 





Sor wire 
ere’s a PROFITABLE difference in the way vill delivers these PLUS VALUES order after 


\* bung oud lhe BLET tx your fabucaled produc 


Waterbury 20, Connecticut. Phone Plaza 4-1171. 






Division, 99 Mill Street, 




















There are many reasons why it isn't profitable to carry 
too large a stock of specialty steels in your shop. Perhaps 
excessive manpower is tied up in handling large inven- 
tories . . . maybe you are trying to free dollars for more 
productive use . . . or cut down on worrisome paper 


work. If any of these is a problem, there is a way out! 


But it hinges on the ability of your steel supplier to 
mect your day-to-day specialty steel needs, quickly and 
without hesitation 


For example, here’s how Carpenter is doing everything 


—y 


[arpenter | 


Take this 
new look at 


what you get 


when you call 


P [arpenter 


possible to help you: We are continually building our 
stocks of tool, stainless, and alloy steels. You can expect 
the closest kind of cooperation from your Carpenter 
representative . . . as well as the order desk people, ware- 
house crew, and the office staff. All with the idea of 
working with you to hold down specialty steel costs and 
improve your results, Call your nearest Carpenter Mill- 
Branch Warehouse, Office or Distributor, any time. 
The Carpenter Steel Company, 182 W. Bern oe 
Reading, Pa. 


Mill-Branch Warehouse Service 


Mill-Branch Warehouses, Offices and Distributors in Principal U. S. Cities 


For More Information Write No. 218 on Inquiry Card—Page 32 
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villi Manuiacturing Company, Miii Products Division, 99 Mill Street, 





Waterbury 20, Connecticut. Phone Plaza 4-1171. 





y ers, 


POWER UP! 











maintenance 


EFFICIENT ECONOMICAL GUARANTEED 


J-95188-A 


you CAN BE SURE...1F IT's Westinghouse 
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Small Automatic Welding 
Head Manipulators 

















Cee ae -— 
Te | 5 
“E> 
c= 


74 as 


36 3s 

Designed to position and pilot standard auto- 
matic welding heads with extreme accuracy, 
“Bantam” mobile manipulators have been placed 
on the market for shops requiring versatile 
equipment for medium size fabrications. They 
are intended primarily for application with work- 
holding positioners or turning fixtures. They 
weld straight seams up to 8’ long and provide 
8’ of underboom clearance. Boom rotates 360 
Infinitely variable welding speeds range to 87” 
per minute. The manufacturer is The Lewis 
Welding & Engineering Corp., 51 Interstate St., 
Bedford, Ohio 





Write Ne. 39 on Inquiry Cord—Pege 32 apparatus repair 


Automatic STOPPED INSULATION FAILURE 
Threading Lathe 


PROBLEM This 500-hp squirrel-cage motor 
had been in operation on a rubber mill drive. 
Records indicated the motor was failing about 
once a year, due to excessive accumulations of 


carbon black. 
SOLUTION The stator was rewound with 


Thermalastic®-insulated coils. The void-free 
solidity and density of Thermalastic insulation 
render it impervious to contaminates encountered 
in industrial service. 











RESULT — No insulation failure after three 
years of service. 

> Jacti 2 ai « amilitieec 
Man-Au-Cycle Corporation of America, Brook- Ask about Westinghouse repair plant fac ilities 
that are available for your equipment failure 
problems. Call your Westinghouse salesman or 





lyn, N.Y. has introduced an automatic threading 
lathe that practically provides automation in the 


production of threaded pieces. With the aid of write: Westinghouse Electric Corporation, Box 
, i ‘ enn: 
accessories, this model can do tracing, turning, 868, Gateway Center, Pittsburgh 30, Penna. nn 


facing, cutting off and automatic cycle threading 
with a single simplified chucking operation. Single 


point tooling for every operation results in fast, You Can 6 SURE...16 rvs Swe 


economical, highly precise production Westinghouse 


Write No. 40 on Inquiry Card—Page 32 
F | ti Write No. 220 
tel Pg tg Mie "32 . For More Information Write No. 221 on Inquiry Card—Page 32 
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with a“brain”... 


Z + ainless 








‘The “brain” in this coin-operated soda dispenser 
is a valve that works round the clock to see that you 
get soda... or your money back. 


It’s an ingenious unit that automatically shuts off if the 


system fails —or the tank is emptied. Then too, it provides a Call FRASSE st 
device that bleeds air after each refill . . . and a precise 
mechanism that equalizes pressure to assure a uniform drink. for 


Sanitary and corrosion-proof, all its working parts are COM PLETE 
made of stainless steels — not just one steel, but fowr. 
STAINLESS 








The plunger and stop are Type 430F bar (magnetic)... 


the spring is 302 wire (non-magnetic) ... the probe is 303 STEEL 
bar (machinability) ... and the cylinder is 304 welded tube SERVICE 
(economy). Despite this mixed requirement, all 4 grades : 
are supplied overnight by Frasse. Bars Wire 
f Forgings Tubing 

You'll find it simpler, when working with stainless steels, Sheets Pipe 
to work from Frasse warehouse stocks. The wide range of Strip Fittings 
sizes, shapes and analyses, so quickly available from this single Plates Valves 
source, is a time and effort saving convenience. For stainless 


steels ... always call Frasse first. AMERICAN STEEL 


























Peter A. |||| PTASSE|||| & Co., Inc. . 


YOUR STEEL 
SERVICE CENTER 





























NEW YORK 13, N.Y. PHILADELPHIA 29, PA. BUFFALO 7, N. Y. SYRACUSE 1, N.Y. HARTFORD 1, CONN. 
17 Grand St. 3911 Wissahickon Ave. P.O. Box K, Sta. B P.O. Box 1267 P.O. Box 1949 
WaAlker 5-2200 BAlIdwin 9-9900 BEdford 4700 HOward 3-8655 JAckson 9-6861 


tYNDHURST, N.J. « ROCHESTER, N. Y. 
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Carbide Tipped Reamer 
Always Stays Rigid 

A carbide tipped expansion machine reamer, 
just introduced on the market, incorporates a 
patented method of expansion which assures a 
rigidity equal to that of a solid body reamer 
Expansion, to compensate for wear, can be ac- 
curately controlled and is always’ uniform 
throughout the length of the cutting blades. The 
cutting element can be quickly replaced by re- 
moving a worn out shell and installing a new one 
It is made in several styles and a wide range of 
sizes by Staples Tool Co., 2852 Massachusetts 
Ave., Cincinnati 25, Ohio 


Write No. 41 on Inquiry Card—Page 32 


Inline Relief Valves 
Developed For Aircraft 


A family of inline hydraulic relief val de 
igned to operate in high performance aircraft 
systems has been developed by Arkwin Industries, 


Inc., Westbury, N.Y. This high gain, high bulk 


modulus valve is also temperature compensated, 


riat 


minimizing the effect of oil temperature iation 


Val } 
within it during normal operation. A built-in dash 
pot dampens out any tendencies for the valve to 
become unstable from cracking due to extremely 
high flow 


Write No. 42 on Inquiry Card—Page 32 


Trigger Controlled 
Propane Torch 





On the market is a propane torch with a large 
heat blast burner from which a huge blast of 
heat leaps instantly upon trigger pressure. This 
flame feature provides great economy when pro- 
longed use is necessary. The operator may set 
the torch down while adjusting or preparing the 
work and then pick it up for one-hand operation 
when necessary. The torch is ideal for jobs re- 
quiring an extra amount of heat such as sweat- 
ing copper joints on drain pipes, leading gutters, 
etc. Turner Press Works, Sycamore, IIl., is the 
manufacturer. 


Write No. 43 on Inquiry Card—Page 32 


\prit 28, 1958 





107 





preventive maintenance 
KEEPS PRODUCTION UP 


PROBLEM — Dust entering the bearing oil 
cavities in the end brackets of this 100-hp motor 
eventually stopped rotation of the oil ring, causing 
failure. The company called in Westinghouse to 
help solve this problem. 

SOLUTION — Westinghouse converted the motor 
from sleeve to ball bearing. The motor was re- 
wound, shaft machined and new bearings and 
housing supplied. 

RESULT Production was increased through 
less downtime. 

Ask about Westinghouse preventive mainten- 
ance which will keep your production up. Call your 
Westinghouse salesman or write: Westinghouse 
Electric Corporation, Box 868, Gateway Center, 
Pittsburgh 30, Pennsylvania. J-95189 


you Can Be SURE...1F rs 


Westinghouse = 


For More Information Write No. 223 on Inquiry Card—Page 32 
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When you need maximum precision bearings, 
buy them. They'll save you money. Rollway has 
them in all types and sizes. 


But in hundreds of applications, maximum precision 
means unused precision. The speed, load and life-expectancy 
demands are not critical. For these spots, Rollway’s Tru-Rol 
Bearings are engineered to give all that is required in performance 
at worthwhile savings in cost. 





For all the precision and performance 
Maximum-Type Design and Construction Principles you need and can use in non-critical appli- 
cations, ask a nearby Rollway Service 
Engineer to brief you on Rollway Tru-Rol - 


The Tru-Rol segmented steel retainer is the strongest, most 
durable available in commercial-grade bearings. Its separator 
segments are formed to the curvature of the roller for true 


axial ali inati : : . : ROLLWAY BEARING COMPANY, INC. 
ixial alignment. In combination with rollers crowned to SYRACUSE, NEW YORK 
ENGINEERING OFFICES: Syracuse * Boston * Chicago 


Detroit * Toronto °* Pittsburgh °* Cleveland 
tm * Seattle * Houston * Philadelphia 


characteristics and versatility. 


provide equal load distribution, it withstands heavy shock 
and reversing loads over long periods. 


Los Angeles * San Francisco 








J 
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Portable Machine 
For Automatic Imprinting 





An automatic imprinting machine that can 
print flat-folded cartons at a rate of up to 100 per 
minute has been announced. The machine is 
vacuum fed from the magazine to eliminate skip- 
ping or doubling, and a belt conveyor ejects the 
cartons after printing, either into a receptacle or 
a conveyor system. Portable and electrically con- 
trolled, it requires no steady operator. The manu- 
facturer is Van Buskirk & Co., Inc., Bridgeport, 
Conn 

Write No. 44 on Inquiry Card—Page 32 


Coolant Separators 
For Machines 





A new line of Power Grip magnetic coolant 
separators has been announced by Sundstrand 
Machine Tool Co., Rockford, Ill. These separators, 
in the four capacities of 25, 50, 75 and 100 gpm, 
offer completely automatic coolant cleaning and 
can be easily installed on numerous types of 
grinding, honing and gear-shaving machines. Its 
advantages include longer wheel life, improved 
surface finishes and reduced downtime and 
rejects. 

Write No. 45 on Inquiry Card—Page 32 
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renewal parts 
SAVES MAINTENANCE TIME 


PROBLEM Costly maintenance time is spent 
because renewal parts are not kept in inventory. 
Yet, the cost of the part is only a fraction of the 
lost production time. 


SOLUTION Consult with your Westinghouse 
salesman. He can show you how little it will cost 
to keep vital renewal parts on hand. 


RESULT Hours of downtime reduced to 
minutes with genuine Westinghouse renewal 
parts in stock. J-95190 


you Can Be SURE...1¢ rs <n 


© Se) 
~ - 
i ~ 


Westinghouse iw 


For More Information Write No. 225 on Inquiry Card—Page 32 











Flow much does it cost 
to paint a tower ? 


That’s a difficult question to answer, for much > 


depends upon the size of the tower, and its loca- 
tion. But whatever the figure, it adds up to a major 
expense when rust-drip from tower bolts makes 
premature painting necessary. 

It’s now possible to obtain bolts which resist 
corrosion even longer than the tower members. 
These bolts are coated with Bethalume—Bethle- 
hem’s new hot-dip aluminum coating. Their cost? 
Just slightly more than ordinary tower bolts. 

The Bethalume coating enables fasteners to resist 
corrosive atmospheres because it arms the base 
steel with a durable, uniform layer of aluminum. 


BETHLEHEM STEEL 


For More Information Write No. 226 on Inquiry Card—Page 32 
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The coating is applied by the hot-dip process, and 
in equal thicknesses, outlasts ordinary protective 
coatings in practically every corrosive atmosphere. 
What’s more, the coated threads are relatively 
clean and smooth-fitting. 

If you would like to know more about Bethalume- 
coated fasteners, and how they can hold your 
painting costs to the minimum, just get in touch 
with the nearest Bethlehem office. 


BETHLEHEM STEEL COMPANY, BETHLEHEM, PA. 


Bethlehem P 


Export Distributor: Bethlet 
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High Voltage 
Selector Switch 





A hermatically sealed rotary selector switch 
rated at 1650 VDC and 20 milliamperes has been 
added to the Lemex line of G. H. Leland, Inc., 
Dayton, Ohio. Performance characteristics are 28 
VDC normal operating voltage, 2.3 ampere coil 
current at rated voltage, hi-pot rating of 2000 
VDC with maximum leakage of 1 microampere, 
expected service life of 50,000 makes and breaks 
and switching time of approximately 90 milli- 
seconds. The 14 ounce, compact, remotely con- 
trolled switch can be quickly it stalled and placed 
In operation 


Write No. 46 on Inquiry Card—Page 32 


Time Delay Relays 
Feature High Accuracy 





A new series of heavy duty models has been 


added to the line of transistorized time delay 
relays made by Tempo Instrument Inc., Hicks- 
ville, N.Y. These units are all-electronic, utilizing 
transistors and RC time-constant circuit elements. 
Its features include small size. light weight, en- 
vironmental resistance, reliability and high ac- 
curacy. 
Write No. 47 on Inquiry Card—Page 32 
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engineering service 
PUTS A MILL BACK IN OPERATION 


PROBLEM 1500-kw generator serving the 
main rod mill drive of a steel company failed. The 
failure caused a 40% loss of production. 


SOLUTION Westinghouse worked around the 
clock on an emergency basis. Windings, pole 
pieces and armature iron were stripped from the 
machine. Iron was repaired and restacked, and 
the series, commutating and compensating field 
coils were reinsulated. Commutator was repaired 
and generator armature rewound with new coils 
and cross connectors. 


RESULT — An almost completely wrecked gener- 
ator was put back in service in record time, thus 
restoring full production. 

Ask about Westinghouse facilities that are avail- 
able to help you with your equipment problems. 
Call your Westinghouse salesman or write: 
Westinghouse Electric Corporation, Box 868, 
Gateway Center, Pittsburgh 30, Pennsylvania. 

J-95187 


vou CAN BE SURE...1F rr's 
Westinghouse wD 
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How Fred Lee 


Stan Bozek, Abrasive and Methods 
Engineer at Marlin-Rockwell Corp., 
Plainville, Conn., discusses new form 
grinding technique for ball bearing races 
with Fred Lee, Manager of Bay State’s 
district office in Bristol, Conn. 
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helped revolutionize 
the grinding of bearing races 


sall bearings used in missile guidance 
systems and other highly critical applica- 
tions have to have super-accurate races... 
but cost is vitally important, too. That’s why 
Marlin-Rockwell Corp., of Plainville, Conn., 
was one of the first bearing manufacturers 
to switch from the oscillating rubber wheel 
grinding technique to form grinding. 


Bay State’s Fred Lee, recognized as one of 
the country’s leading authorities on bearing 
grinding, was called in to discuss the prob- 
lem with Marlin-Rockwell engineers. After 
exhaustive study, he specified semi-friable, 





fine grit, medium grade vitrified wheels that 
varied in size from }9" to 20° diameter. Form grinding 2 ball races at the same time on water pump bearings 
with Bay State vitrified wheel, diamond dressed only every sixth piece, 
Result: 60% closer confinement of race cur- on Heald 1701 Form Grinder. 

vature, 100°7 improvement in roundness and 


consistent uniformity in multiple produc- 





tion runs. General foreman John Gworek, 
veteran of 30 years of precision bearing 
grinding, says flatly: ‘‘It’s the only way to 
grind them.”’ 


Many a Purchasing Agent has found that 
Bay State’s special kind of salesmanship is 
just what he’s looking for. . . because it’s 
based on thorough and cost-conscious anal- 
ysis of the fundamental grinding problem. 
Like Fred Lee, the Bay State man in your 
area is trained to solve problems, first, and 
then sell. Better grinding at lower cost... 





that is his business. _— : 
Rough form grinding O. D. contour of inner races with 20" diam. Bay State 
vitrified wheel (Crush formed) on Cincinnati Microcentric Grinder. 


BAY STATE 
ABRASIVES 


Bay State Abrasive Products Co., Westboro, Massachusetts. 






In Canada: Bay State Abrasive Products Co., (Canada) Ltd., Brantford, Ontario. 
Branch Offices: Bristol, Conn., Chicago, Cleveland, Detroit, Pittsburgh. Distributors: All principal cities. 


- For More Information Write No. 228 on Inquiry Card—Page 32 
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Write for illustrated brochure describing Lavelle’s services in detail 





APPLIED 
CRAFTSMANSHIP 
by LAVELLE 


Skilled personnel and advanced facilities combine at Lavelle 
to assure the high quality workmanship demanded in airframe, 
missile, jet engine and electronic components. 











With a long time background of experience, Lavelle craftsmen 
utilize modern equipment and new fabricating techniques to 
produce welded and machined sheet metal parts or assemblies 
made of stainless steel, titanium, nickel or aluminum alloys. 
Lavelle fabricates weldments ... by resistance, automatic or 
manual inert gas, metallic arc and oxy-acetylene welding. 
X-Ray, Zyglo and Magnaflux methods of non-destructive test- 
ing are used to establish and control weld quality. 


You can depend on Lavelle craftsmanship to meet your exacting 
requirements ...on time... at reasonable cost. Call on Lavelle 
when you need the finest in specialized fabricating services. 









“ 
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LAVELLE AIRCRAFT CORPORATION - NEWTOWN, BUCKS COUNTY, PA. 
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Between Philadelphia, Pa., and Trenton, N.-J. 
For More Information Write No. 229 on Inquiry Card—Page 32 
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Actuator Operates 3 


Sub-Miniature Switches 





An extremely small actuator is 
capable of operating three sub- 
miniature switches simultaneous-, 
ly. The panel-mounted overtravel- 
type actuator assembly, including 
the three switches, measures only 
1” x 1%” x 34”. Actuator was 
originally designed for use in 
precision equipment that meas- 
ures vibration displacement of 
plant machinery. In tests on vi- 
bration detection devices, the tiny 
actuator assembly demonstrated 
a high level of repeatability over 
several hundred thousand cycles. 
As a result of its satisfactory per- 
formance in its initial application, 
it is now offered as a standard 
item for industry in general. It 
is made by Acro Div., Robert- 
shaw-Fulton Controls Co., Co- 
lumbus 16, Ohio. 

Write No. 48 on Inquiry Card—Page 32 


Vulcanizing No Longer 
Costly Process 

The expensive equipment and 
time-consuming heat and pressure 
techniques, associated with con- 
ventional vulcanizing © methods, 
are said to have been made obso- 
lete by a new development: a 
cold, self vulcanizing process. 
Based on a chemical reaction that 
takes place in a matter of minutes 
under room temperatures, the 
new process creates an almost 
indestructible bond, impervious 
to heat, moisture, petroleum and 
most acids. It is effective with 
rubber, leather, textiles and plas- 
tics. It was developed by Auto- 
matic Vulcanizers Corp., 16 Hud- 
son St., New York 13, N.Y. 
Write No. 49 on -Inquiry Card—Page 32 
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FASTENERS 





INVENTORY 


@ Reduce fastener inventory by 
simplifying usage requirements 


@ Lower your stock handling and 
purchasing costs, too 


To take full economic advantage of 
“standard” fasteners, standardize 
their usage, too. The fewer types 
and sizes you can get along with, the 
lower your buying, stock handling 
and even assembly costs will be. 


Case history: At one plant, the man 
tackling the job found more than 
23,000 fastener items in inventory. 
Without need to consult anyone, he 
eliminated 1700 items immediately. 
With study, he figures to cut the 
rest in half. 


Some suggestions: (1) Stock only 
one pattern of nut, not two or more, 
for each size bolt. (2) Use coarse 
threads almost exclusively; fine 
threads are seldom necessary. (3) 
Eliminate as many bolt lengths and 
diameters as feasible. Change a 
minor specification rather than add 
an in-between size. (4) Settle on 


fewer materials. Two grades of steel] 
satisfy most strength needs. (5) 
Specify fewer head styles for bolts 
and screws. 

Much simplification can be done 
by common sense alone; much more 
with the help of a fastener engineer. 
Ask the RB&W Fastener Man to 
show you. Russell, Burdsall & Ward 
Bolt and Nut Company, Port 
Chester, New York. 





& 


113th year 





Plants at: Port Chester, N. Y.; Coraopolis, Pa.; 
Rock Falls, Ill; Los Angeles, Calif. Additional 
sales offices at: Ardmore (Phila.), Pa.; Pittsburgh; 
Detroit; Chicago; Dalias; San Francisco, Seles 
agents at: Milwaukee; New Orleans; Denver; Fargo. 
Distributors from coast to coast. 








Staked acorn nuts 
lock securely 


Staking opposite sides of these 
RBé&W acorn nuts deforms threads 
for a positive grip. It also puts 
middle of nut slightly out-of-round, 
for a spring tension locking effect. 
They’re designed for applications 
such as outdoor furniture, where 
anchoring fasteners is more im- 
portant than solid seating. Avail- 
able in aluminum, steel, silicon 
bronze. 

These all-metal nuts can also be 
furnished in double chamfered 
style. Since they lock with their 
middle threads, they can be turned 
onto screw from either side. 








Tapping screws that 
lock into place 


RB&W offers tapping screws with 
Spin-Lock® design. Hardened teeth 
on periphery of head lock into seat 
when screw is tightened. They re- 
sist backing off from vibration or 
thermal expansion and contraction. 

In one case, continual heating 
and cooling had caused handle 
screws on certain flatirons to 
loosen. Every type tried failed to 
stay tight under these conditions, 
until RB&W’s unique Spin-Lock 
tapping screws were installed. 
That did it. 

Spin-Lock screws are available 
with flat heads or hex heads, and 
are reusable. Send for bulletin. 


RB&WwW FASTENERS—STRONG POINT OF ANY ASSEMBLY 


For More Information Write No. 230 on inquiry Card—Page 32 
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Tribute 


Kone) 
Buyer 





Binder 


vA , 
A 
y w 


a The good buyer admires aggressiveness 
Fs 
ia A 


but dislikes aggression . . . prefers straight 
talk to twisted claims... puts a higher value 
on people than on products. 


Warm human instincts make him treat 
salesmen as he would like to be treated in 
their place. So he holds back enthusiasm 
rather than risk giving a lift before a 
let-down. But he is eager for a reason to 
buy, because he knows his order can 


; ; help keep the machines going and the 
Your sales manager will thank you for bring- 


ing this new selling tool to his attention. With it 
he can step up sales by giving salesmen and dealers 
catalog advantages they never had before. 


economy growing. 


He prefers directness to the slow wind-up, 


rg ; but sits through tedious talks to sift through 
Jet-Lok’s mechanism is entirely new in prin- 


ciple and construction. It works faster than any facts and fallacies. His eye is sharp, his 
other; holds sheets under compression or with brain even sharper, and he can soon tell the 
“loose” anchorage for flatness when open; needs lie from the likely story. 


no screws, and allows 75% expansion over min- 
imum capacity. Time is usually too short for long calls... 


Now consider these EXTRA advantages so he likes the salesman who cuts down 


the build-up and tries to close the sale. 
co The strong, light, anodized sheet aluminum backbone 


gives a metallic flash and adds display value whenever _ But when there’s an apology for taking his 
the binder stands on a shelf. Many contrasting colors : . ‘ 
are available for this important backbone display space. time, he wonders if the product needs an 
Jet-Lok can be made for sheet sizes of 9!4 to 12 inches apology, too. Listening is a favor only to 
on the binding side, in %-inch progressions ... and ae : 
for minimum capacities of 14, 2 and 2% inches. himself — if the offer has value. 

> Covers can be bound in cowhide, buckram, imitation ‘ : , 
leathers or vinyl, with stiff or flexible sides. The sale, in his mind, never ends the 


transaction but marks its beginning. So he 


— E a N —— respects the man who knows when to 
THE COMPANY stop selling and start servicing. 


OETUaN THE He is the salesman’s listener, critic and 

















| To The Heinn Company, 320 W. Florida St., Milwaukee 4, Wis. | boss — the salesman’s link with success. 
| eit... | Given half a chance, he can become the 
re | salesman’s friend. 

| FIRM | 

ADDRESS _ Copyright 1958, by The Heinn Company, Milwaukee 4 
cry, STATE ar 
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Office Equipment and Supplies 





Shown in cut-away is a double- 
faced honeycomb core which ab- 
sorbs sound and adds strength to this 
free standing, steel space divider. 


partaaetereerer* 








Movable Partitioning Creates Space 


And Provides Flexibility 


Vi OVABLE PARTITIONS have 
become a virtual staple in the 
modern business office. In fact, 
their use is so widespread that 
floor plans of new office buildings 
and institutions allow for the 
installation of partitioning by 
tenants. 

A major contributor to the suc- 
cess and acceptance of movable 
partitions, both on the consumer 
_and dealer levels, is Rockaway 
Metal- Products Corp. of New 
York City, manufacturer of the 
“Partitioner.” The special acces- 
sories and features of this free 
standing steel space divider pro- 
vide extra convenience, beauty 
and utility for the entire office 
staff, including top management. 
One of the new features, a scien- 
tifically designed double-faced 


Aprit 28, 1958 


Honeycomb Core, is an effective 
acoustical-control material which 
not only absorbs sound but 
strengthens and stiffens the par- 
titioning. This means that person- 
nel are shielded from work-dis- 
turbing noises and also have 
stronger, more stable working 
quarters. The Honeycomb Core, 
however, does not add to the 
weight, nor does it hamper the 
speed and ease with which they 
can be assembled, installed or dis- 
assembled. 

In designing accessories for their 
product, Rockaway Metal has 
taken into account the actual 
needs of office personnel. For in- 
stance: A post with an electrical 
outlet on each side is now avail- 
able; a heating unit inside the 
steel panel has an on-off switch 


and a thermostat which controls 
the heat. Such a unit eliminates 
the need for extra heating equip- 
ment in an office, warehouse or 
wherever partitioning may be in- 
stalled. 

The new colors in which space 
dividers are available are 
also of special interest, as they in- 
troduce a bright, contemporary 
note into both old and new offices. 
Deep salmon and sky blue are 
two of the new colors available. 
Also masonite, chalkboard, 
acoustical, corkboard and peg- 
board panels which can be in- 
serted in place of glass and used 
effectively in purchasing depart- 
ments, libraries, hospitals, gov- 
ernment agencies, and industrial 
plants. 


now 
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FOR ALL 
OFFICE 


ARASING | 





KLENZO 


Swift and smooth for 
typewriter, ink and ball- 
point work, 





{ 








GET THESE 
| BLAISDELL EXCLUSIVES: 


SPEE-D-POINT perforation for easy , § 
_| sharpening — STED-D-POINT 
staple for secure eraser core. 





elke 


id SI 
Tait 


a That 





TyeCweitte 
terri 





KLENZO 7; 


Special compound, 
thin diameter for 
pinpoint erasing. 





Write for sample, naming 
this publication. 


enone! 
Shee aa Mais "I Kh EN z Q- Lf 1 
eo : 4 


TRADE MARKS REG. U.S. PAT. OFF 


BLAIO DELL 


ad 9, Dod i Mote] a7 -U. Bf 


BETHAYRES, PENNA 





For More Information Write No, 232 
on Inquiry Card—Page 32 
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Office Equipment 








Now in production at The Film- 
sort Company’s plant in Pearl 
River, New York is a new printer 
to process direct, dry contact 
copies of card-mounted microfilm 
frames. To be known as the UNI- 
printer, the new unit will make 
duplicates of microfilmed records 
in less than a minute and under 
ordinary room lighting. The unit 
is a manual-mechanical unit for 
fast, inexpensive reproduction of 
negative or positive copies of 
microfilm images, either by dry 
heat or ammonia vapor develop- 
ing process. 

Write No. 50 on Inquiry Card—Page 32 





Fiberlite, a modernly designed 
fiber glass wastebasket, is Globe- 
Wernicke Company’s answer to 


damaging mis-uses occurring from. 


desk side coffee breaks. The 
wastebasket is leak-proof and im- 
pervious to liquid and rust stains. 
Fiberlite will not scuff, chip or 
crack through daily office use. 
Color is permanently pigmented 
throughout the fiber glass ma- 
terial and will never fade or re- 
quire refinishing. 

Write No. 51 on Inquiry Card—Page °32 


Profit protection through a new 
management technique in cost 
controls is outlined in a new 


booklet compiled by Manpower, 
Inc., Milwaukee, Wisc. Entitled, 
“The Controlled Overhead Plan” 
it details substantial overhead 
savings which can be effected by 
firms. 

Write No. 52 on Inquiry Card—Page 32 





Uarco, Incorporated of Chicago, 
Illinois recently announced the 
completion of,a bursting machine 
that will separate continuous 
tabulating cards at the rate of 600 
cards a minute. The card burster 
is available as an attachment to 
all late model Uarco forms 
burster-imprinters, or as a com- 
plete new unit to handle both 
cards and forms bursting. 

Write No. 53 on Inquiry Card—Page 32 





A new tablet arm folding chair, 
ideal for meeting rooms and sales 
meetings has been introduced by 
BeLa Chairs, Chicago, Illinois. 
The new model provides a large 
writing surface yet folds into only 
3% inches for easy storage when 
a room must be cleared. The 
arm comes in either natural ply- 
wood or simulated mar-proof 
plastic. A catalog describing the 
full line with specifications, fabric 
samples, prices and buying tips is 
also available. 

Write No. 54 on Inquiry Card—Page 32 
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Newborn Ozalid paper 
gets a better start... 






and a better finish! 





nt, depend- 





Here, emerging from the world’s largest As a result, you get consta 
diazo coating machine—famous Big able speed and prints free of streaks and 
sertha Ovzalid paper sees its first light blotches. Too, you get greater exposure 
of day. At this point, the newborn paper latitude for printing over wider ranges 
is gently “slapped” with jets of air—to with good results. 
ive ita better start in lik See for vourself what a difference gen- 
This air treatment blows excess diazo uine QOzalid papers make. For test 
off the paper as no other method can samples, just call your local Ozalid rep- 
and produces a far smoother, uni- resentative, or write: Ovzalid, Dept. 
form diazo coating. EE-4-28. Johnson Citv, New York. 


® 
OZ At. 1 eee 
for consistently finer prints 


A Division of General Aniline & Film Corporation, Johnson City, N. Y., In Canada—Hughes Owens Company, Ltd.. Montreal 


For More Information Write No. 233 on Inquiry Card—Page 32 
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In dozens of departments, in dozens of 

colored pencils promote effi- 
‘iency! COLOR speeds and simplifies 
paper work. COLOR calls attention to 
rush orders, corrections, vital statistics. 
COLOR clarifies plans, charts, maps 
and diagrams. In short, COLOR saves 


you minutes, mistakes and money! 
For fine work, try Eagle VERITHIN 
the thin lead checking pencil (in 40 
vivid colors) that takes a fine point, 
makes 5,000 check marks from a sin- fice, write Ea sncil Company 
gle sharpening, won't run when wet! Dept. C.C 3 E. ] J N.Y 


For all bold marking, use Eagle for fre 


PRISMACOLOR — the thick lead art 
pencil (in 60 brilliant colors) that holds 


a sharp point, won't fade or smear! 
For more details on l 
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— en Vey © See erro ier: 


we EAGLE paisnacoion 


EAGLE PENCIL COMPANY + NEWYORK + LONDON + TORONTO + MEXICO + SYDNEY + BOGOTA 
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Rock River P A’s 


A PANEL of experts demon- 
strated to the Purchasing Agents 
Association of Rock River Val- 
ley that “traffic is terrific’ as an 
area for potential savings. 
Moderator of the panel was T. 
C. Hand, purchasing agent of 
Sundstrand Magnetic Products 
Co. Members of the panel were: 
Thomas Boint, traffic manager of 
National Lock Co.; Clyde Mur- 
ray, Rockford branch manager for 
Dohrn Transfer; and C. E. Bellew, 


traffic counsel of the Rockford 
Chamber of Commerce. 
Speaking from the _ buyer’s 


viewpoint, Boint stressed the dual 
function of a traffic department in 
industry, which he said was to 
act as both a transportation con- 
sultant or “purchasing agent for 
transportation,’ and as a service 
department for all other depart- 
ments, especially purchasing and 
sales. 

Murray discussed the purchas- 
ing agent-carrier relationship, and 
enumerated some of the services 
available to PA’s from the car- 
riers. “Tracing does not expedite 
a shipment,” he pointed out, add- 
ing that the best time for expedit- 
before the goods are 
shipped, alerting the carrier to 
watch for the shipment and give 
it special handling if necessary. 

The services offered business 
and industry in the area by the 
Transportation Bureau of the 
Rockford Chamber of Commerce 
were outlined by Bellew. “Mini- 
mum inventories are desirable,” 
he said, “but so are minimum 
transportation costs.” He pointed 
that consolidation of ship- 
and increasing orders to 


ing is 


out 


ments 


C. E. Bellew, traffic 
counsel of the 
Rockford Chamber 
of Commerce, is 
shown addressing 
the Purchasing 
Agents Asociation 
of Rock River 
Valley. 


achieve the next quantity freight 
rate can yield worthwhile savings. 

A question period followed the 
panel discussion, and the inqui- 
ries directed to the panel indi- 
cated the concern felt in purchas- 
ing circles about freight handling 
and rates. 

John Bernard, assistant pur- 
chasing agent of Barnes Drill Co.. 
Rockford, gave a brief talk on his 
personal background and the com- 
pany’s history and products. 

John Stewart, Greenlee Bros. 
Co., presented the nominating 
committee’s report for the elec- 
tion to be held at the next meet- 
ing. Nominees are: president, W. 


Hear Panel of Traffic Experts 





H. Schnorenberg, Amerock Corp.; 
first vice president, G. W. Mor- 


ris, J. L. Clark Mfg. Co.; second 
vice president, F. D. Sculley, At- 
wood Vacuum Machine Co.; 
treasurer, H. R. Wilde, E. D. Et- 
nyre & Co., Oregon, IIl.; secre- 
tary, E. E. Johnson, H. D. Hume 
Co., Mendota, Ill.; national direc- 
tor, L. C. Bauer, Fairbanks Morse 
& Co., Beloit, Wis.; directors, B. 
C. Kays, Northwestern Steel & 
Wire Co., Sterling, Ill.; D. Tollefs- 
rud, Elco Tool & Screw Corp.; 


and A. J. Dale, Hanson Equip- 
ment Co., Beloit, Wis. (Unless 
specified, firms are located in 


Rockford.) 
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Interstate Drop Forge Company — 


20 Years a Cities Service Customer 
and Still Forging Ahead! 





The modern way to cut a die is typified 
by die sinking machine, one of many at 
Interstate Drop Forge Company. All 
die sinking machines are lubricated by 
Cities Service lubricants 


With production running at roughly 
1000 tons per month, Interstate Drop 
Forge Company of Milwaukee is one 
of the largest forging concerns in the 
Wisconsin area and growing all the time 

An integral part of this growth story, 
Cities Service is proud to have filled 
Interstate’s lubrication needs for the 
past 20 years 


Drop hammers helve hammers 


upsetters forging rolls... shapers 

automatic metal saws. These are but 
a few of the diversified machines lubri- 
cated by specially tailored Cities Service 
oils and greases 


Actually, in a plant of this type with 


so many differing pieces of machinery, 
it would be possible to have as many as 
25 different lubricants. But, Interstate, 
with the aid of their Cities Service 
Lubrication Engineer has been able to 
standardize on twelve Cities Service 
lubricants 
Streamlining . . . standardizing . 

improving. These are some of the serv- 
ices a Cities Service Lubrication Engi- 
neer can render for your operation, too. 
Ask him to make a free lubrication 
survey of your plant. Call the nearest 
Cities Service office or write: Cities 
Service Oil Company, Sixty Wall Tower, 
New York 5, N. Y. 


CITIES () SERVICE 
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ALITY PETROLEUM PRODUCTS 


For More Information Write No. 235 on Inquiry Card—Page 32 
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GENERAL ELECTRIC'S 20th FLUORESCENT ANNIVERSARY ANNOUNCEMENT: 


a 





Ss 


R. N. THAYER (left) AND G. E. INMAN developed first commercial fluorescent lamp in the U.S.A. in 


1938. Still with General Electric, they have been key men in many G-E fluorescent lamp improvements. 


Today’s G-E Fluorescent Lamps give you 
76% more light per watt, last 5 times longer... 


yet cost % as much! 


The first fluorescent, introduced 20 years ago this month 
by General Electric, can’t hold a candle to today’s G-E 
10-watt Lamps. A steady stream of improvements from 
G.kE. in Rapid Start and Pre-Heat Lamps has provided 
up-to-the-minute lighting systems for G-E Lamp users. 
Kfficiency is up 76%, rated life is 5 times longer, and the list 
price is down 57%! This means one G-E Fluorescent Lamp 
dollar today buys as much light as $20 did 20 years ago! 


NEWEST IMPROVEMENT —“‘BONUS PHOSPHOR”. This 
revolutionary new G-E process gives you 7 to 9% more 
light by selecting only the bigger, brighter phosphors to 
be used in G-E Lamps. It is another dollar-and-cents reason 


Progress /s Our Most /mportant Product 


GENERAL @@ ELECTRIC 


For more facts on the “Bonus Phosphor” and what it 
means in saving you capital and operating costs, write: 
General Electric Co., Large Lamp Dept. P-48, Nela Park, 
Cleveland 12, Ohio. 
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Association News 


Navy Buying Group Wins Third Award 


W INNING THE Secretary of 


the Navy’s award for increased 
suggestion participation 1s getting 
to be a habit with the Office of 
Naval Material and the Navy In 
spection Service. The office re- 
ceived the plaque for the third 
time in six years from Fred A 
Bantz, Assistant Secretary of the 
Navy for the year 1957. Vice Ad- 
miral E. W. Clexton, Chief of 
Naval Material, accepted the 
award. 

The award goes to the bureau 
or office of the Navy with the 
greatest increase in employee sug- 
gestions under the beneficial sug- 





Assistant Secretary of the Navy Bantz, left, presenting the Navy 
award for increased suggestion participation to Vice Admiral 


gestion program. Clexton, Chief of Naval Material. 


Plant Tour, 


Talk at Central lowa Meeting 





Mr. Pat Touche, secretary of the Waterloo Chamber of Com- 
merce and the guest speaker, is welcomed to the rostrum by 
Matt Karpan, Waterloo Spring Valve Compressor Co. (left), 
and R. L. Sampson, Beam Industries, Webster City, Iowa. 


ApriL 28, 1958 


r 
l HE CENTRAL Iowa Associa- 
tion of Purchasing Agents went 
to Waterloo, Iowa for a regular 
monthly meeting. An afternoon 
tour of the John Deere Tractor 
Works was followed by a fellow- 
ship hour, dinner, and a very in- 
teresting talk by Pat Touche, sec- 
retary of the Waterloo Chamber 
of Commerce. Mr. Touche was 
welcomed to the rostrum by Matt 
Karpan, Waterloo Spring Valve 
Compressor Co., and Mr. R. L. 
Sampson, Beam Industries, Web- 
ster City, Iowa 
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| welding machine 


ne ; e features e@eeeee 


MILWAUKEE, WISCONSIN 
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Does it have 


jet-stream ventilation ? 


The ultimate advantage of 
this feature is that the ma- 
chine will rum cooler, need 
less maintenance, last 
longer. High-velocity air 
has a scouring effect, keeps 
dirt from collecting on coils 
and stacks. Remember, dirt 
not only impairs efficiency 


but also retains heat. 
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Does it have silicone 








insulation? All A. O. : . . 

Smith machines do 5 as een “Se. 

Silicone (Class Hin- |: « ie 
sulation) is the new- i) er st... ee 
est, most expensive |! © 
insulation known to [§ * 

the electrical indus- H a 
try. Despite higher . oe 











costs, A. O. Smith is 

the only machine manufacturer using silicone “right 
across-the-board” on all models. Silicone permits higher 
operating temperatures under peak load conditions and 
absolutely prevents coil damage due to moisture accumu- 
lation. Longer life is assured. 





127 


Does it offer doubly protect- 
ed coils? On A. O. Smith 
units, coils are not only 
vacuum-impregnated, 
they’re also precision 
wound. Result: They're re- 
sistant to moisture and 
there's no possibility of 
chafing each time an arc is 
struck. This double protec- 
tion results in stepped-up 
efficiency —for years on end. 


























a-¢ constant potential 
80 4 sc 
as 
5 40 
70 5 > 
Industry A. O. Smith Industry A. 0. Smith Industry A. 0. Smith 
Averoge Averoge | Average 








Does it have bonus open-circuit volts? The charts above 
provide an idea of why all A. O. Smith machines “go 
beyond the call of duty”... provide bonus open-circuit 
volts for more force, more drive and greater arc stability. 
It’s this bonus margin that makes A. O. Smith welders 
and rectifiers the machines of the future. 





Does it offer a totally en- 
closed pre-lubricated, ball 
bearing, 1/6-hp fan motor 
and big fan? Only A. O. 
Smith welding machines 
are built with a big husky, 
forget-about-it motor that 
needs no reservoir filling or 
other costly production- 
stopping maintenance. Big- 
gest fan in the industry, 
sustains tremendous vol- 
ume of high-velocity air to 
keep machine running cool. 








If you'd like to know more about the extra things 
A. O. Smith does to help your welding machine 
investment pay bigger returns . . . details about 
the complete A. O. Smith line of a-c, d-c and 
constant potential machines . . . contact your 
“man from A. O. Smith” or write direct. 
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Through research - 


WELDING PRODUCTS DIVISION 
Milwaukee 1, Wisconsin 
A. 0. Smith International S. A., Milwaukee 1, Wisconsin, U. S. A. 





...@ better way 


( A 
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Association News 


P&B PROGRESS 


HIGH SHOCK CRYSTAL-CASE RELAYS 





Metropolitan Purchasers 
Hear Value Analysis Talk 


Ne At a recent meeting of the 
BA Metropolitan Purchasers Club, 
* 


Mr. Ralph J. Dames, purchasing 
analyst, Worthington Corp., spoke 
on value analysis. Mr. Dames 
serves on the staff of vice presi- 
dent, purchases and. traffic’ and 
is responsible to him through the 
general manager of purchases. 
At an earlier meeting, George 
W. Baker, deputy director, pur- 
chase and administrative services 
department, Port of New York 
Authority, gave an inspiring and 
informative talk on how to _ be- 
come a purchasing manager. He 
said that it was first necessary 


‘ 


} to convince ourselves that we 
want to be managers and then 
we must be willing to make the 
necessary sacrifices in time’ and 
effort. 





CRYSTAL-CASE SIZE! PERMANENT MAGNET DESIGN. 
SHOCK: 100g. VIBRATION: 30g 55 TO 2000cps. NO CONTACT OPENINGS. 


The new SC non-latching type and SL latching type crystal-case size micro 


First AMA Purchasing 


. s ‘ 
miniature relays further expand the broad Potter & Brumfield relay line Conference A Success 
Over 40 basic relays—more than 20,000 variations—are available for prac x é 
tically any relay requirement. Almost 300 purchasing agents 
Our engineering staff is at your command and will work with your engineers and other industrial executives at- 
in the development of special relays for your exact requirements. tended the first purchasing con- 
Three P&B plants, located at Princeton, Ind., Franklin, Ky. and Laconia, ference of the American Man- 
N.H. provide the largest production facilities in the industry. Over 500 agement Association, held in Chi- 


distributors across the country provide “‘off the shelf delivery” of most P&B 
relay types. 


cago March 31-April 2. Theme of 
the meeting was “Cost Reduction 
Through Effective Purchasing 
r ee and Materials Management.” 

t Among the well-known pur- 
chasing personalities presenting 


See the yellow pages of your classified phone directory for your local dis 
tributor and P&B representative. : 


875 MAK 
n 
he— 375 


Engineering Data 











Operate Time: 3 MS. max. with 550 ohm talks and particinet! : Sita 
| coil @ 24°V. DC. (SL: 630 ohm coil at — oe eee Sh Cc 
| 24 V. DC). sions were: Vincent deP. Gou- 

5 3 Transfer Time: 0.5 MS max. beau, vice president-materials, 
e | g Terminals: (1) Plug-in for microminiature RCA; George A. Fadler, director 
| ir receptacle of printed circuit board. f liad ie 
| | (2) Hook end solder for one #20 AWG wire. o purchases, Westinghouse; 
a ae Se | Lt | Enclosure: Hermetically sealed. Charles Adams, manager-pur- 
8 | | CONTACTS: Arrangement: 2 Form C. chasing services, General Elec- 
| | i: mee : : ° ° 
J YZ p= es Gold pe nem tric; Richard B. Foster, director 
bi | | oad: amps (@ ; , resistive; 7 aes . f ai 
Silent SOhesac emp @ 115.V. AC, resistive. of proc urement, Minneapolis- 
GENERAL: Insulation Resistance: 10,000 Pressure: SC—13 grams min.; Honey well; Gailon Fordyce, as- 
megohms, min. SL—16 grams min. sistant director of purchases, 
Breakdown Voltage: 1,000 V. RMS. COIL: Power: Approx. 1.0 watt at Nominal American Cyanamid; Frank Wal- 
Shock: 100g. Voltage. ter . he $i ent Ess 
Vibration: 30g 55 to 2000 cps.; 0.195” Resistance: SL—40 to 1400 ohms; tai —— ng eee, — 
mox. excursions from 10-55 cps. SC—35 to 1250 ohms. Standard Oil Company; Ronald 
Temperature Range: -65°C. to +125° C. Duty: Continuous. Jones, director of purchases, 
Weight: 17.5 grams (5/8 oz.). MOUNTINGS: Bracket, stud and plug-in. O. A. Sutton: Dwight Brooks 
P&B Standard Relays are available at your local electronic, electrical and refrigeration distributors manager of purchasing adminis- 


tration, Burroughs; George Bur- 
Potter & Buu ine, | | Richard Berry, City of Chicage 
le Ox Richard Berry, City of Chicago, 


and Paul Farrell, editor of Pur- 
CHASING. 


PRINGETON, INDIANA - SUBSIDIARY OF AMERICAN MACHINE & FOUNDRY COMPANY 
Manufacturing Divisions also in Franklin, Ky. and Laconia, N.H. 
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Underwater is home for this motor! 
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a 
Sealed (77) 
for submerged ; if 
applications | 


Vy shorter °°" 
than equivalent: 
standard motor 

Ramee 





New Louis Allis Immersible motor is built to operate in water, 


sewage, or liquid chemicals 


The Immersible motor can be adapted to operate 
in any kind of liquid — fresh or salt water, sewage, 
chemicals, or abrasive industrial cutting oils. It’s 
the ideal means to provide power in a vat or sump 
— at the bottom of a pool, lake, or ocean! 


No matter how deep your setting, the Immersible 
motor provides close-coupled power — saves you the 
need for expensive jack-shafting, intermediate bear- 
ing supports between pump and a surface-mounted 
motor, and mounting structures. 


The motor is oil-filled and sealed at the factory. 
Diaphragm breathers equalize internal and external 
pressure — eliminate pressure at the shaft seal and 


S™-109 


prevent leakage. All joints are sealed to keep water 
and dirt out. Vinyl-coated housing and stainless or 
suitably plated exposed parts resist corrosion. Mat- 
ing surfaces of the housing and flange are precisely 
machined to provide accurate alignment of the pump 
impeller and casing. 


The Immersible, as shipped, is ready for horizontal 
or vertical mounting on pumps, agitators, mixers, 
or special equipment. Sizes range from % to 40 hp. 
For additional information contact your local Louis 
Allis District Office, or write for Bulletin 2300, The 
Louis Allis Co., 439 E. Stewart Street, Milwaukee 
1, Wisconsin. But do it today 


LOUIS ALLIS 


MANUFACTURER OF ELECTRIC MOTORS AND ADJUSTABLE SPEED ORIVES 
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Eastern New York Holds 

Executive Night Meeting 

The 38th Anniversary Execu- 
tive Night Meeting of the Pur- 
chasing Agents Association of 
Eastern New York was held at 
the Manger-DeWitt Clinton Hotel 
in Albany on March 20. 

Executives of member com- 
panies and former presidents of 
the association were special guests 
at the affair. J. Dukehart Chesney, 
former president, and Vice Presi- 
dent of N.A.P.A. for District 8 
for 1958-59, was also an honored . 
guest and spoke briefly. 

Principal speaker of the even- 
ing was Charles M. Hanna, well- 
known speaker and consultant to 
American industry. Mr. Hanna’s 
subject was, “Are Purchasing 
Agents People?” 

President William H. Flint offi- 


ciated at the meeting. 


Stark Elected N.A.P.A. 
Vice President 
Russell T. Stark, Director of 
Purchases for Burroughs Corpo- 
ration, was elected Vice-President 
of the National Association of 
Purchasing Agents on March 21, 
1958. He will begin his official 
duties at the National Conven- 
tion held in Chicago, May 12, 13, 

and 14. 

Mr. Stark’s purchasing career 
began at Burroughs in 1936. Suc- 
cessive promotions resulted in the 
appointment as Director of Pur- 
chases in 1950. 





{ J - His intensive activity in the 
——ee \\ Cones of rayon ship Purchasing Agents’ Association 
without shifting , of Detroit dates back to May 1948, 
having held the offices of Second ; 
H & D corrugated boxes and die-cut pads Vice-President, First Vice-Presi- jeatial 
keep 335 pounds of rayon yarn clean and dent, President, and National 
undamaged for Industrial Rayon Corpora- Director. 


tion. Rayon yarn can’t rub or ravel. Need ] Canadian Purchasing 


a safer shipping box? Better see H & D. Conference in June 


The 33rd Canadian Purchasing 
HINDE & DAUCH Conference will be held in Mon- 

. treal’s new Queen Elizabeth Hotel aol 
Division of West Virginia Pulp and Paper Company during June 8-9-10th inclusive. — 


Addition: i ati > 
Ins ieiadctler es Piabtehadite'» ehauabty, bbe tional information on the 





Lol Ril.dl. | die biles'Gttens conference can be obtained from : 
W. FE. McKechnie, chairman, r 
booster committee, ‘, Peacock 
Brothers Limited, P. O. Box 1040, 
Montreal, Quebec. 


EOE A EB LB LE LE LE ME LE LL, LA A i, a, li, Mle lll, dll, dll, dll, 
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THEY get fo take 


a last look inside 


What if you had to make a final inspection of en- 

closed parts to be sure they were lubricated and you 

Standard Oj/l research could not do it without disassembling? Standard Oil 
research scientists have just developed an instru- 

ment system that determines lubricant level in an 

develops method instant. The device measures the density of an 
assembly so precisely the presence or absence of the 
desired quantity of lubricant registers on a meter. 


for inspecting 
-Having such a unit might permit you to shorten an 
assembly line or reorganize assembly operations for 
greater convenience, speed, economy. The research 
men at Standard who developed this inspection 
of enclosed parts method will be glad to share their know-how with 


you to help you fit it to your assembly operations. 


lubrication 


without disassembling This is the research pay-out you get from Standard. 


This is the “something more” Standard gives to in- 
dustry besides the research which has established 
Standard Oil petroleum products as the industry 
criteria for quality. 


For more information about this development or for 
assistance on other lubrication problems, inquire of 
any of the 48 Standard Oil district offices in the 15 
Midwest and Rocky Mountain states. Or write 
Standard Oil Company (Indiana), 910 South Michigan 
Avenue, Chicago 80, Illinois. 


You expect more from \ STANDARD and get it! 


| 


COTTON* makes good connection 
with Automatic Electric 


See ~ 


cha 






*Fairfax Towels used by Automatic 
Electric Company are supplied by 
Chicago Towel Company. 


@ From its beginning as the originator of the dial telephone in 1892, 
Automatic Electric Company has come a long way. As the leading manu- 
facturing unit of General Telephone, its vast new facilities at Northlake, 
Illinois, provide 35 acres of floor space under one roof, designed for efficient 
straight line production of telephone equipment and relays, switches and 
other components used in automation and electrical control. And because 
a “house” of this size demands extremely efficient housekeeping, too, Auto- 
matic Electric provides its 8,000 employees continuous cotton toweling, in 
plant and office washrooms. 

The companies using cotton towels or toweling have found that they 
improve employee relations and speed up washroom traffic. And, of course, 
reduced maintenance costs are also important. 

Why not see what cotton can do in your plant or building? For free book- 
let on cotton towel service, write Fairfax, Dept. S-4, 65 Worth Street, 
New York 138, N. Y. , 

Here’s How Linen Supply Works... 

You buy nothing! Your linen supply dealer furnishes 
everything at low service cost—cabinets, pickup and 
delivery, automatic supply of freshly laundered towels 
and uniforms. Quantities can be increased or de- 
creased on short notice. Just look up LINEN SUPPLY 
or TOWEL SUPPLY in your classified telephone book. 


Clean Cotton Towels... 
Sure Sign of Good Management 


Fairtax- Towels @& 


fxrve 
ed 





WELLINGTON SEARS COMPANY, 65 WORTH STREET, NEW YORK 13, N. Y. 


Gamer verns CO 
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‘British Columbia. The 





Buffalo PA’s Meet With 
National Sales Executives 

The Purchasing Agents Associa- 
tion of Buffalo held a joint meet- 
ing with the National Sales Ex- 
ecutives recently at the Hotel 
Stuyvesant. The total attendance 
was 167. 

R. Buddington, president of the 
National Sales Executives of Buf- 
falo gave a short speech of ap- 
preciation, stating that the joint 
meeting of the sales executives 
and purchasing agents of Buffalo 
would bring about better rela- 
tions between sales and purchas- 
ing. 

The climax of the meeting was 
a talk given by Harry A. Stuhl- 
dreher, assistant to the vice pres- 
ident of the U. S. Steel Corp. 
and former All American quarter- 
back. The title of Mr. Stuhldreh- 
er’s talk was “Everybody's Busi- 
ness.’ The famed Notre Dame 
Four Horseman indicated that 
sports and business have much in- 
common, with each emphasizing 
team play and keen competition 
to attain its goal. 

The association’s annual dinner 
dance was held at an earlier date 
at the Buffalo Trap and Field 
Club. A total of 511 people at- 
tended the affair, which made it a 
complete success. Cocktails were 
served at 6:30 P.M., followed by 
an appetizing dinner at 7:30 P.M. 
Credit for the success of the affair | 
goes to Raymond Berg and his 
hard working entertainment com- 
mittee. 


British Columbia PA’s 
Hold Buyer-Supplier 
Night 

Over 300 attended the annual 
buyer-supplier night held recently 
by the Purchasing Agents of 
meeting 
held at the Hotel Vancouver, was 
sponsored jointly by the Purchas- 
ing Agents of British Columbia 
and the British Columbia Prod- 
ucts Bureau Vancouver Board of 
Trade. 

The meeting was opened by 
Mr. W. C. Wright, Chairman of 
(Please turn to page 136) 
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GUARANTEED PURITY! 


Argon of 99.995% minimum purity 
Guaranteed by LINDE! 


The inert argon welding gas you get from LINDE is now guaranteed* to 






























contain less than 50 parts per million of impurities. And it’s LINDE’s 
regular industrial argon—not a special, extra-cost grade. You get this 
extremely high purity on delivery to you, regardless of the way the argon 
is delivered. 

LINDE’s 50 years of experience in producing gases of extremely high 
purity make this assurance possible. You can depend on LINDE con- 
sistently for the highest possible purity in the gases you use. LINDE 
COMPANY, Division of Union Carbide Corporation, 30 East 42nd Street, 
New York 17, N. Y. Offices in other principal cities. In Canada: Linde 


Company, Division of Union Carbide Canada Limited. 


F onyorss ~—_ delivered as ; sa is For Argon of guaranteed 
1e purest inert gas on earth. Guaran- Z i 
highest purity... call LINDE! 


teed to contain less than 50 parts per 
million of impurities, LINDE liquid ar- 
gon contains, on the average, less than 
% of this amount and practically no 
moisture. 


The terms “‘Linde™ and 
“Union Carbide™ are 
registered trade-marks of - 
Union Carbide Corporation 


TRAE Aen 








A few typical applications of Taylor Vulcanized Fibre 





Carrying Cases 





Abrasive Discs 
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Switch Parts Sliding Door Guides 


Vulcanized Fibre 
Is Versatile 


The applications of Taylor Vulcanized Fibre are many in 
number. This is because of its many unusual characteristics. 
It is a hard, dense material with excellent physical, mechanical 
and electrical properties. It is tough and resilient; has high 
resistance to impact, abrasion, wear, organic solvents, oils 
and gasoline; it can be machined, stamped, punched and 
formed; it is attractive in appearance, light in weight. 


Taylor Vulcanized Fibre is available in a number of different 
grades, in sheets, rolls and turned rods. Undoubtedly you have 
an application where the unique properties of vulcanized fibre 
can be put to work in your product. A Taylor application 
engineer will be glad to discuss requirements with you and 
recommend the best grade to fit them. Get the benefit of his 
advice by contacting TAYLOR FiBRe Co., Norristown 36, Pa. 





LAMINATED sherdy VULCANIZED FIBRE 
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the British Columbia Products 
Bureau. He welcomed the guests 
and presented Art Nursery, presi- 
dent of the association, with a 
“made in British Columbia” serv- 
ing tray. 

After a fine program of enter- 
tainment, vice-president C. A. 
Elkington introduced the guest 
speaker, Cecil W. Humphrey- 
Knott, chief procurement officer 
for the British Railway Commis- 
sion. He related some of his ex- 
periences in dealing with the prob- 
lems that arose in keeping the 
lines open during World War II. 
He was very enthused with the 
prospects of increased trade with 
Canada, and the many Canadian 
Trade Missions which have toured 
Britian recently. At the conclu- 
sion of his speech it was revealed 
that Mr. Humphrey-Knott was in 
reality Douglas Haskins, actor 
and announcer for radio station 
CBU Vancouver. The evening 
concluded with the drawing of 
numerous prizes donated by vari- 
ous firms. ‘ 

The monthly plant visit was 
held the afternoon preceeding the 
buyer-supplier banquet. Members 
toured the port facilities of Van- 
couver, administered by the Na- 
tional Harbor Board. The bus 
tour included visits to the Piers 
and Warehouses, Fisherman’s 
Wharf and a grain elevator. At 
the conclusion of the tour refresh- 
ments were served at Northland 
Navigation Co. Ltd. 


Connecticut Association 
Hears Purchasing Editors 


A regular meeting of the Pur- 
chasing Agents Association of 
Connecticut was held at the Strat- 
field Hotel, Bridgeport, on March 
25. Guest speakers were Paul V. 
Farrell, editor and Dean S. Am- 
mer, exeuctive editor of PurcHa- 
ING Magazine. 

Topic of the editors’ joint talk . 
was “How Transportation Costs 
Affect Purchasing Profits.” They 
urged the group to analyze the 
costs of moving purchased mate- 
rials with the same enthusiasm 

(Please turn to page 140) 
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AZZ VOLTAGE 
ee Se STARTERS 
TRinst | [OY 


e air break contacts in all ratings 
e exclusive De-ion arc quenching . 


e silver alloy contacts 
e bimetallic overload protection 








1] 
the 


Now... 
in all popular ratings... 


J-22134 
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Westinghouse REDUCED VOLTAGE STARTERS 


IMMEDIATE DELIVERY 
FROM THESE 
WESTINGHOUSE 
DISTRIBUTORS 


No waiting...no delays. A quick phone call 

_ to your nearby Westinghouse distributor gives you prompt 
delivery and service on the Westinghouse Reduced 
Voltage Starter you need. = 


Ace 

ya 

O: 
= 


REDUCED VOLTAGE 
STARTER SELECTOR 


© 1750 WESTGHOUM EUICTC CORPORANCH FHETTED we USe 











FROM THESE WESTINGHOUSE DISTRIBUTORS...“ OFF THE SHELF” 
SERVICE FOR ALL YOUR REDUCED VOLTAGE STARTER NEEDS 


ALABAMA 
BIRMINGHAM 
Moore-Handley 
AL 2-4121 
MOBILE 
Moore-Handley 
HE 3-7411 
MONTGOMERY 
Moore-Handley 
AM 3-5534 
ARIZONA 
PHOENIX 


Westinghouse Electric Supply Co. 
1110 North 21st Avenue 
AL 8-8211 


ARKANSAS 


” LITTLE ROCK 


Westinghouse Electric Supply Co 
119 Sherman Street 
FRanklin 2-5154 


CALIFORNIA 
HAYWARD 
Westinghouse Electric Supply Co 
21612 Western Boulevard 
EL 1-6442 


LOS ANGELES 54 
Westinghouse Electric Supply Co. 
905 East Second Street 
MAdison 9-4161 
NORTH HOLLYWOOD 
Westinghouse Electric Supply Co 
13213 Sherman Way 
POpiar 5-8916 
OAKLAND 
Westinghouse Electric Supply Co 
711 East 8th Street 
TE 4-9900 
SAN JOSE 
Westinghouse Electric Supply Co 
292 Stockton Avenue 
CYpress 7-5929 
TULARE 
Turnupseed Electric Service, Inc 
340 East Inyo MUrdock 6 3401 


Stanley 7.2578 


COLORADO 

DENVER 

Mine & Smelter Supply Co 

3800 Race Street 

KEystone 4-311] 

Wazee Electric Co 

2020 West Barberry Place 

AComa 2-4533 


DISTRICT OF COLUMBIA 


WASHINGTON 18 
Westinghouse Electric Supply Co 
935 Brentwood Road, N. E 
HUdson 3-8974 


FLORIDA 


JACKSONVILLE 6 
Westinghouse Electric Supply Co 
545 East Fourth Street 
Elgin 3-7431 


GEORGIA 
ALBANY 
Westinghouse Electric Supply Co. 
610 North Washington Street 
HE 2-1285 
SAVANNAH 
Westinghouse Electric Supply Co 
580 Indian Street ADams 23-9682 


IDAHO 
BOISE 
Westinghouse Electric Supply Co 
318 South Capito! Boulevard 
P.O. Box 1518 2-3531 


ILLINOIS 

CHICAGO 7 

Westinghouse Electric Supply Co. 

113 North May Street 

TAylor 9-5000 
DANVILLE 

Westinghouse Electric Supply Co 

603 North Gilbert Street 1901 
ROCKFORD 

Westinghouse Electric Supply Co 

2121-15th Street 8-2471 


INDIANA 
EVANSVILLE 


Westinghouse Electric Supply Co 
1251 Diamond Avenue HA 3-1152 


INDIANAPOLIS 7 
Westinghouse Electric Supply Co 
1560 Stadium Drive ME 2-3301 


TERRE HAUTE 
Walker Electric Supply Co., Inc. 
124-130 South Third Street 
C-1385 


1OWA 
DAVENPORT 


Westinghouse Electric Supply Co 
402 East Fourth Street 3 9966 


DES MOINES 
Westinghouse Electric Supply Co 
2515 Dean Avenue AM 2.3181 


FORT DODGE 
lowa Electric Supply Co 
1012 First Avenue, North 7-2311 


WATERLOO 
Westinghouse Electric Supply Co 
300 West Third Street 
ADams 4-4679 


KANSAS 
WICHITA 


Westinghouse Electric Supply Co 
2940 South Minneapolis HO 4.5394 


KENTUCKY 
LOUISVILLE 
Tafel Electric and Supply Co 
333 East Brandeis Street 
MElrose 6-1381 


LOUISIANA 


BATON ROUGE 
Westinghouse Electric Supply Co 
2511 Michelli Drive 
EL 7-0603-4-5 


MARYLAND 
BALTIMORE 


Tristate Electrical Supply Co, Inc 
HOpkins 7-5600 
CUMBERLAND 
Tristate Electrical Supply Co., Ir 
PArkview 2-0060 
FREDERICK 
Tristate Electrical Supply Co, Inc 
MOaument 2-2136 
HAGERSTOWN 
Tristate Electrical Supply Co., Inc 
REgent 3-1212 


MASSACHUSETTS 


PITTSFIELD : 
Electric Supply and Repair Co., Inc 
48 Pearl Street 2-1539 


MINNESOTA 
DULUTH 


Westinghouse Electric Supply Co., Inc 
230 Lake Ave. S RA 7-7423 


MINNEAPOLIS 15 
Westinghouse Electric Supply Co 
515 South Seventh Street 
FEderal 8-700) 
ST. PAUL 1 
Westinghouse Electric Supply Co 
253 East Fourth Street CA 7-6581 


MISSOURI 
JOPLIN 
Continental Electric Co 
415 Junge Boulevard 
KANSAS CITY 
Continental Electric Co 
1321 West 13th Street 


MA 4-2417 


GR 1-1180 


MONTANA 
BUTTE 


Westinghouse Electric Supply Co 

949 South Montana Street 2-2374 
KALISPELL 

Industrial Supply Co 

175 East N. R. R. Street 

SK 6-5900 


NEBRASKA 
OMAHA 


Westinghouse Electric Supply Co 
117 North 13th Street HA 8700 
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NEVADA 
LAS VEGAS 
Osborne Electric Supply Co., Inc. 
835 West Bonanza Road 
DUdley 2-7393 


NEW JERSEY 
NEWARK 5 
Westinghouse Electric Supply Co. 
528 Ferry Street Mi 2-3450 
TRENTON 9 


Westinghouse Electric Supply Co 
745 East State Street OWen 5-5421 
NEW MEXICO 


ALBUQUERQUE 
Westinghouse Electric Supply Co 


816 First Street, N.W CH 3-3708 
NEW YORK 
BUFFALO 2 
Buffalo Electric Co., inc. 
75 West Mohawk Street WA 4420 


JOHNSON CITY 
Westinghouse Electric Supply Co 


419 Grand Avenue 9-1561 
POTSDAM 

Van Ness Co., Inc 

29 Depot Street 9328 
SYRACUSE 


Westinghouse Electric Supply Co 


961 West Genesee Street 74-3331 


* NORTH CAROLINA 


RALEIGH 
Electric Motor & Repair Co 
P.O. Box 1950 TEmple 3-2781 
NORTH DAKOTA 
“FARGO 
Westinghouse Electric Supply Co 
405-14th Street, North 2-4446 
HIO 
CLEVELAND 14 
H. Leff Electric Co 
234) Payne Avenue TOwer |-7400 
Westinghouse Electric Supply Co 
1809 East 22nd Street TOwer | -5660 


Westinghouse Electric Supply Co 

700 East 165th Street iVanhoe |-7840 
COLUMBUS 15 

Westinghouse Electric Supply Co 

266 North Fourth Street 

CApital 1-5571 
YOUNGSTOWN 1 

The Phoenix Electric Co 

533 Lincoln Avenue Riverside 4-4519 


OKLAHOMA 
OKLAHOMA CITY 
Westinghouse Electric Supply Co 
850 N.W. Second CEntral 2-7101 
TULSA 
Westinghouse Electric Supply Co 


307 East Brady Di 3-7155 


OREGON 

EUGENE 

Tillman & Booth, Inc. 

215 West Fifth 
KLAMATH FALLS 

Tillman & Booth, Inc. 

Sixth & Broad 

East Side Electric Co. 

P.O. Box 190 

TUxedo 4-3184 
MEDFORD 

Westinghouse Electric Supply Co. 

P.O. Box 1152 SP 3-4556 
PORTLAND 9 

Westinghouse Electric Supply Co 

815 N. W. 12th Avenue CA 2-9851 


DI 5-3301 


TU 4-4171 


PENNSYLVANIA 


CHAMBERSBURG 

Tristate Electrical Supply Co., Inc. 

CO 4-4631 
PHILADELPHIA 

Westinghouse Electric Supply Co. 

141 North 1ith Street WA 2-8950 
PITTSBURGH 12 

Westinghouse Electric Supply Co 

209 West General Robinson Street 

FA 2-5500 
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SOUTH CAROLINA 
COLUMBIA 
Electric Motor and Repair Co. 
P. 0. Box 806 ALpine 2-2181 


TENNESSEE 


CHATTANOOGA 
Mills & Lupton Supply Co. 


749 East 12th Street AM 6-6171 
KNOXVILLE 

Westinghouse Electric Supply Co. 

403 East Fifth Avenue 48644 
MEMPHIS 


Shelby Electric Co., Inc. 
112 East £. H. Crump Boulevard 
Whitehall 8-1546 


Westinghouse Electric Supply Co 


845 North Main Street JA 7-9431 
NASHVILLE 

Tafel Electric & Supply Co. 

401 Sixth Avenue, South CH 2-7305 


TEXAS 
BEAUMONT 


Westinghouse Electric Supply Co. 
1655 Louisiana Street 
TErminal 3-6333 
CORPUS CHRISTI 
Westinghouse Electric Supply Co. 
110 North Staples Street 
TU 2-335] 
EL PASO 
Triangle Electric Supply Co 
333 West San Antonio Street 
KEystone 3-1611 
HOUSTON 
Westinghouse Electric Supply Co 
1903 Ruiz CA 5-1341 
LUBBOCK 
Westinghouse Electric Supply Co 
605 Main Street POrter 5-6396 
SAN ANTONIO 6 
The Perry Shankle Co 
1801 South Flores Street 
CA 6-5191 
Westinghouse Electric Supply Co, 
1211 East Houston Street 
CA 7-9271 
UTAH 
OGDEN 
Westinghouse Electric Supply Co 
2660 Lincoln Street 
EXport 4-2691 
SALT LAKE CITY 
Westinghouse Electric Supply Co 
210 Rio Grande Street 
DAvis 2-2441 


VIRGINIA 

HARRISONBURG 

Tristate Electrical Supply Co., Inc. 

4-7514 
RICHMOND 

Westinghouse Electric Supply Co. 

511 East Byrd Street Mi 3-0111 
ROANOKE 

Westinghouse Electric Supply Co. 

732 First Street, S.E 

Diamond 4-3271 


WASHINGTON 
SEATTLE 4 


Westinghouse Electric Supply Co. 

1051 First Avenue, South MAin 3-7001 
SPOKANE 

Westinghouse Electric Supply Co. 

N. 1023 Monroe Street FA 8-3371 
TACOMA 2 

Westinghouse Electric Supply Co 

1325 South Tacoma Way GR 4-9476 


WISCONSIN 
GREEN BAY 


Westinghouse Electric Supply Co. 

619 Main Street HEmiock 5-3751 
MADISON 

Westinghouse Electric Supply Co, 

110 North Thornton Avenue 


AL 5-4867 

MILWAUKEE 
Westinghouse Electric Supply Co., Inc. 
1600 W. Cornell LO 2- 


Tansee 
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with Flexon Reusable Hose Fittings 
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and thoroughness they apply to 
every other aspect of the buying 
operation. They listed certain as- 
sumptions about transportation 
costs and showed why they are 
false, using case histories gathered 
in all types of industrial firms. 
Burdon Lowe, Risdon Mfg. Co., 
introduced the speakers. George 
Raselis, Bassick Co., president of 
the association, officiated. The 
next meeting of the association, to 


ALL FLEXON REUSABLE FITTINGS | Sci "xmecis 
now equipped with Easy Grip Hex | a prten 
for simple, speetly attachment Addresses New York PA’s - 








Dr. Arthur Secord, who is Pro- 
fessor of Speech at Brooklyn Col- 


lege, was the featured speaker at 


There’s no longer any need to struggle with special tools when the monthly dinner-meeting of 
you attach reusable hose fittings. Now you can attach reusable the Purchasing Agents Associa- 
fittings the easy way . . . if the fittings are FLEXON. tion of New York. Dr. Secord en- 
’ . é li x} t > >. > asse > *nas- 
Every FLEXON reattachable fitting—male or female—has a — d the assembled purch = 
. ese ing men on effective communica- 
hex on the stem. You can get a good grip on the fitting with an 
: ir page tion techniques in his talk on 
ordinary wrench for faster, easier insertion into the hose. And bs : 2 es 
Phy : a How to Tell What You Know. 
there’s no danger of damaging the threads or of damaging the 
: His background as an author and 
seat of female couplings. 
lecturer on public speaking and 
For your hose connector requirements where the serviceability human relations well qualifies 
of reusable fittings is desired, improve that serviceability by him for the subject. 
specifying FLEXON Reusable Fittings with the Easy Grip Hex. Two forum sessions were held 
Sizes start at 3,” hose I.D. prior to the . dinner. Joseph 


Chingas, manager of design engi- 
neering, W. L. Maxon Corp. lead 
a discussion on shop practices and 
standards on electronic compo- 
nents at the electronics forum. 


For all your hose assembly requirements take advantage of 
Flexon know-how. It may be the first step towards reducing 
your over-all fluid power costs. 








> : The general forum discussed 
Flexon offers On-The-Spot Service planriing and control in relation to 
the Complete Line for all Your Hose Needs decision making with specific ap- 

@ Bulk hose in a wide range of Your nearby Flexonics field man is as plication, to procurement prob- 
types and sizes. near as your telephone to give you prompt, lems. It was lead by James G. 

; : competent service on all your flexible hose ‘ J Baa ete ; 

@ Hose er with _— needs. For your further convenience, his Hendrick, director of systems and 
ord or special fittings for all service is backed by strategically located procedures, Columbia Broadcast- 
pressures. warehouse stocks. In addition, the assist- ing System. 

© A full line of crimped, reusa- ance of the Flexonics Hose Application 
ble, swaged, push-on cil spe- Engineering Department is available to 
ones fittings, GE RET Ca help you with “‘special’’ problems. Get all 

P : your hose needs from this single, depend- 
able source. 
= You need only one card 


to request additional in- 


J 0 
® Flexonics 0 formation on any item in 
products of Flexonics 1316 S. Third Avenue » Maywood, Illinois 


this issue. Use the reader 
Corporation thai have 


. 
stay! In Canada: Flexonics Corporation of Canada, Ltd., Brampton, Ontario service page 32. 
ee Manufacturers of metal and rubber hose, expansion joints, 


metallic bellows and aircraft components. 

For More Information Write No. 247 on Inquiry Card—Page 32 For More Information Write No. 248 

on Inquiry Card-——Page 32> 
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Mr. Flexon identifies 


over 56 years 
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PRIDE OF- PRODUCT / An = Tradition 


You put pride in vour product...so does FROSTKRAFT. 


Our product is packaging. Any product that needs kraft 
deserves FROSTKRAFT. 


CORRUGATED 
CONTAINERS 


STANDARD 

AND 

SPECIALTY 

BAGS 
MULTIWALL 
SHIPPING SACKS 


Forest Products Division est onroe oa strict Sales Ofhces eu ork « FROSTKRAFT IS A TRADEMARK 





Can your plant 
pass this 


SECURITY TEST? 


TIME MINUTES 





Check one: 





Yes No 


|] L) Trespassers: Is your plant 
adequately protected from 
casual trespassers? 


OU 


Traffic: Can you control gat 
and in-plant traffic? 


Vandalism: Is your plant 
safe from continual petty 
property damage? 


Pilferage: Does your plan? 
have safe outdoor storage? 


Recreation: Do employees 
have safe, enclosed areas for 
sports? 


ase 


Score: 


Less than 4 ‘'Yes” Answers: Your local 
Anchor Fence office can show you how 
best to protect against these daily prob- 
lems of plant operation. Your local Anchor 
man will be glad to demonstrate the ex- 
clusive features of Anchor Chain Link 
Fence: deep-driven anchors that keep the 
fence firmly erect—clean-cut square corner 
post design that eliminates toe holds— 
steel chain link fabric, galvanized after 
weaving for longer life—square construc- 
tion, one-piece welded gates. Why not 
call your local Anchor office today, or 
write: ANCHOR FENCE, 6615 Eastern 
‘Avenue, Baltimore 24, Maryland. 











NCHOR FENC 


Divison of ANCHOR POST PRODUCTS. INC. 








Plants in: Baltimore, Md.; Houston, Texas; and 
Whittier, California * Sold direct from Factory 
Branches and Warehouses in all principal cities 


More Information Write No.. 249 
on Inquiry Card—Page 32 
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Association News 





Tri-City PA’s Tour 
Newspaper Offices 

A recent meeting of the Tri- 
City Association of Purchasing 
Agents was held in the Skyline 
Room of the Blackhawk Hotel 
with 45 members present. After 
good fellowship, a fine dinner and 
a_ business the entire 
group was taken on a tour through 
the new Davenport Newspapers, 
Inc. offices and quarters. Charles 
Grayson, purchasing agent for 
Davenport Newspapers, Inc. and 
chairman of the education com- 
mittee, conducted the tour and 
explained all the various aspects 
of putting a daily newspaper to- 
gether. The members were all im- 
pressed by the amount of auto- 
mation used by the industry. An 
excellent film was shown on the 
wood pulp industry. 

New members of the associa- 
tion are Lloyd B. Melenbacker, 
Climax Engine and Pump Manu- 
facturing Co., Clinton; Carroll 
Lundquist, Interstate Power Co., 
Dubuque; R. C. Miller, Clinton 
Machine Co., Maquokets; W. J. 
Melchert, Clinton Machine Co.; 
George White, Red Jacket Manu- 
facturing Co., Davenport; Don 
Patrick, Pioneer Central Division 
of Bendix Aviation Corp., Daven- 
port; arid James Hart, Englehart 
Manufacturing Co., Davenport. 


session, 


Alabama PA’s Hear 
Industrial Progress Talk 


At the regular monthly dinner 
meeting of the Alabama Associa- 
tion, Mr. Cooper 
president, industrial development 
department, Alabama Power Co., 
spoke on the’ progress of indus- 
tries in the southeast both past 
and future. 

John Lathem, Sullivan, Long & 
Hagerty, introduced a new mem- 
ber who was present for the first 


Green, vice 


time, Wallace Bromberg of 
the National Woodworking Co., 
Birmingham. Carl Thomas, 
Owens-Richards Co., approved 


membership applications for Hale 
L. Miller, Lerio Corp., Mobile; 
and Braxton Samford, Robins 
Floor Tile Co., Tuscumbia. 





_- “en ©S 2Oe7 eat 


Chairman of the education 
committee, Guy Cofield, Alabama 
Power Co., presented his monthly 
commodity panel. Members of 
this panel spoke for three minutes 
on the following commodities: 
paper and paper products, Jim 
Harrington, Birmingham Paper 
Co.; steel products, Jim Gustin, 
O’Neal Steel Co.; petroleum prod- 
ucts, Gary Dobbs, Standard Oil 
Co.; ferrous scrap, Marlin Hinds, 
Connors Steel Division. 

George Cole, director of pur- 
chases, Alabama Power Co., in- 
troduced the speaker, Cooper 
Green. Mr. Green gave an ex- 
tremely interesting talk on the 
part that the Alabama Power Co. 
has played in the industrial de- 
velopment of the area. He stated 
that Tom Martin started the in- 
dustrial development department 


34 years ago with one.man and 


one girl. The importance of this 
department today is indicated by 
the fact that Mr. Green 
the title of vice president. 

In 1956, 1080 new industries 
started in the southeast. In 1957, 
1300 new industries started. It is 
anticipated that 1958 will equal 
or top 1957 in the start of new 
industries. 


carries 





Feel trapped? 


Stuck for a reliable source of plastic 
parts ... need cost-cutting design help 

. want on-time deliveries every time? 
Get them all at Chicago Molded. For 
Chicago Molded puts at your service the 


skill from 39 years’ experience in custom 


molding .. . unbeatable production facil- 
ities... engineers and designers who help 
you eliminate costly, unnecessary frills 
Don't be trapped into less than the best 
plastic parts—write, wire or phone 


CHICAGO MOLDED 
PRODUCTS CORPORATION 


1025 N. Kolmar Ave., Chicago 51, Ill. 
Phone: Dickens 2-9000 
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on Inquiry Card—Page 32° 
PURCHASING 














Slipnoose slings with swage 


tlanta + Chicago + Dallas 


f Tiger Brand Monitor Improved Plow Steel Wire Rope. 


Tough lifting jobs made easy and safe with 


(iss) American Tiger Wire Rope Slings 


Ever try to lift a load of pipe without the right 
equipment? It’s a slow, costly, dangerous job. 
But with the right slings, the work gets done safely, 
economically and easily. 


When buying slings, remember these. points 
Safety comes first—for personnel, equipment and 
loads being handled. Economical operation is sec- 
ond. The slings must be designed for a long and 
useful life. Convenience is third. Select the type of 


American Steel & Wire 
Division of 


sling most suitable to get the job done quickly. 
Tiger Wire Rope Slings—either braided or regu- 
lar-laid—represent the best engineering thought on 
sling design and construction. You can select from 
a wide variety of types and sizes, or for special 
applications, our engineers will design slings to 
meet your specific needs. Write for our booklet, 
Tiger Wire Rope Slings. American Steel & Wire, 
Rockefeller Building, Cleveland 13, Ohio. 


USS is a registered trademark 


United States Steel 





Association News 





James E. Clark Elected 
District Seventh V-Pres. 





J. E. Clark of the Purchasing 
Agents Association of Georgia was 
elected vice president of the Na- 
tional Association of Purchasing 
Agents, District Seven at the dis- 
trict council meeting held recent- 
ly at the Dinkler-Andrew Jack- 
son Hotel, Nashville, Tenn. Mr. 
Clark succeeds C. C. Sisk of the 


Purchasing Agents Association of : 


East Tennessee. 

Jim Clark helped in the organi- 
zation of the Georgia association, 
and during the first year served 
as a director. In 1954 he was 
elected president and the next 
year served as national director. 
His contributions and interests in 
the association have been a great 
help in furthering the advance- 
ment of the group. 

Mr. Clark is division purchas- 
ing agent for Gulf Oil Corp. in 
Atlanta where his service dates 
from September, 1929. 


Cleveland PA’s Hold 
Executives’ Night 


The Purchasing Agents Associ- 
ation of Cleveland held their an- 
nual executives’ night. It was the 
annual opportunity for the associ- 
ation members to invite the ex- 
ecutives of their company to a 
meeting with fellow purchasing 
agents and their executives. 

The speaker for the occasion 
was one of Cleveland’s outstand- 
ing young executives, C. H. 
Smith, president of Steel Improve- 
ment & Forge Co. His topic was 
“Some Business Implications of 
America Foreign Policy.” 
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Standarization Night Held 
by Washington D.C. PA’s 


A recent dinner meeting of the 
Purchasing Agents Association of 
Washington, D. C. featured a four 
man panel discussion on stand- 
ardization. Wilhelm Lohman of 
the J. H. Elliot Co. gave the pur- 
chasing agent’s point of view. John 
N. Seitz of Murray & Heister, Inc. 
spoke on packing and printed 
forms. Ben Comstock, supervisor 
of standards group at Melpar 
spoke on the subject, and Cole- 
man Goatley, staff assistant to 
chief engineer at Melpar gave 
the engineer’s point of view. 


Los Angeles Man Elected 
Vice President District | 





At the 1958 District 1 Council 
Meeting of the National Associa- 
tion of Purchasing Agents, held 
at the Multnomah Hotel in Port- 
land Oregon, John Hairgrove of 
the Los Angeles Association was 
elected vice president of NAPA 
for the year 1958-1959. He suc- 


ceeds Gordon Burt Affleck, pur-. 


chasing agent of the Church of 
Jesus Christ of Latter-Day-Saints, 
Salt Lake City, Utah, who is now 
serving District 1. 

John Hairgrove, Manager of 
the Apparatus Purchasing De- 
partment of the Braum Chemical 
Co., Division of Van Waters & 
Rogers, Inc., is one of the long line 
of Braun men who have been 
active in the purchasing profes- 
sion and in the Purchasing 
Agent’s Association of Los An- 
geles. 
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MEEHANITE CASTINGS ARE MADE ONLY 
BY MEEHANITE FOUNDRIES 


The American Laundry Machinery Co., 

Rochester, N. Y. 

Atlas Foundry Co., Detroit, Mich. 
Banner Iron Works, St. Louis, Mo. 
Barnett Foundry & Machine Co., 

Irvington, N. J. 

Blackmer Pump Co., Grand Rapids, Mich. 

E. W. Bliss Co., Canton and Toledo, Ohio 
and Hastings, Mich: 

Centrifugally Cast Products Div., The 

Shenango Furnace Co., Dover, Ohio 
Compton Foundry, Compton, Calif. 
Continental Gin Co., Birmingham, Ala. 
The Cooper-Bessemer Corp., 

Mt. Vernon, Ohio and Grove City, Pa. 
Crawford & Doherty Foundry Co., 

Portland, Ore. 

Empire Pattern & Foundry Co., Tulsa, Okla. 
and Bonham, Texas 
Florence Pipe Foundry & Machine Co., 

Florence, N. J. 

Fulton Foundry & Machines Co., Inc., 

Cleveland, Ohio 5 
General Foundry & Mfg. Co., Flint, Mich. 
Georgia lron Works, Augusta, Ga. 
Greenlee Foundries, Inc., Chicago, III. 

The Hamilton Foundry & Machine Co., 

Hamilton, Ohio 
Hardinge Company, Inc., New York, N. Y. 
Hardinge Manufacturing Co., York, Pa. 
Johnstone Foundries, Inc., Grove City, Pa. 
Kanawha Manufacturing Co., 

Charleston, W. Va. 

Koehring Co., Milwaukee, Wis. 
Lincoln Foundry Corp., Los Angeles, Calif. 
Nordberg Manufacturing Co., 

Milwaukee, Wis. and St. Louis, Mo. 
Palmyra Foundry Co., Inc., Palmyra, N. J. 
The Henry Perkins Co., Bridgewater, Mass. 
Pohlman Foundry Co., Inc., Buffalo, N. Y. 
The Prescott Co., Menominee, Mich. 
Rosedale Foundry & Machine Co., 

Pittsburgh, Pa. 

Ross-Meehan Foundries, Chattanooga, Tenn. 
Sonith Industries, Inc., Indianapolis, Ind. 
Standard Foundry Co., Worcester, Mass. 


* The Stearns-Roger Mfg. Co., Denver, Colo. 


Valley Iron Works, Inc., St. Paul, Minn. 
Vulcan Foundry Co., Oakland, Calif. 
Washington Iron Works, Seattle, Wash. 
Dorr-Oliver-Long, Ltd., Orillia, Ontario 
Hartley Foundry Div., London Concrete 
Machinery Co., Ltd., Brantford, Ontario 
Otis Elevator Co., Ltd., Hamilton, Ontario 


WRITE TODAY 
FOR YOUR FREE 
SINGLE COPY OF 
BULLETIN NO. 42 






34 PAGES OF USEFUL INFORMATION 
ABOUT MEEHANITE® AS A GEAR 
MATERIAL 


Write today to Meehanite Metal 
Corporation, Department 2B, 
714 North Avenue, New Ro- 
chelle, New York. 


MEEHANITE® 


For More Information Write No. 252 
on inquiry Card—Page 32 
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Any defects such as spongy 
areas, shrinks, or blow-holes 
revealed on machining this 
146” diameter Meehanite bull 
gear would have been ex- 
tremely costly. This casting 
exemplifies the uniform struc- 
ture of Meehanite castings 
regardless of size. 





Uniformly sound Meehanite gears offer high 
Strength, wear resistance and free machinability. 


Meehanite metal is one of the most 
valuable gear materials produced 
and has replaced steel in many dif 
ferent types of gear applications. It 
combines the most desirable char 
acteristics of both mild steel and 


gray iron and wears longer. 


Gears made in Meehanite have 


uniform physical properties and 


fine grain, dense structure free from 


hidden weaknesses which might 
lead to premature tooth failures 
They possess excellent resistancs 
to wear or to scoring and galling 


Freedom from hard spots promotes 








! 


a high degree of machinability. 

Meehanite metal has high tensile 
strength, high compression and fa- 
tigue strength to resist line loading, 
relatively low notch-sensitivity and 
self-lubricating properties together 
with excellent vibration damping 
qualities which result in smooth 
quiet operation. Hardness values 
ing from 170 to 550 Brinell 


may be obtained. 


For additional information about 
Meehanite Metal as a gear mate- 
rial write for your free single copy 
of Bulletin 42 today. 


NEW ROCHELLE, 





Each type of Meehanite metal is a product of 
controlied structure. This is a typical micro- 
structure of type GA, Mechanite® showing con- 
trolled amounts of graphite in a strong and 
tough pearlitic matrix. Tensile strength 50,000 psi 
min; compressive strength 175,000 psi; Modulus 
Elasticity 20,000,000. Fatigue strength 22,000 psi. 


MEEHANITE BRIDGES THE GAP BETWEEN CAST IRON AND STEEL® 


MEEHANITE METAL 


MEEHANITE METAL CORPORATION, 





NEW YORK 














Safe dependable service to all 48 hold goods, displays and exhibits 
States, Alaska, Hawaii and other and office equipment courteously, 
countries by van, air, and boat. efficiently, promptly and safely. 
Wheaton will move your house- Next time call your Wheaton Agent. 





family ‘‘Moving can be 
almost fun’’. 





Over 500 
— al 
heaton °°" 


Free moving | 
day kit for 
personnel transfers. P a 
Free booklet for the [ea / ¥ Va Lines Spec. In the West 
Whee © 
[7 LyYo 
go, J General Offices: Indianapolis, Indiana vam iene. mse 
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INTEGRITY COUNTS in PUMPS, Too 


This DISTINGUISHED PUMP 
will win your RESPECT 


TYPE OJ 
AURORA” Horizontally Split 
Case, Double Suction, Single 
Stage Centrifugal Pump 


For general water supply 
for municipalities, indus- 
tries, office buildings, insti- 
tutions—also—for handling 
liquids, chemical solutions, 
oils etc., in a wide variety 
of industries. Write for 
Bulletin 105-BM for further 
details. 





DISTRIBUTORS IN PRINCIPAL CITIES 


AURORA PUMP piisiox 


THE NEW YORK AIR BRAKE COMPANY/@~ 


12 LOUCKS STREET ° AURORA > ILLINOIS 
EXPORT DEPARTMENT — Aurora, Illinois — Cable Address “‘NYABINT”’ 
For More Information Write No. 254 on Inquiry Card—Page 32 





Association News 





Purchasing Editor Guest 

at Tri-State Meeting 

Paul V. Farrell, editor of Pur- 
CHASING magazine was the prin- 
cipal speaker at a recent meeting 
of the Tri-State Purchasing 
Agents Association, held at 
Wynn’s Restaurant, Charleston, 
W. Va. Graves Trumbo, Tri-City 
president, introduced Mr. Farrell. 

The editor’s topic was “How 
Transportation Affects Purchas- 
ing Profits.” He declared that 
value buying is concerned as 
much with the cost of moving 
purchases from vendor to buyer 
as it is with design changes, mate- 
rial substitutions, economic order 
quantities, and all the other ave- 
nues for cost reduction that pur- 
chasing has been exploring with 
such success for the past few 
years. 

He went on to list some of the 
common false assumptions about 
transportation costs as they re- 
late to purchasing. Among these 
are: that transportation rates are 
not negotiable; that freight classi- 
fications are very rigid; that only 
big shippers and big buyers can 
enjoy the rate advantages on vol- 
ume shipments; that traffic and re- 
lated functions are beyond pur- 
chasing’s scope; that traffic al- 
ways automatically gets the best 
deal in transportation; that car- 


‘riers and suppliers are not in- 


terested in helping you cut trans- 
portation costs. 

Mr. Farrell examined these as- 
sumptions in the light of what spe- 
cial services are available today, 
the degree of competition in the 
transportation field, and the trans- 
portation cost-reduction experi- 
ences of various purchasing or- 
ganizations throughout the coun- 
try. 





FOR MORE INFORMATION 
ON PRODUCTS IN 
THIS ISSUE 
USE INQUIRY CARD 
PAGE 32 
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MEEHANITE METAL CORPORATION, NEW ROCHELLE, NEW YORK 
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Under construction—Trenton, Michigan, Plant 


McLouth Blast Furnace No. 2 


The second major expansion in four years is 


nearing completion at McLouth Steel. 


We are again adding to our facilities to bring 
you better steels for the product you make today 


. and the product you plan for tomorrow. 


McLouty Stee. Corporation 


Detroit 17, Michigan 


Manufacturers of high quality stainiess and carbon steels. 
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Purchasing People In The News 





J. C. Criswell has been ap- 
pointed director of purchases for 
the Electric Wheel Company 
Division of the Firestone Tire & 
Rubber Company, Quincy, IIli- 
nois. Mr. Criswell, a veteran of 
30 years with the company, has 
been serving as purchasing. agent. 
He succeeds W. H. Bryant, who 
has retired after almost 53 years 
of continuous service as director 
of purchases. 


Appointment of Robert J. Dil- 
ger as director of purchases has 
been announced by Tube Turns, 
Louisville, Kentucky, a division 


ox 





Robert J. Dilger 


of National Cylinder Gas Com- 
pany, Chicago. Mr. Dilger has 
been in charge of purchasing for 
the Girdler Corporation (later 
The Girdler Company) and Tube 
Turns since 1942. He first joined 
the corporation in 1929, the year 
it was organized, and rejoined the 
firm in 1934 following four years 
in the purchasing department of 
Louisville Gas and Electric Com- 
pany. Mr. Dilger is a former pres- 
ident of the Purchasing Agents 
Association of Louisville and was 


director of N.A.P.A. in 1954. 


The Microwave and Power 
Tube Division of Raytheon Manu- 
facturing Company, Waltham, 
Mass., has appointed John B. 
Milliken purchasing agent. Prior 
to joining the company, Mr. Milli- 
ken has served as supervisor of 
contract government administra- 


148 


tion for Curtiss-Wright Corpora- 
tion, Woodridge, New Jersey. 
Previously he had been purchas- 
ing agent for the Federal Tele- 


phone and Radio Company, 
Clifton, New Jersey. 
Conn L. Clifford has been 


named director of purchases for 
Buick Motor Division of General 
Motors Corporation, Flint, Michi- 
gan. A 31 year veteran at Buick, 





Conn L. Clifford 


Mr. Clifford the 
gineering department and in 1941 
was transferred to the purchasing 
department. In 1947 he became a 


started in en- 





Floyd J. Compson 


buyer of productive and 
productive and was 
promoted to the position of as- 
sistant director of purchases in 
1953. Mr. Clifford succeeds Floyd 
J. Compson who has retired, after 
a career of 45 years with General 


non- 
materials 


Motors. He entered the purchas- 
ing department as an assistant 
purchasing agent of Oldsmobile 
in 1920 and five years later went 
to Pontiac to assume a similar 
position. In 1932 Mr. ,Comipson 
began his long association with 
Buick as a steel buyer. Five years 
ago he. was made director of pur- 
chases. He held this position until 
his recent retirement. 

The Parker Pen Company, 
Janesville, Wisconsin, has 
nounced the appointment of 
Oliver C. Sanders to the newly 
created position of planning and 


an- 





Oliver C. Sanders 


purchasing for the manufacturing 
division. The new post was cre- 
ated by combining the purchasing 
and the planning and control de- 
partments. The duties include 
intra-plant scheduling, inventory 
control and all purchasing func- 
Mr. Sanders has been an 
employee of the company since 


tions. 


1920 and purchasing agent since 
1935. Orein G. DeLap, who joined 
the company in 1957, 
Mr. Sanders as purchasing agent 


succeeds 


The organizational change has re- 
sulted in a realignment of duties 
for several other members of the 
new department headed by Mr 
Sanders. Joseph Wemstrom has 
named to direct planning 
and scheduling activities. Walter 
Bancroft has become a 
Bruce Hubbell has been made 
purchasing technician and 
Charles H. Heise has been named 
methods analyst. 


been 


buyer. 
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NEW WESTINGHOUSE SUPER-HI" 
6) 9 cae 


FLUORESCENT LAMPS GIVE TIMES 
THE LIGHT OF ORDINARY FLUORESCENTS — 








REGULAR 40-WATT FLUORESCENT NEW SUPER-HI FLUORESCENT 
LAMPS in this manufacturing oy LAMPS installed in another 
area provide only 21 foot- , part of thesame _ 
candles of illumination on manufacturing section put 
work surfaces. 55 foot-candles of light 

> directly on work areas. 
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Westinghouse has developed a new Super-Hi fluorescent lamp that gives up to 214 times as much light 
as regular fluorescent lamps... and nearly double the light of Hi-Output™ lamps. So now you can 
get much more light without increasing the number of fixtures. That means lower initial cost because 
you have fewer fixtures to buy . . . lower maintenance cost, too, because you have fewer fixtures to 
maintain. These powerful new lamps are ideal for medium and high bay industrial and outdoor lighting. 

v Special cooling chambers maintain proper vapor pressure to give longer life . . . more light. 

Vv Longer life cathodes add to lamp life. 

v¥ New Chromium-Vanadium plating on lead wires retards end-darkening. 


. v¥ Smooth slim design gives uninterrupted brightness all around the tube . . . much lighter weight 
for safe and easy handling. 
v¥ Interchangeable . . . can be used in any fixtures designed for new extra Hi-Output lamps. 


v¥ More reliable starting even in damp weather . . . special silicone coating over exterior surface of 
the lamp prevents collection of moisture. 


All Westinghouse fluorescent lamps have ‘‘Ultralume’’™ phosphors to assure maximum brightness for 
the life of the lamp. There’s one for every industrial, business and home use. Specify Westinghouse on 
every lamp order. Call your local authorized Westinghouse agent or write— Westinghouse Lamp Divi- 
sion, Bloomfield, N. J. 


sat". Westinghouse ‘®) FLUORESCENT LAMPS 
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The appointment of Gordon M. 
Shimer as director of packaging 
has been announced by E. R. 


Gordon M. Shimer 


Squibb & Sons, Division of Olin 
Mathieson Chemical Corporation, 
New York City. Mr. Shimer 
started his career with the com- 
pany in 1947 as a member of the 
purchasing department and was 
responsible for purchase of pack- 
aging machinery. In his new 
position he will coordinate the 
activities of the packaging depart- 
ment with other departments of 
the division. 






"MY EARLIEST MEMORY ? MY FATHER 
WAS CAUGHT ON DIS CYCLONE FENCE AND... 


. AND that’s enough to discourage almost anyone 
from thievery and vandalism. Cyclone Fence has a long 
and favorable history as a property protection fence— 
the world’s largest-selling property protection fence . . . 
and you will find it ideal for your plant or pool or parking 
lot. It keeps intruders out, and regulates the traffic of 
visitors and employees. 

Cyclone is the quality fence made from only the finest 
materials . . . good-looking, strong and long-lasting. Why 
not send for our free booklet describing the 14 styles of 
Cyclone Fence—one of them just right for your purpose? 
Fill in the coupon below. 


The appointment of William B. 
Thomas to the position of pur- 
chasing agent, field operations, 
U.S.A. has been announced by 
H. J. Heinz Company, Pittsburgh. 
















USS and Cyclone are registered trademarks 


(ss) Cyclone Fence 








Cyclone Fence, American Stee! & Wire 
Dept. 248, Rockefeller Bidg., Cleveland 13, Ohio 


Send free booklet, “Your Fence.” 





Jour kenee 
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bc er ei Rear ialie MAO tee William B. Thomas 


Rep Reess's sen aee sips Keke “* Succeeding E. H. Mueller, Mr. 
Cyclone Fence Dept., Thomas will continue to make his 
Auastens Sheek 6 Gite United States Steel headquarters at the Pittsburgh 
Division of general offices of the firm. He 

(Please turn to page 152) 
For More Information Write No. 258 
For More Information Write No. 257 on Inquiry Card—Page 32 on Inquiry Card—Page 32 
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-all power-built 
by Black & Decker! 


Whether you must take the work to the tool or bring 
the tool to the work, Black & Decker gives you a 
choice of grinders to save time and money. 


f Y <1, Powerful B&D Bench Grinders save steps 
\® \~” —speed up jobs when strategically located 
. WwW about your shop. Smooth running B&D 


motors give more constant speed, regardless of load. 
Four models: 6” to 10” sizes, 


Precise light-weight B&D Die Grinders deliver 


top quality work at high speeds whether 
shaping, burring or grinding. Handle as easily 


as a pencil. Vibrationless 





- perfectly balanced 
from one end to the other. Smooth operation—perfect 
for carbide bit use. In sizes #8, #12, #20. 





Information Write No. 256 on Inquiry Card—Page 32 
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a Tp Time saving B&D Portable Grinders go 

to the work where surfaces must be 
prepared for welding and finishing. Perfect for 
smoothing welds, snagging and grinding castings and 
countless other grinding, cleaning and buffing jobs. 
2%", 5” and 6” sizes available. 


Cooked) See them today in your shop. Mail 
coupon for a free demonstration or 


TOOLS-ELECTRIC” | 
in Yellow Poges' | 
more information. 


oa 4} 


Leading Distributors Everywhere Sell 


Yack & Deckers 


Quality Electric Tools —Power-built to set the pace 


poceesece “EE MAIL TODAY FOR FREE DEMONSTRATION <Qm—m---------~ 

: THE BLACK & DECKER MFG. CO., Dept. 1704, Towson 4, Md. 

ry (In Canada: Brockville, Ontario) 

: O Please arrange a demonstration of your grinder 

1 I am also interested in the tool(s) checked below 

: O Please send additional literature 

; Name Title 

' 

' Company 

' 

: Address 

; City Zone State 

' ‘ 

RP 8 PP bat <I 

1 : Op | s$ .s es tam 
ke Drills cruguisl . Lj) Magnet Ww Senders 

- ve od Drill Presses 

' 












available for better maintenance 
and production cleaning and 
plant sanitation...at lowest cost. 


PURCHASING 


Purchasing People 








ob 
























; qr ye 
oonuadlLe 
is waa OAKITE WAREHOUSES 
at key points assure prompt de- 
ivery o nin terials, 
ooo0or livery of clea ge mate 
Sen us 
£° IAQ 
00 ail  —_ 
iy ‘i , OAKITE MEN 
cover the count ‘y to give YOU ex- 
pert technical service ? fast on a 
local basis. 
Call your local Oakite man or write for 
details to Oakite Products, Inc., 54 Rector 
Street, New York 6, N. Y. 
OAKITE. Export Division Cable Address: Oakite 
9 
Technical Service Representatives in Principal Cities of U. S$. and Canada 
For More Information Write No. 259 on Inquiry Card—Page 32 
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(Continued from page 150) 
joined the purchasing division of 
the company in 1947 as a junior 
buyer. From 1949 until 1956 he 
served as resident buyer, first at 
the firm’s Chambersburg, Pa., 
plant, and later at the Medina 
New York, plant. He returned to 
Chambersburg as resident buyer 
in 1953. From 1956 until his re- 
cent appointment, Mr. Thomas 
has been field buyer operating 
from the purchasing division 
headquarters. 


J. Bishop & Co. Platinum 
Works, Malvern, Pennsylvania, 
has appointed John J. Buckley 
vice president in charge of all 
company divisions. In addition, 





John J. Buckley 


he will continue to serve in his 
previous capacity of general oper- 
ations manager for all company 


. plants. Mr. Buckley joined the 


company in 1951 as purchasing 
agent. In 1954 he became general 
mechanical production manager 
and a year later advanced to 
general operations manager. He 
has served in this capacity to the 
present time. Before he became 
associated with the company, Mr. 
Buckley had been president of 
the Pacific Tube Company, Los 
Angeles. Previously he had been 
director of purchases af the 
Superior Tube Company, Norris- 
town, Pennsylvania, for eight 
years. 





SEE PAGE 32 
FOR 
INQUIRY CARD. 





For More Information Write No. 260 
on Inquiry Card—Page 32> 
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© Drit! Gg sf OC Magnetic Senders 
-” Drills ba Scrugun - a Drill Presses 


AUTOMATION >< 





‘FIELD REFRACTORIES COMP 


ADAMAN 


mae v6 rat OFF 


PHILADELPHIA, PA. 
500 LBS. NET 





, . 
>< ADAMANT has it! 

. “automation” can be had in laying firebrick, too... when 
a firebrick mechanic is able to lay brick after brick, course 
after course... with a cement that remains plastic and 

smooth with each trowel-full. 
Write for Bonding Mortars Bulletin +3... Yellow Pages of 
‘phone directory have your nearest ‘ADAMANT? Distributor. 






» ottield 
REFRACTORIES 
LDAMANT ana other 101 products 


swanson and clymer sts. 
Philadeiphia 47, penna. 
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as Fluid Blending System 
: eT & for Polyethylene 


Photo shows part of new production facilities at Sea- 
drift, Texas for Bakelite Company Division of Union 
Carbide Corporation. Blending system for high-density 
polyethylene resins handles truck-load quantities of 
polymerized materials before packaging. 





New Feed Pumps for 
Commonwealth Edison 


These three barrel-type boiler feed pumps started 
operating recently at the Commonwealth Edison Com- 
pany’s Fisk Station, Chicago. They are shown while 
being aligned at the Trenton, New Jersey plant of 
De Laval Steam Turbine Company. 






q 4 : . 
PA ex 4 Prepares 600 Lbs. of 
| a Insulation at One Time 


Banbury rubber mixing and blending equipment is 
now in ‘operation at the electrical wire and cable di- 
vision of John A. Roebling’s Sons Corp., Trenton, New 
Jersey, a subsidiary of The Colorado Fuel and Iron. 
It includes automatic feeding and conveyor systems. 


Compound Bend in T.V.A.’s 
Boiler Feed Discharge Line 


Piping system engineered and fabricated by the Power 
Piping & Sprinkler Division of Blaw-Knox Company, 
Pittsburgh, is being installed at TVA’s Johnsonville 
station. Compound bend shown is 20 foot length of 12 
inch diameter seamless steel tubing. 
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swanson ana Clymer sts. 
philadelphia 47, penna. 


Phelps Dodge Copper Water Tube 


Famous Mine-to-Market Quality 


that means Dependability 


Phelps Dodge copper water tube’s out- 
standing reputation for superior quality is 
the result of complete Phelps Dodge con- 
trol of materials and manufacturing meth- 
ods, from the mining operation to the fin- 
ished product. Phelps Dodge water tube is 
made of the highest grade copper from 
Phelps Dodge’s own mines . . . is carefully 
controlled for quality throughout fabrica- 
tion... and has unsurpassed tube proper- 
ties, including precise uniformity of wall 
thickness, due to Phelps Dodge’s unique 
Hot Forged-Extrusion Process. 


PHELPS DODGE 


CORPORATION 


” PHELPS DODGE 
COPPER WATER TUBE 


Dependable Distributors with 
Complete Service Facilities 


Phelps Dodge distributors can supply plumbing and 
heating contractors from complete stocks of pipe, 
copper water tube, copper drainage tube, copper re- 
frigeration tube and other essential plumbing equip- 
ment of all kinds . . . everything needed for home 
building, industrial expansion, heating and air condi- 
tioning and factory maintenance. Phelps Dodge dis- 
tributors also offer expert advice and valuable job 
tips, plus practical knowledge from Phelps Dodge rep- 
resentatives that help to solve on-the-job problems. 


Your Phelps Dodge distributor has the best of everything: 


top-quality products and friendly service! 


ee Pte, 
s MADE IN USA 


= 


ay 


PRODUCTS 


NEW YORK, N.Y. + LOS ANGELES, CALIF. 


For More Information Write No. 261 on Inquiry Card—Page 32 
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le Woribp BesTos 


help you 


in the design and production of 





VIBRATION 
DAMPERS 
Lels 
SNUBBERS 





be} So} ie) 
tem me), | 
PARTS 


SPECIAL 
CLUTCH 
FACINGS 





TRANSMISSION 
LININGS 


<A 


@ World Bestos offers you more than 30 years’ engineering and 
manufacturing experience in the producion of molded friction parts. 
Chances are our immense resources and facilities can supply you with 
molded parts and friction components—to meet your requirements— 
at a Savings in both time and money. 


®@ Send your blueprints (or samples) for prices and delivery information to WORLD 
BESTOS, Industrial Products Section, New Castle, Ind., Phone: 2360. 
Write for free illustrated folder. 


WORLD BesTos — CASTLE, INDIANA 


DIVISION OF THE 
Industrial and Automotive Brake Blocks and 
Linings © Transmission Linings Special Clutch 
Facings * Vibration Controls © Sheet Packing 


TIRE & RUBBER COMPANY 


For More Information Write No. 262 on Inquiry Card—Page 32 
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Solar Steel Corporation, Cleve- 
land, Ohio, has announced the be- 
ginning of an expansion program 
at its River Rouge Plant. Con- 
struction will double the size of 
the office facilities and increase 
certain plant areas. While this 
work is being accomplished 
plans will be made to transfer the 
staff, inventory, and equipment 
from Solar’s Mt. Elliott Plant to 
the enlarged River Rouge facility. 
It is expected that by June Ist, 
the company’s Detroit division 
will be completely integrated and 
operating from one enlarged plant 
at River Rouge. 


Over three million dollars will 
be invested by The Timken Roller 
Bearing Company, Canton, Ohio, 
in the modernization of the cup 
and cone grinding departments of 
its Canton and Columbus bearing 
plants, and for new major equip- 
ment for its Bucyrus Bearing 
plant. Some 117 machines, includ- 
ing cup and cone grinders, cone 
honers and cup air gauges, have 
been ordered from The Heald Ma- 
chine Company and the Cincin- 
nati Milling Machine Company. 
Delivery is expected late in 1958 
and pilot equipment is due to 
arrive in Canton in June, July 
and August for testing. 


Construction of a major facility 
for the development and produc- 
tion of solid propellants for long- 
range rockets and missiles will 
start at Bacchus, Utah, according 
to an announcement by Hercules 
Powder Company, Wilmington, 
Delaware. As part of the new 
plant, the company is construct- 
ing a test bay to gather perfor- 
mance data on Solid fuel rockets 
generating up to one ‘million 
pounds of thrust. 


The Baltimore Gas and Electric 
Company has ordered a 7500-kva 
vapor-cooled, gas-insulated trans- 
former from Westinghouse Elec- 
tric Corporation, Pittsburgh. The 
unit, second of its kind in the 
world, will be rated at 34.5kv. It 
is scheduled for delivery by the 
middle of the year. 


PURCHASING 
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THE MODERN TOOL. . . AT WORK FOR MODERN INDUSTRY 


iO with 


2. Quick adhesion 

Sticks tight with only 
=. a slight touch... 

won't slip or curl 


— back. Resists 


moisture, too. 








% : 3. Conformability 
‘ Pee L z.2/¢ Flexible even on ex- 
— > treme curves. Crepe 
I } i a ) gf ff. cma backing gives extra 
~ ' stretch needed at 
aoe ¢ ~—, sharp angles without 
. p>—— being rough on 
the hands. 


4. Extreme thinness 
No paint build-up 
during spraying 

operations. 





Saves time .. . comes 
off roll without hard 
pull. Tears cross- 

wise readily. 


5. Clean pull-off 


Unaffected by forced 

heat drying. Leaves 
sharp edge without 
any sticky residue. 


- 
~. 


THIS ONE TAPE GIVES YOU 
FINEST CREPE MASKING QUALITY 
.» + PLUS ECONOMY FOR ANY JOB. 





Find Your ‘ 
Neorest Distributor For help with your taping job—Idok yp the Polyken 
in The Industrial Tape Distributor nearest you, or write to the 
Polyken Sales Division, 309 W. Jackson Bivd., Chicago 6. 


Polukeni 


INDUSTRIAL TAPES 


™e KEN DALL comrsrr 
Polyken Sales Division 


Ara 28, 1958 For More Information — No. 263 on Inquiry Cord—Page 32 “a 
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Industry 





The American MonoRail Com- 
pany, Cleveland, Ohio, has added 
a low-cost overhead cable con- 
veyor to its line of products, with 
the purchase of the assets of The 
Tipp Manufacturing Company, 
Tipp City, Ohio. The conveyor 
line will be marketed under the 
name American “Cable-Way” 
Conveyor. 


The Trane Company, La 
Crosse, Wisconsin, has completed 
-its research and testing center 
expansion, the “House of Weather 
Magic.” Size of the facility is now 
double the original building 
erected in 1953. Cost of the lab- 
oratory project was approximate- 
ly $700,000, adding 35,000 square 
feet of area for testing purposes. 








RE-NEW-COAT Resurfaces, 
Protects and Decorates 
Masonry Buildings 

In One Application! 


The Carpenter Steel Company, 
Reading, Pennsylvania, has an- 
nounced that it has established 
Bridgeport, Conn., as a producing 
and shipping point for all its 
grades of stainless steels shipped 
to the major part of New England 
and the metropolitan New York 
City area. The firm is now pro- 
ducing stainless steels in Bridge- 
port at its recently acquired sub- 
sidiary, Carpenter Steel of New 
England, Inc. 


Re-New-Coat, with an outstanding rec- 
ord of performance even under severe 
conditions, actually anchors itself into 
masonry surfaces and becomes part of 
the structure itself. It is resistant to 
alkali, acid fumes, smokes, gases and 
other corrosive factors. Remarkable ad- 
hesive qualities of Re-New-Coat, due to 
presence of Devran Epoxy Resin, in- National Vulcanized Fibre 
sure a firm tight bond to masonry. Pay: 

Company, Wilmington, Delaware, 
has moved its midwest head- 
quarters to a newly constructed 
plant in the Broadview section of 


TRUSCON “RE-NEW-COAT”” suburban Chicago. The modern 


- . building includes fabricating fa- 
LONG LIFE PROTECTION — Prolonged pro- with Devran Epoxy Resin | cilities, sales office and a ware- 
tection against surface erosion is just 


: 4 actually extends the life house. It provides more than 30 
one of the beneficial characteristics : t additi l sit ; 
inherent in Re-New-Coat. of your buildings! — oes “apn Capachy over 
the company’s previous quarters 
in Chicago proper. 


ECONOMY — Because of the several mil 

thickness of dense structurally strong . 5 . , 

coating, built with only one application, _ ~ | 
A ° ieee 

there is no need for a second time- 

consuming application. 


WEATHER PROTECTION — Masonry struc- 
tures subjected to constant erosion 
caused by driving rains and chemical 
fumes common to industrial areas are 
effectively protected for years to come. 


FIELD DEMONSTRATION 


Ask for field demonstra- The Systems Division of Beck- 
tion in one or more of 


the attractive colors | man Instruments, Anaheim, Cali- 
available! fornia, has completed installation 
of a fully transistorized, automatic 


rt ae ea : . 
‘ TRUSCON taborotores ~ process monitoring system at the 

TRUSCON ept. -9, Caniff ~ j 
Seren 1%, Mae Casper, Wyoming refinery of 
Soconoy Mobil Oil Company. The 


H field ; . ° 
(1) Have field engineer call for appointment. electronic system is designed to 









[] Send more information on RE-NEW-COAT 











eam. monitor the operation of a new 
Name ee a= , A 
slain —_ catalytic reformer producing 3500 
vision of Devoe & Raynolds Co Address « _alieunie asad barrels of high-octane pute a 
Detioit 11, Michiga a SS 





Ecenieenanemiateentis 


day. 





For More Information Write No. 264 on Inquiry Card—Page 32 
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How U.S. Steel Supply’s 
Any Steel, Anywhere, Any Time Service 


‘eliminates 
inventory 
losses 


reported by Claude M. Turner, Purchasing Agent 


Standard Stee! Corporation, Vernon. California 


“We're using stainiess steel plates to manufacture 





pressure vessels for missile-producing aircraft com- 
panies and process equipment for the chemical, min- 
ing and allied industries,” says Mr. Turner. 

“Carrying large in-plant stocks of stainless steel 
plates is quite risky, since specifications change 

‘rapidly, especially in the missile field. An unexpected 
requirement change might leave us with a costly 
inventory of dead stock. 

‘“‘However, by using U.S. Steel Supply’s Any Steel, 
Anywhere, Any Time Service, we have eliminated 
this dangerous possibility. We know from experience, 
that, regardless of quantity or demand, U. S. Steel 
Supply can deliver just the material we need . . . when 


we need it.”’ 


Here’s how this service can work for you! 


If you would like to see how other steel users are 
saving money and increasing profits as a result of Any 
Steel, Anywhere, Any Time Service, write to U. S. 
Steel Supply at the address below. There’s a good 
chance our representative can help you eliminate idle 
equipment, increase production, and cut inventory 


costs. 





Remember... you get Any Steel, Anywhere, Any Time Service from... 


U.S. Steel Supply 
| Division  Uss) unt United States Steel 


Mailing Addres P. O. Box 1099, Dept. S4, Chicag: * General Offices: 208 South La Salle St., Chicago 4, III. 


5 For More Information Write No. 265 on Inquiry Card—Page 32 
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TICS AND FIBRE 


¢ PRS oa 


Heart of the best printed circuits — 


CDF Di-Clad 
LAMINATES 


Printed-circuit dependability begins at the base, and that’s where 
CDF excels. Only CDF offers the combination of Teflon* resin 
and glass fabric cloth for use under sustained temperatures of 
180°C. In addition, CDF offers a full range of Di-Clad laminates 
to meet every known demand of printed circuitry. High foil- 
bond strengths withstand soldering heats, reduce assembly re- 
jects. Full line of Di-Clad grades glass fabric and paper-base 
— with Teflon*, epoxy, and phenolic resins. Assembly costs go 
down when the job is done on CDF Di-Clads! Write for CDF 
Di-Clad Folder DC-58 

*duPont trademark for its tetrafluoroethyl sin 


ne re 





CDF PRODUCTS OF TEFLON 


CDF produces an unequalled range of electromechanical parts of 
Teflon* — such as small- and large-diameter thin-wall tubing, glass- 
fabric laminates, flexible insulating tapes, sheets, rods, tubes. and 
finished parts. Now also available: cementable Teflon in supported 
and unsupported forms; can be cemented to itself and to most other 
materials with commercial adhesives. If you have a potential use for 
a product made from unsupported or reinforced Teflon — from tapes 
to high-heat-resistant printed-circuit laminates — your CDF sales 
engineer is the man to call. Meanwhile, write for the new CDF 
Teflon Folders. 


*duPont trademark for its tetrafluoroethylene resin 


CDF 
HIGH-HEAT 
ELECTRICAL 
TAPES 





Flexible insulating tapes for hand or automatic 
winding, made of glass-supported silicone rubber, 
silicone varnish, Micabond, with and without 


backings; and unsupported and glass-supported Tef- 
lon Teflon 
are made in the standard identifying colors. Call your 


Color identification — CDF tapes of 


CDF sales engineer, or write for test samples. 


*duPont trademark for its tetrafluoroethylene resin 








DIAMOND VULCANIZED 
FIBRE 


keeps costs down 

Known for over sixty years 
as the standard of quality in 
fibre, Diamond® Vulcanized 
Fibre is made in many grades 
(bone, fish-paper, trunk, 
commercial, built-up) and is 
available in sheets, rods, 
| tubes, strips, rolls, fabricated 


parts, and formed specialties. 
sis ii Write for Catalog DVF-58. 
LOW-COST VULCOID is Resin-impregnated Vulcanized Fibre. 
Vulcoid (made only by CDF) is an intermediate insulation material. 
It combines the desirable arc-resistance and mechanical properties of 
vulcanized fibre with many of the good qualities of a phenolic lami- 
nate. UL-approved as Class A insulation in electrical equipment. 
Bearing applications requiring high precision have been successful 
with Vulcoid. Write for Bulletin V-58. 





160 


CDF CELORON 
MOLDED PRODUCTS 


Celoron is a molded-macerated and/or combination lami- 
nated base bonded with phenolic resins. High strength, long 
life, and low cost are the characteristics of molded electrical 
or mechanical parts made from CDF Celoron®. Its good 
electrical properties make Celoron an ideal molded insulator, 
while its high mechanical strength makes it an excellent 
material for gears, couplings, intricate loom parts, ete. 
Write for CDF Catalog C-58, or contact your nearest CDF 
sales engineer. 
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PURCHASING NEWS @> 


CDF DILECTO LAMINATED PLASTICS 


.. for electrical and mechanical applications 


DILECTO®, made in scores of grades, means high-quality laminated plastics made for 
rigorous duty in electrical, electronic, and mechanical equipment. Characteristics vary 
with the grade, so get the expert assistance of your CDF sales engineer. 

RESINS AVAILABLE IN DILECTO: 
Phenolic Epoxy Polyester 
Heat-resistant Phenolic Melamine Tefion* 
Silicone : 








BASES FOR DILECTO: 


Glass Fabric Glass Mat 

Nylon Fabric Felted Asbestos 

Asbestos Fabric Non-woven Cotton Mat 

Cotton Fabric Paper (either cellulose or asbestos) 


CDF gives fast technical and delivery service on sheets, tubes, rods, or complete 
fabricated parts of Dilecto plastics. Write for ¢ atalog D-55-C. 
Pont trademark for its tetrafluoroethylene resin 


é 
m A 
For a better motor or generator — 
CDF 
MICABOND 


INSULATING 
PARTS 


CDF mica V-rings and slot liners insulate America’s best-selling SAVES YOU TIME MONEY WORRY 
motors and generators. Finest-quality ’ ’ 


mica splittings insure 
highest heat-resistance and insulation under severe operating 
conditions 
‘Forms of Micabond® available: Sheets; Tubing; Tapes (with 





PLASTICS 





Let CDF’s well-equipped machine shops assume the com- 
plete responsibility for delivery of your fabricated parts 


‘ scified ; y > No > is lost at CDF wee 
backings of cotton, silk. paper, woven glass, and Mylart poly- as specified and on time. No time is lost at € DF bet een 

: , ; : raw-material production and final fabrication. When you 
ester film); Fabricated Parts of various shapes such as Mica : : : Pa itt 
segments. CDF supplies and fabricates Micabond to your let CDF do it for you, there's no problem of shortages, 
strictest specifications on time and at low cost. Call your rejects, waste. Undivided responsibility pays off for you! 


CDF sales engineer or write-for samples of Micabond and 
Catalog M-58 








tduPont trademark 
’ 
THERE’S A CDF SALES OFFICE NEAR YOU 

BALTIMORE 14, MD. NOrthfield 5-0964 FT. WORTH 7, TEXAS FAnnin 3339 MINNEAPOLIS 2, MINN. FEderal 3-3388 TULSA, OKLAHOMA LUther 7-6189 

2451 Ellis Road 3414 Camp Bowie 610 Plymouth Bid ; 204 S. Cheyenne St 

IRMINGHAM 6, ALA VErnon 3-5713 » NEW YORK DISTRICT SALES OFFICE 

: 6 110 95th Street. N = 5 BC JRO, N.C. BRoadway 3-0226 CW VERE SxS oma 5-1600 Pacific Coast Representatives 
BOSTON SALES OFFICE GRanite 2.2150 Mimosa Drive 2 Overhill Rd., Scarsdale, N. Y MARWOOD LIMITED 
245 Hancock St., Quincy 69 ‘Mas HARTFORD SALES OFFICE OMAHA 3, NEBRASKA ATlantic 6548 SAN FRANCISCO 3, CALIF 

BUFFALO 3, N.Y WA‘ shington 3929 Harttord-JAckson 9-0397 110 North 40th St 357 Ninth Street HEmlock 1-7893 

495 Ellicott Square Building 15 Harding St., Wethersfield 9, Conn PHILADELPHIA DISTRICT SALES SEATTLE 4, WASHINGTON ELtiot 4747 
CHICAGO 11, ILI DElaware 7-6266 HOWSTON 4. TEXAS JAckson 3-9254 OFFICE Norristown-BRoadway 5-0800 1714 First Ave. S 

1201 Palmolive Building Pronsia Shea en Bridgeport, Pa PORTLAND 4, OREGON CApital 3-5123 
CLEVELAND 14, OHIO CHerry 1-5220 ai . - PHOENIX, ARIZONA ALpine 8-7893 209 S. W. First Ave 

550 Leader Building INDIANAPOLIS 5. IND. WaAInut 5-9803 P_ 0. Box 1587 LOS ANGELES 13, CALIF. MUtual 3241 
DAYTON 3, OHIO KEnmore 3114 19 East 38th St PITTSBURGH 21, PA. CHurchill 1-0969 320 East 3rd Street 

39 N. Torrence St . = 309 Shields Bldg 
DENVER 2, COLO AComa 2.2236 LOUISVILLE. KY. Highland 6479 = st_ LOUIS 17, MO Mission 5-253 Canadian Representative 

60 Denver Club Bldg 1270 Everett Ave 2683 Big Bend Bivd DIAMOND STATE FIBRE CO. OF 
DETROIT 35, MICH. BRoadway 3-0447 MILWAUKEE 19, WIS Lincoln 1-7660 SPARTANBURG, S.C CANADA, LTD 

201 Officenter Bidg 6108 W. Lincoln Ave 834 Hayne Street SPartanburg 3-6397 46 Hollinger Rd., Toronto 13, Ontario, Can 
EXPORT DEPARTMENT: BRIDGEPORT PENNSYLVANIA, U.S.A 











CONTINENTAL-DIAMOND FIBRE 


A SUBSIDIARY OF THE -A¥mw4/ COMPANY + NEWARK 41, DELAWARE 
For More Information Write No. 266 on Inquiry Card—Page 32 
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' MORE THAN Ad STANDARD SPECIFICATIONS have been established 
by Judson L. Thomson Mfg. Co. for the five basic types of rivets: semi- | 
e tubular, deep-drilled, bifurcated (split), outside prong, and shouldered. } 
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Seventeen Key Questions 
Simplify Value Analysis 


of Fasteners 


By KENNETH E. JOY, General Sales Manager 


Judson L. Thomson Manufacturing Co. 


In approaching the problem of select- 
ing fasteners that provide the greatest 
utility per unit of cost, it pays to be 
completely objective. Playing favorites 
or rejecting the old for the hew can 
often prove costly. An unbiased ap- 
proach to the analysis of fasteners, 
however, can slow down a project un- 
less you have a system for quickly 
evaluating the many possible alterna- 
tives. 


Such a system must have a starting 
point. May I suggest rivets as the log- 
ical start? There are two reasons why. 
As cold-formed fasteners, mass-pro- 
duced at rates ranging from 75 to 400 
a minute, rivets cost less than most 
other fasteners. Machine-set at rates 
as high as 180 a minute, they keep 
assembly costs at a minimum. 

You can simplify the evaluation of 
rivets by answering the following 
* venteen questions: 

. Have you considered rivets for all 
assemblies that call for permanent 
fastening? 

2. Where welding is now being used, 
can rivets plus gaskets or sealants 
provide comparable air tightness 
or water tightness at lower cost? 

3. Where stapling is being used, can 
the heads of rivets add decoration 
or utility at little or no extra cost? 

4. Where stitching is being used, can 
rivets replace or supplement it for 
greater strength? 

5. Can rivets replace expensive re- 
movable fasteners where assembly 
is not absolutely essential? 

6. Can self-piercing rivets — deep- 
drilled or bifurcated (split) — 
eliminate the cost of drilling or 
punching holes in the material to 
be assembled? 

7. Can the addition of caps or burrs 
(washers) under the clinch of 
rivets permit their use on brittle 
or easily torn materials now fas- 
tened or joined a more expensive 
way? 

8. Can the use of pneumatic or hy- 
draulic rivet-setting machines 


which control impact allow the use 
of rivets for assembling fragile 
materials? 

9. Can a change in assembly design 
provide access for machine-set riv- 
ets to replace more costly fas- 
teners? 

10. Cana change in assembly sequence 
introduce the speed and economy 
of riveting? 

11. Can special cold-formed rivets re- 
place more costly parts as pivots, 
contacts, stud followers and the 
like? 

If the above questions lead to the 
decision that you can switch from 
other fasteners to rivets, the follow- 
ing questions will help you evaluate 
sources of rivets. 

12. Does the rivet manufacturer make 
all kinds of rivets to give you com- 
plete freedom of choice? 

13. How many standard specifications 
does the rivet manufacturer offer 
to lessen the, possibility of more 
costly specials? 

14. When special rivets are necessary 
does the manufacturer have ex- 
perienced engineers who can solve 
new problems fast? 

15. Does the rivet manufacturer also 
make machines to assure trouble- 
free assembly at .lowest cost? 

16. Does the supplier concentrate his 
engineering, production and qual- 
ity control talent in one plant for 
expediting delivery of top quality 
rivets? 

17. Does the supplier stock adequate 
supplies of most-wanted standard 
rivets in conveniently located 
points? 

Free ‘Fastener Fact File"’ 

This new manual of rivet and rivet set- 

ting machines provides complete infor- 

mation needed for efficient value analy- 
sis of fasteners. 

Write Judson L. 

Thomson Mfg. 

Ce.;, Dept. P, 

Waltham 54, 

Massachusetts. 
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National Cylinder Gas Com- 
pany, Chicago, announced that di- 
rectors had voted that the com- 
pany name be changed because 
it has been outgrown. Stockhold- 
ers will be asked to approve the 
name Chemetror Corp. President 
Charles J. Haines made the an- 
nouncement at a Chicago press 
conference, stating that the 24- 
year-old National Cylinder Gas 
Company name had been satis- 
factory while the firm produced 
only industrial gases and equip- 
ment using gases, but that addi- 
tion through the years of many 
new product lines and services 
had made it too restrictive. Haines 
said the name finally selected by 
the board of directors “won every 
test conducted by two research 
organizations. Chemetron is ap- 
propriately made up of parts of 
the names of three of the many 
major industries served by the 
company — chemicals (chem), 
metal (met), and_ electronics 
(tron).” 


Forced to leave its Bridgeport, 
Conn. home by construction of 
the Connecticut Turnpike, the 
Ready Tool Company has moved 
its new plant to 150 Garfield 
Avenue, Stratford, Connecticut. 
Modern administrative and manu- 
facturing facilities have been de- 
signed and constructed for pro- 
duction of precision tools. Situ- 
ated on a large tract of land, the 
new plant has ample room for 
expansion, parking, shipping and 
employee recreational facilities. 


The Administration Building at 
the $38 million HiCal plant in 
Muskogee, Okla. is now occupied, 
according to the Callery Chemical 
Company, Pittsburgh. ‘The com- 
pany is building and will operate 
the high energy fuel plant for the 
Navy. The new building provides 
more than 16,000 square feet of 
office space and is the first of 
several buildings under construc- 
tion on the plant site. The entire 
plant is scheduled to be onstream 
in December, 1958. 
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BOSTON, adds WW 
types and sizes to provide 


SPROCKETS and CHAIN 


in the full range required 
for drives from '/;”’ to 2” Pitch 









WOW — you can meet any drive need — light to heavy 
duty — with standardized roller, block, or ladder chain and 
sprockets OFF-THE-SHELF from your BOSTON GEAR 
DISTRIBUTOR — AT FACTORY PRICES. 






COMPLETE 
CHAIN DRIVES 


1/4" to 2" 
prcH 





MEW CATALOG SC-3 


lists all new types and sizes, and all other Sprockets and Chain 
in the big BOSTON Gear line. Includes helpful engineering 


os ; CALL 
data to simplify sprocket selection. For your copy, call your YOUR 
BOSTON Gear Distributor, or write Boston Gear Works, 
74 Hayward St., Quincy 71, Massachusetts. DISTRIBUTOR 


7124 “OFF-THE-SHELF” TRANSMISSION PRODUCTS FROM STOCK — AT FACTORY PRICES — ASK FOR CATALOG 
Stock Gears * Sprockets and Chain * Speed Reducers * Bearings * Pillow Blocks * Couplings 
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% RATED LIFE 


If you want 
reliable transformers 
° ,.don’t overlook this old solution 


Right now, you demand more from 
transformers than ever before. You 
must have high reliability, even at 
extreme altitudes, and you need 
smaller lighter units. 


Used, and proved, for decades, oil- 
encased transformers should not be 
forgotten in a search for new 
methods. 


Everyone knows the advantages: 
effective convection cf heat, excel- 
lent insulating properties, complete 
insurance against hidden leaks. Oil- 
sealed types (with a nitrogen bub- 
ble) are good, light, high-altitude 
transformers. Gas-free oil-filled 
types (with a bellows to allow for 
heat expansion) withstand very high 
voltage stresses. Except in the small- 
est sizes, they save space, too. 


You can place several high voltage 
units close together in a single oil- 
filled case, and save case weight. 
Those connections moved inside the 
case no longer need large insulators. 
Even the units themselves can be 
smaller. This all adds up—particu- 
larly in high altitude service—to 
interesting savings in space and 
weight. 


We make all sorts of transformers 
and special assemblies for the com- 
munication industry: encapsulated, 
cast in epoxy or foam, and just potted 
in pitch. But oil transformers still 
have an important place. 


Whatever type you need, we'll be 
glad to hear from you. Our facilities 
in design, production, and quality 
control are at your service. Our 
experience, too. 


CALEDONIA 


[ELECTRONICS AND TRANSFORMER CORPORATION | 
Dept. P-4, Caledonia, N. Y. 


In Canada: Hackbusch Electronics, Ltd. 
23 Primrose Ave., Toronto 4, Ontario 
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Hughes Aircraft Company and 
Monogram Precision Industries, 
Culver City, California, have 
signed an agreement permitting 
the latter company to manufac- 
ture a new group of microwave 
devices developed by Hughes’ re- 
search and development labora- 
tories. The license makes avail- 
able to the Cascade Research divi- 
sion of Monogram Precision, tech- 
nical information developed by 
Hughes for the production of very 
wide band ferrite isolators. It is 
the first time Hughes has licensed 
another firm to employ these par- 
ticular developments and _ starts 
a new program aimed at addi- 
tional agreements with other 
companies in a broad variety of 
electronic fields. The agreement 
extends over a period of years 
and provides for use of additional 
information developed under cer- 
tain Hughes inventions. 


A modern, air-conditioned plant 
will be built on a 15-acre site near 
Roanoke, Virginia, for use by 
International Telephone and Tele- 
graph Corporation to supplement 
its tube manufacturing facilities. 
Ground will be broken in May 
for the new 45,000 square foot 
building. Within a year, it is esti- 
mated, the plant will 
about 250 persons. 


employ 





You Need Only One 
Card to Request 
Additional Information 
on Any Item in 
This Issue. Use 
the Reader Service 
Page 32 
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* 
. wondering where to turn for top- 
notch plastics moldings? Need help in 
new designs? Look to Chicago Molded. 
You'll find top-rank engineers and de- 
signers . . . facilities for volume produc- 
tion of anything up to the largest parts 
made ... over 39 years of experience— 
at your service now. Just call: 


CHICAGO MOLDED 
PRODUCTS CORPORATION 
1025 N. Kolmar Ave., Chicago 51}, Ill. 
Phone: Dickens 2-9000 
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Bands For 
Every Purpose 





ONE PIECE — SEAMLESS 
Outstretch - Outlast all others 


We'Lt make bands for your 
special needs. All Plymouth 
Standard Bands meet Federal 
Specifications. NATIONALLY 
DISTRIBUTED — AT YOUR 
REGULAR SUPPLIERS. 


PLYMOUTH RUBBER CO., INC. 
Since 1896 
CANTON, MASSACHUSETTS 
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UNIVERSAL-CYCLOPS STEEL, 
EMPIRE, REEVES MERGE 


¢ to expand facilities 
e widen product range 


e excel in quality and service 


Universal-Cyclops, Empire and Reeves ... three 
names long synonymous with quality steels and steel 
products . . . have combined their manufacturing 
facilities, management skills, and research activities 
for the benefit of customers, shareholders and em- 
ployees alike. 

The consolidation, establishing Universal-Cyclops 
Steel Corporation as the parent company and 
Empire-Reeves Steel Corporation as a wholly-owned 





MANSFIELD, O. 









DOVER, O. 


subsidiary formed by the union of Empire Steel 
Corporation and Reeves Steel and Manufacturing 
Company, results in an operating group prepared 
to offer new advantages to steel users everywhere. 

Accent on quality and service will be a continuing 
keynote. Combined resources will provide expanded 
and improved facilities at all present plant locations 
plus more stainless strip capacity at a new plant 
in Coshocton, Ohio. 

Yes, from top quality carbon, silicon steels, and 
galvanized sheets to flawless stainless, tool steel, and 
high temperature metals; from garden-variety steel 
products to material for jet engines and missiles . . . 
you can count on Universal-Cyclops and Empire- 
Reeves to serve its markets and America better than 
ever before. 


Universal-Cyclops Steel 


CORPORATION 


Plants: Bridgeville and Titusville, Pa., and soon in Coshocton, Ohio 
. 
Subsidiary plants: Mansfield and Dover, Ohio 


eee 


TITUSVILLE, PA. 


PITTSBURGH, PA. 


BRIDGEVILLE, PA. 


PHNNA. 3 
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TAKE TOUGH 





Continental 
Steel Containers 


®@ Positive protection 

@ Superior lithography 

@ Fast delivery 

@ Top quality 

@ Full line 

@ Full line of pouring spouts 
@ Famous Continental service 


Call Continental when you need steel 
containers. Get top quality plus 
outstanding Continental service. 
Engineering and research assistance 
available to help you solve any pack- 
aging problem. 








Lug Cover Pails 


Closed Head Pails Utility Cans 








PERMA-LINED TO 
PROTECT HARD-TO- 
HOLD PRODUCTS 
® Aijrless hot sprayed 
enamel! lining ossures 
complete interior cov- 
erage, guarantees 

100% protection. 


CONTINENTAL (© CAN COMPANY 


Eastern Division: 100 E. 42nd St., New York 17 

Central Division: 135 So. La Salle St., Chicago 3 

Pacific Division: Russ Building, San Francisco 4 
For More Information Write No. 273 
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Sees Rise in Paper 


Sales in 1958 





National Paper Trade Assn. head 
Ralph Schnitzer, Sr. 


Despite the current downturn 
in general business, paper sales 
will increase during the rest of 
1958, predicts Ralph Schnitzer, 
Sr., president of the National 
Paper Trade Association. 

Mr. Schnitzer said he based his 
forecast on two principal factors: 

1—Since paper is an inexpen- 
sive substitute for other materials, 
new uses are constantly being 


developed. 
2—The long-term trend is 
towards increased utilization of 


paper. 

Schnitzer noted that total sales 
of paper for all distributors last 
year were a record $4 billion. 
“Paper has long been recognized 
as suitable for ‘cultural’ purposes 
—books, magazines, stationary 
and newspapers—but one of the 
most spectacular accomplishments 
of the industry has been the re- 
cent stimulation of the use of 
specially prepared papers for tex- 
tile and other materials,” he as- 
serted. 

He declared that paper distribu- 
tors must press their efforts to 
establish their position in the na- 
tion’s economy. “The paper ‘dis- 
tributor must impress the con- 
sumer, whether it be the purchas- 
ing agent for an industry or a 
housewife at her favorite food 
store, with the problems of getting 
a variety of paper products from 


mills to the consumer in. an or- 
derly, prompt, economical and 
efficient fashion.” 

Taking a look at the future, 
Mr. Schnitzer sees new uses for 
paper in the offing: papers rein- 
forced with glass yarn to hold 
back wet concrete, paper tubes 
used in pouring concrete columns, 
paper tubes for heat channels in 
concrete slabs and_ fungicide- 
treated papers for construction. 


Who’s Who In Electronics 
Now Available 
The 1958 Who’s Who In Elec- 


tronics, an electronic component 
and equipment source guide, is 
now available from its publishers, 
Electronic Periodicals, Inc., 2775 
S. Moreland Blvd., Cleveland 20, 
Ohio. 

The 600-page hard-bound and 
thumb indexed volume lists 3,000 
manufacturers with complete data 
about them, categorizes manu- 
facturers under 400 product head- 
ings and shows 5,500 trade names. 
Nearly 1,000 manufacturers rep- 
resentatives are listed geographic- 
ally, as well as about 2,200 elec- 
tronic distributors. 

Cost of the book is $15 per copy. 


One Out of 50 Workers 
A ‘Problem Drinker’ 


The executive who says his 
company has no alcoholism prob- 
lem doesn*t know what he’s talk- 
ing about, asserts Dr. Martin W. 
Schaul, industrial psychologist for 
the National Foreman’s Institute. 

Dr. Schaul estimates that one 
out of every 50 employees is a 
“problem drinker” and about 90 
per cent of these are in the 35-to- 
55 age group, when industry has 
its greatest investment in them. 
“Alcoholism,” he said, “gives in- 
dustry a billion-dollar hangover 
each year.” 

Among the symptons of alcohol- 
ism in employees, he cites con- 
sistent absenteeism or tardiness 
on Monday mornings, frequent 
off-duty accidents, frequent dis- 

(Please turn to page 168) 


PuRCHASING 





an For More Into t Write No. i 
Aprit 28, 1958 nformation Write No. 272 on Inquiry Card—Page 32 


165 


To every user of threaded fasteners 
New SPS Thread Metrology Labs will help you 


e Analyze and eliminate thread fit problems - 
e Establish more reliable gaging techniques 
@ Check and set inspection gages accurately 





As part of a continuing program to help 
threaded fastener users meet today’s 
demand for increased product reliability, 
SPS has just opened new Screw Thread 
Metrology Laboratories at three key 
points across the country. The three 
identical facilities make available to you 
the advanced gaging techniques, pre 
cision measuring machines, and screw 
thread technology employed by SPS 
itself. These laboratories are located at: 
Jenkintown, Pa.—Just north of 
Philadelphia, SPS headquarters plant, 
Highland Ave 
*hone: TI rner 4-7300 
Cleveland, Ohio—At the plant of 
Cleveland Cap Screw Co.., 
an SPS Company, 4444 Lee Rd 
*hone: LUdlow 1-3000 
Santa Ana, Calif.—SPS Western 
2701 S. Harbor Blvd 
Phone: Kimberly 5-9311 


Basic services of the new SPS Metrology 
Labs include analysis of fastener fit prob- 
lems; checking and setting of screw 





OPTICAL COMPARATOR. Standard 
equipment at each SPS Metrology Lab 
Permits magnification of screw thread pro 
files from 10x to 100x on 14 in. viewing 
screen. Precision: .OOO1 in. 


See us at the 
{STE Show- 
May 1-8, Booth 322 


For More 


Apric 28, 1958 


thread inspection gages with highly 


accurate equipment; and setting up of 


reliable thread inspection methods in 
conformance with recognized standards. 
In addition, these new SPS facilities will 
serve as a clearing house for the latest 
information on threaded fasteners. 





ELECTROMECHANICAL LEAD 
TESTER. Checks from 4 to 80 threads 


per in.; lengths to 4 in.; diameters to 8 in 
Precision: .QOOOL in. 


Each laboratory—a showplace of 


modern measuring equipment—is tem- 
perature and humidity controlled to 
insure the reliability of its instrumen- 
tation. Each has complete equipment 
for precision measurements of all screw 
thread elements—major, minor and 
pitch diameters, half-angles, lead, radii, 
etc.; for gage setting; and for inspecting 
thread forming tools themselves if nec- 
Equipment at each location 
includes electromechanical measuring 
machines for determining thread dimen- 
sions to the nearest one hundred-thou- 
sandth (.00001) inch; primary reference 
standards, of even greater precision, for 
calibrating these machines; optica! com- 
parators for studying screw thread 
profiles enlarged 100 times: and profilom- 
eters that measure surface smoothness 
as close as one millionth inch. This and 
all the other equipment will be devoted 


essary. 


especially to measurement and inspec- 
tion of the following classes and types 
of thread: 
Unified Screw Threads—Class 3A, 2A, 
3B, 2B; National Standard Screw 
Threads—Class 3, 2; Tapered Threads— 
ANPT, NPTF types. (Special thread 
types or forms can also be measured 
or inspected with the facilities of these 
laboratories.) 
SPS believes that the services rendered 
by the new laboratories will help fastener 
users set up or augment their own thread 
size control systems to eliminate misfits 
that might cause delays on the assembly 
line or compromise the reliability of 
finished products. 
Fastener users are invited to put these 
laboratories to their service any time. 
Simply contact your SPS salesman or 
distributor or get in touch with the lab 
nearest you. And remember, whether 
you have any immediate fastener prob- 
lem or not, a visit from you will be 
welcomed. Write for free booklet 
describing the laboratories in detail. 
STANDARD PRESSED STEEL CoO., 
Jenkintown 31, Pa. 





High Reliability f 


At SPS we apply a dynamic 
standard of quality—continually 
refined—so that our fasteners 
will always have the high reli- 
ability factor required by today’s 
faster speeds, higher temper- 
atures, and greater dynamic 
forces. By using SPS fasteners 
in your assemblies, you increase 
overall reliability—the certainty 
of predictable performance under 
actual service conditions. 


For more information on the full 
meaning of reliability, write for 
a copy of the new SPS booklet 
“Concerning High Reliability.” 











We also manufacture precision titanium fasteners 


write for free booklet 


Jenkintown * Pennsylvania 
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Quick-As-Wink* 


AIR AND HYDRAULIC 


—A Tee ee 





2S ROALP CLE 





Y,"' Single Solenoid Two Position 
4-way “B"-type Valve, for Pres- 
sures up to 250 psi. 


%" 4-way Cam Operated Spring 
Return Valve, for Pressures up 
to 125 psi. 





Y,"" 2 Pedal Foot 
Operated 4-way 
Valve, for Pressures 

up to 200 psi. 





1” Pilot Cylinder Operated 4- 
way Two Position Hydraulic Valve, 
for Pressures up to 5000 psi, 





Cut your costs—and increase your production—by installing 
Quick-As-Wink Control Valves throughout your plant. Proven 
in service, our exclusive, patented* construction assures year 
after year of long, efficient, dependable and low cost operation. 
Production and maintenance men know Quick-As-Wink Valves 
are unsurpassed. Can you afford to gamble with less? Hundreds 
of different types, actions and sizes from 4" to 4". Get full details. 


*U. S. Potent No. 2,645,450 . 


Write for BULLETIN NO. 571 Today-nnnn/!) 


Quick-As-Wink’ 


AIR AND HYDRAULIC 


Control Valves 


Mfd. by C. B. HUNT & SON, INC., 2123 East Pershing St., Salem, Ohio 


Engineering and Sales Representatives in the Principal Cities —— 
For More Information Write No. 275 on Inquiry Card—Page 32 






— 














| 








PuRCHASING 





(Continued from page 166) 
appéarances from work stations, 
recurring absences due to so- 
called minor illnesses, sudden 
personality changes in a_ good 
worker and variations in mood. 

Research studies have 
that male alcoholics are inclined 
to have accidents, are easily fa- 
tigued and make more mistakes 
than other employees. On the 
average, they lose 22 work days 
a year because of their drinking. 


shown 


Issue Sponge Rubber 
Products Handbook 


The Rubber Manufacturers As- 
sociation has begun distribution 
of approximately 11,000 copies of 
its new enginering data handbook 
on molded, extruded, lathe-cut 
and chemically blown sponge rub- 
ber products. 

The 52-page illustrated manual 
is designed primarily to aid the 
engineering and purchasing de- 
partments of the industry’s cus- 
tomers in improving specifications 
for their rubber component re- 
quirements. By establishing a 
“universal language” for use be- - 
tween the supplier and user, the 
handbook will enable the manu- 
facturer to determine more ex- 
actly what customer really wants 
in terms of product tolerances, 
performance and service charac- 
teristics. 

Single copies of the Handbook 
are $1 and may be obtained from 
the Rubber Manufacturers Asso- 
ciation, Inc., 444 Madison ‘Ave., 
New York 22, N.Y. 





Be sure to visit the 
PurcHasine Magazine 
booth at the Inform-A- 
Show, N. A. P. A. 
Convention to be held 
in Chicago, May 11-14. 
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Grinding a 4” spindle bushing within .0002” on both O.D. and LD. 
at the Royal Typewriter Co. 


“This Jacobs Chuck has been in constant use 
for 4 years without repair or replacement” 





Mr. Barclay Craigie grinds pieces with O.D. from '%” to 1%” on a Brown 
and Sharpe No. 4 Universal Grinding Machine equipped with a Jacobs 
Key Type Rubber-Flex Collet Chuck. He is often required to maintain 
tolerances like the .0002” demanded inside and outside on this bushing. 
He says: é 

“I get all the accuracy I need. This chuck is a big timesaver—better for 
the operator and for the company. I have used it continually for 4 years 
without repair or replacement of collet.” 

You hold your work with the tightest, most accurate grip ever de- 
vised when you hold with the Jacobs Rubber-Flex Collet. Ask your 
industrial supply distributor for Bulletin 57-CC on the Model 96 Key 
Type Collet Chuck shown here and for Bulletin 57-LC on the Model 91 
Hand Wheel Collet Chuck. 





This spindle bushing, ground to a 
tolerance of .0002” I.D. and O.D., 


, . Sage? ply distributor are ready to 
will be used in a grinding head to deliver the chucks you need and 'S 
grind typewriter escapement wheels. the service you deserve. First 


CHUCKS 


Jacobs and your industrial sup- 


Exacting accuracy is essential. in chucks... first in service. 





The Jacobs Manufacturing Company, West Hartford, Connecticut 
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One of the vital Perkins custom- 
cut gears which insure quiet, 
recision operation of NI- 
PIL —the new automatic loom 
winder that replaces the hand- 
filled battery and consolidates 
all filling operations in the 
weaving area. 


Perkins Custom-Cut Gears Specified for 
Universal Winding’s New Unifil” Loom Winder 


Quality and service determine Universal Winding Company’s choice of Perkins 
custom-cut gears for many of their machines, including the new UNIFIL®. Perkins 
gears are precisely cut to exact specifications which eliminate noise, wear and back- 
lash. This means fewer rejects, lower maintenance cost and longer gear life. Extensive 
facilities and modern equipment, backed by 52 years of gear-making know-how insure 
prompt delivery, as scheduled, to meet production needs. You, too, can benefit from 
Perkins quality and service. Perkins can cut your gears from any material — metallic 
or non-metallic. If you require a special deep 
or shallow pitch, a gear with a hub, clutch 
teeth or other special features, Perkins engineers 
will work with you to insure efficient and 
economical gear design. Ask us to quote on 
your next gear requirement. 


YOURS ON REQUEST 
— Folder illustrating 
gears Perkins has 
made — face gears, 
generated and curvic 
clutches; bevel, spiral, 
helical and spur gears; 
ratchets, sprockets and 
ground thread worms 
.+.from all materials. 
Includes Perkins facil- 
ities for producing 
various gear types an 
sizes. Write today. 


ERKINS 


MACHINE AND GEAR CO. 


Dept. 17 West Springfield, Mass. 
Telephone: REpublic 74751 
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Appointment of Charles S. Wig- 
gins as Manager of the Washing- 
ton Office of Borg-Warner Corp., 
Chicago, Illinois, has been an- 
nounced. Mr. Wiggins has been 
Assistant to the manager of the 
Washington office since February, 
1951. Prior to joining the corpora- 
tion Mr. Wiggins had been ad- 
vertising manager of Armed 
Force, the Military Weekly. 


Howard A. Tenney has joined 
Jefferson Chemical Company, 
New York City, as manager of 
antifreeze sales. In this newly 
created position, Mr. Tenney will 
have the responsibility for pro- 
moting the sale of antifreeze 
glycol. Previously, he had been 
assistant sales manager of Mon- 
santo Chemical Company, Texas 
City, Texas. 


The Champion Paper and Fibre 
Company, Hamilton, Ohio, has an- 
nounced the appointment of 
George D. Kennedy as manager 
of its New York sales office. He 
succeeds John P. Osborne, vice 
president, who has been assigned 
responsibilities in connection with 
major contracts, with headquart- 
ers in New York. 


Lester W. Hammond, Jr., and 
James T. Howell have been named 
to sales posts in the eastern sales 
offices of Allis-Chalmers Manu- 
facturing Company, Milwaukee, 
Wisconsir. Mr. Hammond has 
been appointed sales representa- 
tive for the Hartford, Connecticut 
office. Mr. Howell has been as- 
signed to the Miami district office 
as a sales representative also. 


The appointment of Paul Disser 
as Refrigeration Division Sales 
Manager for Bohn Aluminum & 
Brass Corporation, Detroit, Mich- 
igan, has been announced. Mr. 
Disser, a graduate of Indiana Uni- 
versity School of Business, joined 
the corporation in 1949 as a sales 
representative. In 1954 he was ad- 
vanced to Indianapolis as District 
Sales Manager. 
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AL TOOL STEELS are clearly marked 
you can't mix up grades in your stock 





for 
Production Men Only 


“TOOL STEEL HANDBOOK” 


We say “production men only” because 
this is a work book, not a picture book 
It's a case-bound volume of 196 pages, 
packed full of technical data on the analyses, 
uses, handling and shop treatment of all 
trades of A-L Tool and Die Steels. Sent 
ree, but ask for it on your company 
letterhead, please. 


Address Dept. P-4 


For More 


Aprit 28, 1958 





“What's that piece?” “*Are you 
ae ae In anybody's toolroom or 
stock racks, the best inventory or ma- 
terial identification system is apt to go 
haywire once in a while—and some- 
times with grievous results. 

But not 


rad 


when you're using tool steel 
pr duced hy All gheny Ludlum! 
ach length of AL Tool Steel is clearly 
marked with its grade name every few 
inches the entire length of the bar 

nctled manner that the 


fenced in such a 


and 
can't be blurred or erased in handling. 

Even a small crop end on a machine 
bench is readily identifiable—you can’t 
go wrong. And that’s only a small part 


marking stays bright and clear, 


of the benefit you can realize by using 
AL Tool Steels 


coast to Coast 


available from stocks 
Let our Metallurgical 
Service go to bat on some of your 
tougher tool steel problems. Allegheny 
Ludlum Steel Corporation, Oliver 
Bldg., Pittsburgh 22, Pa. 


For nearest representative, consult Yellow Section of your telephone book. 


For complete MODERN Tooling, call 





Allegheny Ludlum 
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Reorganization of the forgings 
division has been announced by 
Chase Brass & Copper Co., Wa- 
terbury, Connecticut, a subsidiary 
of Kennecott Copper Corporation. 
E. Rowland Chase, who has been 
in charge of forgings sales since 
1945, has been transferred to the 
mill and warehouse sales division 
in the same capacity. He will be 
responsible for the promotion and 
sale of forgings, not only in brass 
but also in aluminum, titanium 
and other metals. Assisting him 
will be Thomas J. Marshall, who 
has had many years of service 
with the company both in the 
production and sales departments. 
His most recent assignment has 
been as sales representative in the 
Philadelphia sales office. 


Walter H. Bertram, for the past 
six years manager of the Cleve- 
= land sales office of Associated 
The mark of an Spring Corporation, — Bristol,” 
Extra Dependable Conn., has been advanced to sales 
machine . . ’ 

manager of the corporation’s Ray- 
mond Manufacturing Division, 
Corry, Pennsylvania. Mr. Bertram 
has been a salesman in Cleveland 
since 1946 and was appointed 
manager of the Cleveland sales 
office in 1951. ; 


The American Chemical Paint 
Company, Ambler, Pennsylvania, 
has announced the appointment 
of Edward R. Krueger as techni- 
cal sales representative for their 
metalworking chemicals division. 
He will be attached to the Detroit 
Michigan office and his area of 
activity will include Wisconsin, 
upper Michigan peninsula, and 





7 ° ° 
What this symbol means northern Illinois. 

Like the brand name on other quality products you buy, the E.D. 

symbol on your electric motors means “The Best”. George C. Lichty has been 
You know also that there is an E.D. expert nearby whenever you named Northwestern district 
need him. Electro Dynamic’s broad network of offices includes a sales manager for Yale lift trucks 
chain of over 25 warehouses set up across the country to provide , : . . 
utmost speed of delivery to you. by Yale Materials Handling Di- 
Complete line of a.c. and d.c. motors from 1 to 300 h.p., Geared vision, The Yale & Towne Manu- 


Motors, Selectrol and Selectron Variable Speed Drives and Motor facturing Company, Philadelphia 
Generator sets. y; ’ 


Telephone or write for Bulletin 50-A. Pennsylvania. Mr. Lichty will be 
in charge of company representa- 
tive activities in Oregon, Wash- 
ington, Idaho, Montana and the 
Canadian Provinces of Vancouver, 
British Columbia and Alberta. He 
will make his headquarters in 
BAYONNE, NEW JERSEY Salem, Oregon. 
For More Information Write No. 279 on Inquiry Card—Page 32 
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“We use Conover-Mast Purchasing Directory in place of all others, as it is 
always up-to-date and complete.”—J. F. Sayre, Pur. Supt., Armstrong Rubber 
Mfg. Co., Des Moines, lowa 


Save 0% of Y our Source-F'inding Time 
By Using 





Conover-Mast Purchasing Directory 


Conover-Mast Purchasing Directory shows you way to locate suppliers of practically any product. 
where to go when you are in the market for any The more you use it the better you'll like it. 
industrial product or service Hundreds already say that 

By rigidly excluding all non-industrial listings and If you do not have a copy, write to: 


advertising, CMPD is kept com- 
pact and is complete in one vol- 
ume, You can keep it right on 


your desk. 


Conover-Mast 
PURCHASING DIRECTORY 


Use Conover-Mast Purchasing 
Directory for your industrial 


205 EAST 42nd ST., NEW YORK 17, N.Y. 


BRANCH OFFICES 


purchases in place of the more 
cumbersome directories. You'll 


. CHICAGO - LEVELAND + DETROIT - 
find its complete cross references . 


Cc 
1) 
N 
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ENGINEERED IN THE 
FAMOUS G-E LAMP 
LABORATORY 


... to assure 
you top 
performance 
from 

General Electric 
Starters 





The glow-lamp switch is the heart of a 
fluorescent lamp starter . . . important to 
you because its proper operation helps as- 
sure dependable starting and maximum 
lamp life. That's why, in the case of G-E 
Starters, General Electric turned to its 
famous Lamp Laboratory for development 
of this critical component. 


The G-E glow switch (above) is care- 
fully designed to protect lamp filaments by 
assuring proper pre-heating, and to start 
the lamp on a precise schedule. Its contacts 
always open “fast and clean” to induce 
‘starting voltage... neither too late nor 
too soon. 


The high-quality G-E glow-lamp switch 
is one of the important reasons why G-E 
starters are your wisest choice for depend- 
able starting and maximum lamp life. 
General Electric Company, Wiring Device 
Department, Providence 7, Rhode Island. 


GENERAL @@ ELECTRIC 


For More Information Write No. 281 
on Inquiry Card—Page 32 
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Make Standards 
Work For You 


(Continued from page 76) 
refer them to his standards de- 
partment or committee who will 
instruct on the method to be used 
to obtain approval of their prod- 
ucts. 

7. Departments represented in 
standards program. This will in- 
clude representation from pur- 
chasing, engineering, stores, pro- 
duction, industrial relations, re- 
search and other using depart- 
ments. 

8. Standards specifications book. 
This notebook is a working book 
for the purchasing group and re- 
quisitioning departments. A stand- 
ard specification following the 
form given should contain indexed 
specifications for items. This saves 
the time of everyone concerned 
and helps the entire company to 
become accustomed to using 
standards for purchasing. This 
working information should be 
kept available, and if out of the 
purchasing department too much 
of the time, an extra copy of it 
should be made. 

Here it is important that a cross 
reference to the standard used to 
make the specifications should be 
included. 

9. Decisions on what should be 
standardized. Begin your program 
by handing out forms for stand- 
ard specifications as discussed in 
the beginning of this article. Ask 
each of the members of the stand- 
ards department or committee to 
use these as a basis for search- 
ing for items which can be stand- 
ardized. Ask them to work to- 
gether to determine what should 
go in the standard catalog. 

10. Membership in N.A.P.A. 
The National Association of Pur- 
chasing Agents is one of the 
strongest groups in the national 
voluntary standards movement. 
As one of the member-body own- 
ers of ASA, they have representa- 
tives on the Standards Council 
and the Board of Directors of 
ASA. 

NAPA’s Standardization Man- 
ual is an indispensable tool to the 
purchasing agent. He must keep it 
as a basic reference in setting 7 
a standards program. 

Most industries have senel 
standards helpful to the purchas- 





Fr URCHASING 


ing agent in dealing with procure- 
ment problems. Fasteners, pipe 
fittings, electrical devices and 
metal cutting tools are just a few 
of the many items which can be 
bought that are produced to ac- 
cepted standards. 

The purchasing agent must also 
add his own company standards 
to his kit. He can contribute ob- 
jectively to the development of 
these standards, since he probably 
has a wider knowledge than any- 
one else in the organization of 
the supplier’s ability to meet eco- 
nomically the requirements of the 
engineering and manufacturing 
departments. 

Trade associations and technical 
societies which develop or ap- 
prove standards are listed in the 
Standardization Manual of the 
National Association of Purchas- 
ing Agents. 

In this country literally hun- 
dreds of duplicating and conflict- 
ing standards were in circulation 
in 1918 when the ASA was found- 
ed. ASA was organized to un- 
tangle the resulting confusion. 

The ASA is the nation’s clear- 
inghouse for voluntary standards 
in engineering, procurement, safe- 
ty, manufacturing and consumer 
standards. The ASA does not 





ad 


lost? 


. fora mm ndable, on-time source of 
plastic parts? A call, wire or letter to 
Chicago Molded will put you on the 
right road. For Chicago Molded, one of 
America’s largest plastic molders, has 
the unexcelled facilities that guarantee 
fast deliveries—and experienced person- 
nel to help with cost-cutting design ideas. 
Shortest route to better plastic parts is: 


CHICAGO MOLDED 
PRODUCTS CORPORATION 


1025 N. Kolmar Avenue 
Chicago 51, Illinois 





For More Information Write No. 282 
on Inquiry Card—Page 32 
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make standards, it makes them 
possible. It brings together all na- 
tional groups who have a sub- 
stantial interest in a proposed 
standards project, and operates in FLEXFLYTE can save 
a democratic fashion so that all ° 
groups have a say in making you time and 
standards. . 
The disputes and differences money in 
among various interests have been . 
resolved around the table. The any o 
rights of all groups have been 
protected Duplication and over- these 
rT’ 7 
lapping have been avoided The operations 
result is the best standard that 
men can make—one that ll ke 
groups can accept and use. 
Thousands of experts are at 
work developing American Stand- 
ards. These experts come from 
industry, commerce, government, 
science, engineering, research, 
labor, and consumer groups and 
serve on committees of, or through DUST COLLECTION— Here Flexflyte 
the activities of, ASA member is used as the connector duct from 
bodies and associate members and the abrasive wheel to the dust col- 
many other trade and technical lector on a tire buffing and truing 
organizations, government agen- machine. 
cies, and consumer groups, as well 
as national committees organized AIR HANDLING—Cooling electronic 
under ASA procedures tubes in television transmitters is a 
Here’s a sampling of savings good example of the uses to which 
effected by American standards, Flexflyte can be put. 
potential and actual.] The chem- 
ical industry estimates that proj- FUME REMOVAL—In this type-cast- 
ects for American standards which ing operation Flexflyte is used to ex- 
it has proposed to the association, haust the heat. smoke and oil fumes 
when completed, will save the in- given off by molten lead. 
dustry $20 million annually on its 7 x 
purchase. This includes heat ex- MATERIALS HANDLING— Flexflyte 
changers at $3.9 million, storage is used in the circulating system of 
tanks at $4 million, pumps at $6.8 this gluing machine because it takes 
million and miscellaneous projects up little space and is strong. 
at $5.3 million. .. . The electrical 
industry is saving $10 million 
every three years on the use of , : — 
one American Standard covering ; oe : ae "| 
iin. S-aaue OM suite Flexflyte is one of a complete line of ductings for industrial applications. 
: Extremely flexible, this rugged fabric ducting installs in no time at all and © 
for one of the cheapest of Amer- requires little maintenance. It cuts quickly to required sizes from stock 
ican Standards in the too] field lengths. No special elbows or fittings are needed to make it complete tricky 7 
(American Standard Gaging Prac- turns around corners. And its smooth integrated bends provide an unob- | 
tices for Ball and Roller Bearings, structed flow of whatever is being conveyed. Though light in weight, Flex- 
B3.4-1950). It costs $4.00 for path flyte has high tensile Strength and excellent resistance to abrasion and 
: i chemicals. It will not support combustion. 
of the most expensive (Screw If you have a ducting problem, Flexflyte® could well be your answer. 
Thread Gages and Gaging, B1.2- Just say the word and we'll have one of our field engineers stop by and 
1951). . . . It would cost about talk things over. Their background and experience is always at your service. 
$500,000 to develop those two For full information, write Dept. 194 % 
standards in your own company. Stocked by leading industrial distributors throughout United States and Canada 
Each of these American Stand- 
ards is a guarantee that all per- if giexible Ti 
tinent standards have been welded | ubi ie g 
into one national agreement. The | CORPORATION 
purchaser, designer, manufactur- . GUILFORD, CONNECTICUT 
er and all concerned with this k ANAHEIM, CALIFORNIA HILLSIDE, ILLINOIS 
standard have helped to make it. ; ds ER EY GL NETS OR RET 
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MEN — Chemical and 
Engineering Specialists 
to work with you. 











METHODS—Tailored to MAT 
Any Metal Cleaning and for Superior Results for 
Processing Operation. 


metal cleaning and processing need 


There’s one firm, and one firm only— 
Detrex Chemical Industries, Inc.—that can 
furnish you with the answers to all of your 
metal cleaning and processing problems. 


Degreasers of All Types and Sizes e Ultra- 
sonic Cleaning Machines e Perm-A-Clor 
(trichlorethylene) Degreasing Solvent e 
Industrial Washers « Cleaning and Coat- 
ing Compounds e Machines, Chemicals 
and Processes for Paintbonding, Rust- 
proofing and Cold Extrusion. 


And when you “do business” with Detrex, 
you can benefit by a combination of 
folate Me lle M tla dias MilMmele-Miial-tel lol (te) 
in the industry — 


Chemical Research and Product Design 
e Quaiity Controlled Volume Production e 
Nationwide Distribution ¢ Scientific Instal- 
lations e Customer Employee Training e 
Coast to Coast Engineering Service. 











he ALP) —_ . 

© 4 —_ 7 

\ i | 

eS eal 
Pet 


a 


your operation. 


DETREX CHEMICAL INDUSTRIES, INC. 


a aad 


The name to know for every 





ERIALS—Developed MACHINES—For Most 
Efficient Processing in 
your particular operation. 





BOX 501, (DEPT P1), DETROIT 32, MICHIGAN 
For More Information Write No. 284 on Inquiry Card—Page 32 
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The appointment of Walter T. 
Camp to the position of general 
manager of Arrowhead Products 
Division has been announced by 
Federal-Mogul-Bower Bearings, 
Inc., Long Beach, California. 
Prior to his new assignment, Mr 
Camp was original sales manager 
for the Bearings Company of 
Lancaster, 


America Division, 


Pennsylvania 


William T. Giles has _ been 
named sales manager for the Cin- 
cinnati, Ohio, district sales office 
of the Reo Division of White 
Motor Company, Lansing Mich- 
igan. The company has also an- 
nounced the appointment. of 
Walter W. Kling as manager of 
the Philadelphia district sales 
office 


Lou Goldman has been named 
Chicago regional manager for the 
Lonergan Coolerator Division of 
McGraw-Edison, Albion, Mich- 
igan. He will direct expanded 
company operations in_ Illinois, 
Michigan, Indiana, Wisconsin, 
Ohio, Minnesota, North and South 
Dakota and Kentucky 


Tube Reducing Corporation, 
Wallington, New Jersey, has ap- 


pointed W. D. Goad sales engi-* 


neer. He will cover the entire 
country on specialized products 
and military applications. Mr 
Goad will make his headquarters 
at the corporation’s main office 


Henry S. Reed has been as- 
signed to the sales territories of 
Indiana and Kentucky for Stan- 
ley Tools, division of The Stanley 


He will operate out of Cincinnati, 
Ohio. 


The Pfaudler Company, a di- 
vision of Pfaudler Permutit Inc., 
Rochester, New York, has named 
Donald K. Weidner as sales rep- 
resentative for eastern Pennsyl- 
vania with headquarterss in 
Philadelphia. He replaces Fred- 
erick Josenhans, who has taken 
over a New Jersey sales territory. 


PURCHASING 
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FAC 5 Copper and Brass... : 
| a today’s best metal bargains! 






Competitive analysis of metal costs in 
manufactu g “Dishmaster” dish washer 
device witched manufacturer back to 
brighter, 1 re attractive br: and away 


fro ! te teel and ther ibstitute 


PROO » Manville Manufacturing 
a switches back to Brass for 


a better product at lower cost... drops steel! 





The “Dishmaster” made by Manville Manufacturing 
Co. of Pontiac, Michigan, includes many small parts 
again being made of brass. Direct comparison of costs 
with cadmium-plated steel showed that brass was 
once again the bargain buy in metal. For example, 
cost of the retaining ring shown here was reduced 
$11.50 per thousand when the manufacturer switched 
back to brass! Comparable component savings are 
being made all down the line! (Based on October ’57 
costs of brass vs. steel.) 





There's no excuse for using substitutes for copper 
and brass; the genuine article is today’s best bargain 


Chase 





G in metals! Your nearest Chase man can show you spe- 
BRASS & COPPER CO. cifically how Chase allovs—made of Kennecott copper 
enema @ einen : ~can fit into your production picture. Contact Chase 

SUBSIDIARY OF KENNECOTT COPPER CORPORATION locally or at Waterbury 20, Connecticut. 


The Nation’s Headquarters for Brass, Copper and Stainless Steel 


Atlanta Baltimore Boston Charlotte Chicago Cincinnati Cleveland Dallas Denver Detroit Grand Rapids Houston Indianapolis Kansas City, Mo. Los Angeles 
Milwaukee Minneapolls Newark New Orleans New York (Maspeth, L.1.) Philadelphia Pittsburgh Providence Rochester St.Louis San Francisco Seattle Waterbury 


For More Information Write No. 285 on Inquiry Card—Page 32 
APRIL 28, 1958 177 











MACHINE 
WORK & 
SPECIAL 
MACHINE 
BUILDING 


We have large, medium and small machine 
tools available for machine work and the 
building of special machinery. 


We will be pleased to receive your inquiries. 


SUN SHIP 


BUILDING & DRYDOCK COMPANY 
CHESTER, PA. 
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Type TEFC 
Polyphese 





Custom Built ... But 
NOT Custom Priced! 


Here is the most successful development in Air Cooled 
Motors. Reduces friction 75% —cuts power costs. 
Handles any power load emergency without damage 
to motor. Always cool running for continuous service 
in high temperatures. Squirrel cage induction, high 
torque, low starting current. Fully ball bearing and 
quiet running too. 


Yes, Electric POWER 
at its Money-Saving 
BEST — by VALLEY 


WRITE FOR DESCRIPTIVE LITERATURE 


VALLEY 





@ Other Models 


Type SN polyphase, High 
Torque, constent speed, con- 
tinuous duty, squirrel cage 
induction. 

Type AN single phase, com 
stent speed, repulsion stert, 
induction run, continvove 
auty. 


ELECTRIC CORPORATION 


4221 Forest Park Blvd + St low, & ™ 
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Hoist overload safety switch uses 
| CROSBY-LAUGHLIN Hooks-Eyes 


Dillon Dyna-Switches 
automatically stop 
overloaded cranes and 
hoists. The manufac- 
. turer specifies drop 
forged Crosby-Laugh- 
lin* ‘‘Load Rated’’* 
' Shank Hooks and Lift- 
' ing Eyes for use in this 
product. The hook is 
, welded to the “‘U”’ bar 
© —the eye screwed in 
and welded. 


OEM’ s like W. C. Dillon & Co., Van Nuys, Calif., 

demand _safety—exceptional performance from 
component parts. Crosby-Laughlin ‘“‘Load Rated” 
Fittings meet every manufacturer’s specifications 
—they’ve been tested in.all industries—accepted 
because of their high safety factor and lack of re- 
jects. Choose from the world’s most complete line 
of drop forged fittings—see the entire 
line fully described with dimensional 
specifications in new catalog now 
offered by industrial, construction and 
mill supply distributors. 








*Trademark 


CROSBY-LAUGHLIN 2..cocou 


AMERICAN HOIST & DERRICK COMPANY 
FT. WAYNE 1, INDIANA 


GET MORE OUT OF 
PURCHASING 


Put your own name on the mailing 
label that delivers PURCHASING 
Magazine . . . and see how much 
more you'll get out of the contents. 
See how much you'll gain by having 
time to really digest the material 
written just for you. 

A personal copy would always be 
handy for easy reference—ready 
with help when you need it. 

Order a personal subscription now— 
$4. a year. Write to PURCHASING 
Magazine, 205 E. 42nd Street, New 
York 17, N. Y. 
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PLASTIC PLUGS AND CAPS 
FULL PROTECTION 
EASY TO INSTALL 


EASY TO REMOVE 
NON-SHREDDING 


S.S.Wuite Plastic Plugs and Caps give full, sure protection 


against damage in handling storing . or shipping 
Installation requires only seconds. Your customers will 
give you a vote of thanks for using these easy, instantly 
hand-removable non-shredding protectors. 


QUALITY LINE Caps and Plugs (Acetate )—strong, tough 
non-brittle, shock-resistant. Impervious to petroleum-base 
oils and greases 


THE Economy LIne (Elastoplastic Vinylite) also gives 
these important protective advantages, but at lower cost. 


Immediate delivery from stock. Write for samples and 
literature. Ask for Bulletin P5708. Dept. PP 


AMhiee ». PLASTICS DIVISION 


10 East 40th Street, New York 16, New York 
Western Office: 1839 West Pico Blvd., Los Angeles 6, Calif. 
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For hard wear in heavy traffic areas... 


BIRD 
BBERLIK 


looks like rubber 





protects like rubber 
outwears rubber... and 


CcosTs 


50% Less 














Cotas” 


Otis Elevator Company uses Bird Rubbherlike in its 
switch penthouses. Strip shown here has taken 


17 years of constant heavy use 


SERVICE, SAFETY, PROTECTION thousands of satis- 
fied users everywhere vouch for its non-skid tough- 
ness .. . its high safety insurance with low initial cost 
and maintenance. Now cheerfully flecked with red-and- 
white or green-and-white. 


BIRD 


BIRD & SON, Inc., East Walpole, Mass., (Dept. P) 


1 am interested in further information about new Bird Rubberlike. 


please send me FREE booklet on Rubberlike. 





please have Bird Rubberlike representative call. 
name 
address 
city 
For More Information Write No. 290 on Inquiry Card—Page 32 
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Mac-it Socket Head Cap Screw 


Mac-it screws hold 
Where others fail! 


When you buy screws, you’re buying holding power. 
The powerful holding you get with Mac-it Screws 
makes them last longer in tough applications, keeps 
them good for thousands of adjustments. Here’s why: 

e special pre-tested alloy steels ; 

e precisely controlled grain structure 

e resilient, shock-resisting strength 

e heat treated for ‘‘clear-thru’’ toughness 

e clean, fully formed Class 3 threads 

e high dimensional accuracy 


As a result, on machinery subjected to shocks, 
Stresses or high speeds, you'll find Mac-it Screws 
—holding ! 


Mac-it Screw Division 


STRONG, CARLISLE & HAMMOND 
1392 West 3rd Street, Cleveland 13, Ohio 


Buy Mac-it Screws from your distributor: 

Socket Head Cap Screws « Flat Head Socket Cap Screws « Button Head Socket 
Cap Screws e Socket Head Shoulder Screws e Hollow Set Screws e Hollow 
Lock Screws e Hex Socket Keys « Square Head Set Screws « Hex Head Cap 
Screws « Tool Post Screws e Square Head Collar Cap Screws e Specials 
For More Information Write No. 291 on Inquiry Card—Page 32 
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... for finer regulation of water, oil or gas 


First needle valve to combine all the characteristics called 
for in modern industry. Embodies sturdiest basic construc- 
tion—machined from solid bar stock—suitable for pressures 
to 10,000 psi and equally efficient in lower range. Note ’ . 


LCL 7 stem guide fused to body by new 
aad “Conoweld” process, eliminating 
faults of conventional two-piece 


ONE ib valves. Stem 416 stainless steel. Stem 
PIECE i] threads fine pitch for strength and 
: micrometer regulation. Body electro- 
zinc plated. Sizes 44" to 1", globe and 


angle patterns. 


Ask for new Needle Valve Catalog 


MARSH INSTRUMENT CO. Soles Affiliate of Jas. P. Marsh Corp. Dpt. G, Skokie, II! 
Marsh Instrument & Valve Co. (Canada) Ltd., 8407 103rd Street, Edmonton, Alberta, Canada 
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CLASSIFIED 
DEPARTMENT 


Contract Work e Used Equipment For Sale 





Employment and Business Opportunities 





In tenth year as one man purchasing department 
for small farm equipment manufacturing company. 
Desires challenging position with larger concern. 
Age 43, Married, f children. Write Box 1550, 
PURCHASING, 205 East 42nd St., New York 17, 


New York. RATES 





PURCHASING AGENT desires challenging posi 
tion. 11 years diversified experience in indus 
trial procurement; Electronics and Cosmetics 
College graduate, age 38, married, veteran 
member NAPA. Location Florida. Resume upon 
request. Write Box 1552, PURCHASING, 205 
Eust 42nd St., New York 17, New York 


Undisplayed 
(set solid) 
90¢ line 


Positions Wanted 








45¢ line 





PURCHASING-PRODUCTION CONTROL 
MANAGER 


$10,000 to $12,000 


Our new plant in Wellsboro, 
Pa., will shortly begin elec- hy 


Displayed 
$8.50 inch 


tronic-mechanical assembly Send orders to: ' 
operations. Candidate should 
possess extensive related ex- CLASSIFIED 
perience. DEPARTMENT 
Submit resume 
in strict confidence to: PURCHASING 


EMPLOYMENT MANAGER 
MERGENTHALER 
LINOTYPE COMPANY 


43 Hall Street Brooklyn 5, N.Y 


205 East 42nd Street, 
New York 17, New York 











PURCHASING 
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WATCH FOR THE 


VALUE ANALYSIS IN ACTION EDITION 


OF PURCHASING MAGAZINE 
May 12, 1958 


This edition will contain important information on . 








HOW Value Analysis is applied in a small purchasing department. 
HOW Value Analysis training can be made to yield spectacular re- 
sults, 
HOW Value Analysis promotes teamwork between purchasing and 
engineering. 
HOW Value Analysis becomes an integral part of the Materials 
Management Program. 
HOW Value Analysis is applied to small quantity purchases. 
HOW to determine the real economics of hiring a full-time analyst. 
HOW a Value Analysis committee can be organized to get results. 
Also. ... HOW Value Analysis works in the process industries. 
AND... for the first time... there will be important 
information on... 





Pre-propuction Purcwast ANALYSIS ... what it is... how it 
works... how to use itin your own department. 


IN ADDITION... 


this special edition will include about 500 actual case histories of 
audited savings... classified for easy reference into eight complete 
sections as follows: 


Materials Materials Handling 
Component Parts Packaging and Supplies 
Production Tools Office Equipment and Supplies 


Electrical Equipment MRO and Safety 





Order your extra copies NOW! ... at the special 
price of $1.00 per copy. Regular price for this 
edition will be $1.50 per copy. Order NOW and 


save 33.3 per cent. 











- A Conover-Mast Publication e 205 East 42nd Street, New York 17, N. Y. 
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Letters To The Editor 


° 


PURCHASING FILM 


I wish to thank you for the use 
of the film, “Industrial Purchas- 
ing” shown in ‘the Dayton area 
recently. This is an excellent film 
and highly educational. 

This film was also used in con- 
nection with the Advanced Pur- 
chasing Class, sponsored and en- 
dorsed by the Dayton Purchas- 
ing Agents Association. It was 
very well received. 

Ted R. Thompson 
Aeroproducts Operations 
General Motors Corporation 
Dayton 1, Ohio 
e Requests for the film should be 
addressed to Miss Irene Kriedler, 
PurRCHASING Magazine, 205 East 
42 Street, New York 17, New 
York. It is available without 
charge for showing to association 
or company meetings. 


TECHNICAL ASPECTS 


The articles appearing in recent 
issues of PurcHASING under the 
general heading “Technology for 
P.A.’s” have been very interest- 
ing and should prove helpful. If 
available, we would like very 
much to obtain three or four 
copies of those which have ap- 
peared so far. If such arrange- 
ments can be made, we would 
also like to have several reprints 
each of the articles in this series 
which will appear in the future. 

J. M. Miller 
Purchasing Department 
AMP Incorporated 
Harrisburg, Penna. 
e Present plans call for this series 
by T. C. DuMond to be reprinted. 
However, since the articles will 
run through 1958, the complete 
reprint will not be distributed un- 
til early in 1959. 


AIR FORCE P.O. 


I read with great interest the 
articles on “Better Buying Pro- 
cedure” which appeared in the 
March 17 issue. You are probably 
familiar with the Department of 
Defense purchase order form, but 
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I am enclosing one for your quick 
reference. 

Ordering offices in the Air 
Force most often use the pur- 
chase order in an offset master 
version, reproducing the order di- 
rectly on to the blank side of the 
preprinted “terms and conditions.” 
The orders are reproduced on a 
Multilith machine. 

At the present time the form 
can be used with offset master, 
die-impressed stencil or hecto- 
graph master. Because twelve to 
fifteen copies are most often need- 
ed, the reproducible masters are 
generally used. 

The interesting element of the 
articles was the fact that both 
Kearney & Trecker Corporation 
and Vickers, Inc. make use of 
some form of reproducible master 
for receiving purposes. If such a 
system could be adopted for our 
purchase order we could possibly 
utilize the snap-out manifold type 


form, inserting a ditto master di-. 


rectly in back of the first copy. 
This method is being studied for 
possible adoption throughout the 
Air Force. 

Another interesting fact is that 
the Vicker’s form is an 11-part 
form. The most common complaint 
we have had with an eight-part 
snap-out type form is that the 
typewriter cuts through on the 
original and generally the eighth 
copy was illegible. 

We are further considering in- 
creasing the size of our form to 
legal size for the purpose of al- 
lowing more space for listing 
items; and in this way, eliminat- 
ing or reducing the use of a sec- 
ond sheet. 

In view of our study on this 
purchase order problem and your 
very good articles on the subject 
I would appreciate any additional 
information you might care to 
send. We would be interested in 
receiving samples of the purchase 
order forms as illustrated in the 
March 17 issue. We would like 
these to get some ideas on size, 
weight of paper and carbon. 

Thank you for your help. 


Niven T. Crawford 
Chief, Major Command 
Procurement Staff 

Purchase Policy Staff Division 

Deputy Director, Procurement 

Air Material Command 

Wright-Patterson Air Force 

Base 

Dayton, Ohio 
e Copies of the Kearney & Treck- 
er and the Vickers purchase order 
forms have been forwarded to 
reader Crawford. If any other 
PuRCHASING readers have pur- 
chase orders of the kind discussed, 
and are willing to share them with 
the Air Force, we suggest that 
you send them direct to Mr. Craw- 
ford at Wright-Patterson Air 
Force Base. 


SALARY INCENTIVES 


The February, 1955 issue of 
PurRCcHASING Magazine outlined 
the results of a survey on “Should 
Management Raise Salary Incen- 
tives For Purchasing Personnel?” 

Our company is considering the 
possibility of originating an in- 
centive system for our buyers. We 
are wondering if you have this in- 
formation available or whether 
you could direct us to various 
companies who might: have an in- 
centive system. 

We realize that it is most diffi- 
cult to set up a fair incentive 
system in view ofthe subjective 
method of determining perform- 
ance. Therefore, we are most 
eager to learn of the experience of 
companies who have already em- 
ployed such an incentive system 
for their purchasing personnel. 

Stewart W. Knabe 
Purchasing Manager 
Bell & Howell Company 
Chicago, Illinois 
e A number of big companies 
have their buyers on an incen- 
tive system in that a record is 
kept of the savings made and 
these are reflected in raises and 
bonuses. However, most com- 
panies have no formal incentive 
system wherein a buyer gets a 
fixed percentage of the savings. 
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RAYON 
NYLON 
DACRON 
ORLON 
ACRILAN 
DYNEL 


Exclusive Thermal and Chemical Properties 
Are Combined 
in These Newest of Engineering Materials 


NOW — Conquer your most exacting design problems 
ial 


with this completely new class of materials! 

Feutron Felts are mechanically interlocked, synthetic 
fiber, engineering materials ... perfected after years of re- 
search by American Felt Company. 

Durably fabricated from selected man-made fibers — 
Rayon, Nylon, Dacron,’ Orlon,? Dynel,® Arnel,* Acrilan® — 
they provide all the valuable operating properties of these 
synthetics ... high tensile strength; superior resistance to acids, 
alkali, solvents and other chemicals or gases; dimensional sta- 
bility; three-dimensional physical properties plus the ability to 
operate at temperatures up to 400°F! 
_ You'll find Feutron Felts are being used for wet and dry filtra- 
tion, as high temperature oil seals, as reinforcements for plastics, 
as rugged gaskets, as lubrication wicks, as thermal and acoustical 
insulation and in hundreds of other vital applications. 

Where could you be using Feutron Felts to improve product 


performance? Get all the facts...write today, for Feutron Data 


Sheet, on company letterhead please. 
Remember: American Felt Company has the most extensive and 


best equipped staff of product engineers in the Felt industry . . . ready 
to help you select the most efficient wool or synthetic fiber Felt for 


your application 


‘usmcce’ | American Fey} 
=| a 











Du Pont polyester fiber trademark 
Du Pont acrylic fiber trademar 

Carbide & Carbon Chemicals Co. acrylic fiber 

trademar 

Celanese Co triacetate fiber trademark. 

Chemstrand Corp. acrylic fiber trademark. 


More Information Write No. 294 on Inquiry Card—Page 32 
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“The Rising Tide Litts At! Boats''— 








EVERY ROLLER BEARING FREIGHT CAR HELPS ALL 
AMERICA'S RAILROADS -—TO GIVE YOU BETTER LIVING! 










Where vou find a big plant, you'll find a railroad that soon pays for itself in operating economies. 
track. Despite the highways and the skvwavs, — : 

é ee ee < HYATT Hy-Roll Bearings have proved they are 
steel wheels rolling on steel rails are still the ; ee : Pe 
Te os ; the answer to the hotbox in millions of troublefree 
foundation of America’s productivity ... and the “sh: : = “Rye 

, . : : freight car miles. They speed up deliveries, end the 
prosperity of every citizen. itt . i, eames < , 
excessive financial burden of friction-bearing in- 
The billions our railroads have invested in modern spection, lubrication and maintenance ... and they 
equipment have steadily shortened the gap increase the earning power of cars by keeping them 
between producer and consumer. Now the on the go. That’s why every new car equipped with 
Achilles’ heel” of fast freight ... the old friction HYATT Hy-Rolls helps all railroads . . . and 
bearing so susceptible to hotboxes . . . is being through them, helps vou. Hyatt Bearings Division, 
eliminated by a new low-cost roller bearing General Motors Corporation, Harrison, N. J. 
. | ; 
wots GM | 45,500,000 MILES WITHOUT 
nother (2535 - 
, | A SINGLE HOTBOX! _~-~.= 
« contribution Since May, 1955, 500 Railway ret 
N to railroad Express Agency express-refrigerator cars . 
progress have totaled more than 45 million car miles on 


HYATT Hy-Rolls without a bearing failure of any kind. 


WAT Wr. 2012 BEARINGS 


FOR NON-STOP FREICHT 
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materials-handling 


NEW AND UNUSUAL APPLICATIONS OF BASSICK CASTERS THAT MIGHT BE ADAPTED TO YOUR HANDLING PROBLEMS 


Bassick Casters help solve new plant problem 








Redstone Missile rides Bassick casters 
on the ground. Grooved wheel caster con- 
struction permits close control of dolly. 
Second set of grooved wheel Bassicks per- 
mit missile to be rotated, facilitate fueling. 
Bassick casters are also used in handling 
The Nike. 


Jet-age scaffold rolls to job on Bassick 
casters, stands steady, thanks to position 
locks, raises to convenient height for work. 
Here at Pease Air Force Base, New Hamp- 
shire, they’re checking a jet engine. Could 
Bassick casters help speed work or save 
time in your plant? 








Decentralize for efficiency or cen- 
tralize for savings .. . planned han- 
dling system lets Johnson & Johnson 
do both! 

Johnson & Johnson’s much-talked- 
about new plant at North Brunswick, 
New Jersey, is an exciting example of 
the savings possible with efficient ma- 
terials-handling. 

A 3600-ft. towline, with Bassick 
caster-equipped trucks, links all manu- 
facturing operations to shipping, de- 
livers raw materials and carries away 
finished products. In the shipping center, 
a clerk at control board (below) uses 
two additional 2000-ft. towlines to con- 
sign pallet loads to the 12-truck loading 
docks or stogage. This well planned ma- 
terials-handling system gives Johnson & 
Johnson the efficiency of decentralized 
management and production units plus 
the savings of centralized utility and 
services at the same time. 

Trucks are equipped with 8” Bassick 
“$99” casters in front, and 12” Bassick 
“Alcore” wheels at rear. Sealed swivel 
and wheel bearings of casters minimize 
maintenance, assure long caster life, and 
keep floors clean of dripped lubrication 
grease which is both unsightly and 
hazardous. 

Materials-handling, which represents 


bis. ia ~ flat anete 








Matador Dolly at The Martin Company’s 
Baltimore plant has removable headers set 
up to transport Matador missile assembly. 
Bassick Floating Hub casters (inset) absorb 
shocks, snub out harmful vibration. 


For More 
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products. Call on him. 




















Heavy duty Bassick ‘‘S99"’ casters 
have fully sealed bearings to keep grease 
in, dirt, water, debris out. They're built to 
stand the abuse of power pulled applica- 
tions under heavy loads. 


30% of the average manufacturer’s pro- 
duction costs, is the one major -cost area 
most capable of reduction. Could 
Bassick casters spearhead 

the attack on this “reducible 

30%” in your plant, too? 





he Ze OP | 








YOUR DISTRIBUTOR SAVES YOU SPACE, TIME | 


Your local distributor who carries Bassick casters maintains suffi- 
cient stocks to meet most day-to-day needs—saves you storage space 
otherwise needed for supplies. He 
saves you ordering time, too, by 
acting as a single, dependable 
source of supply for a variety of 





AFING OM, HONDS OF CALTLNS «MAKING CASTERS 06 Mont su | 


THE BASSICK COMPANY, Bridgeport 5, Conn. In Canada: Belleville, Ont. *-* | 
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ASKTHEMEN 1 
IN THE PLANT! “7; 
They'll Tell You the . 
Thing They Want Most 

in a Safety Switch 
is SAFETY THEY CAN SEE 


—and that means 


€ 
a 








The men who pull the switches will 
tell you what can happen when a switch, believed 
to be open — isn’t. A lot of things can happen—and 
every one of them is bad. Personnel is in danger. 
Motors can single-phase. Machinery and work can 
be damaged. Down-time can skyrocket. 


Doesn't it make sense to insist on Wisible Blade 
construction which gives you a road block against 
any of those possibilities? Doesn't it make equally 
good sense to insist on the safety switch which gives 
you that construction—plus a lot of other perform- 
ance advantages? 





you can SEE you're safe! 


EC&M neavy inoustry ELECTRICAL EQUIPMENT...NOW A PART OF THE SQUARE D LINE 


SQUARE J) COMPANY 
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NEW CHICAGO SUN-TIMES BUILDING 


equipped with long-lasting. 
dependable JENKINS VALVES 


IN ADVANCED PLANNING, as in location and design, the new 
Sun-Times Building is front-page news. For this is the first 
project to be completed in a development which will trans- 
form the area north of Chicago's Loop into a city of the future. 

There can be only one basis for selecting physical equip-- 
ment for such a plant: the ability to perform efficiently and 
economically for years. This is why Jenkins Valves are 
standard on all plumbing, heating and air conditioning lines 
in the block-long structure. 

The extra measure of performance and reliability built 
into Jenkins Valves has for generations assured long oper- 
ating life and low maintenance cost. Thats well to remember 
when you specify valves. . 
bear the famous Jenkins 


Jenkins Bros., 


, especially since the valves that 
Diamond mark cost 


100 Park Avenue, New York 17. 


no more. 


Sold Through Leading Distributors Everywhere 


For More Information Write No. 153 on 
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